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aptive Imports 
No Setbacks 


jue to Compacts 


' Anglia, Met Expect 
} Biggest Gains from 
| Economy Demand 


By Maynard M. Gordon 
News Editor 

NHE captive imports are weather- 
king the compact-car storm in 
risingly sturdy fashion, an 

jromoTiveE News survey reveals. 
Written off by some auto execu- 
as the first casualties of the 
w compacts, the cars imported by 
_§. manufacturers all are prepar- 
to stay in the U. S. market. 
© captive now figures on losing 
erall volume next year, and four 
‘the seven expect to make tidy 


The most ambitious increases 
n 1960 sales are being docketed 
Ford’s newly introduced Ang- 

a and American Motors’ veteran 
ppolitan, both British makes. 
sler Corp.'s Simca expects to 
at a monthly level of 3,000 
while the Mercedes-Benz 
dled by Studebaker-Packard 
ipates no customer resistance 
tep-ups both in 1960 and 1961. 

* + * 


JICK’S Opel and Pontiac’s 
Vauxhall have maintained a 


J. 8S. Kemp J. W. Watson 


é volume clip all year, aver- 
z 3,200 a month for the former 
1,900 for the latter. These totals 

punt to “rations” and should re- 
in unchanged next year, accord- 
to General Motors officials. 
bled sales are charted for 

ird’s Taunus, whith shares com- 
-class billing with Opel and 
hall. 
S. Kemp, import-car marketing 

nager for Ford, and James W. 
son, Metropolitan sales chief 

fF AMC, both lament their inabil- 

y to get more cars from England. 


| Kemp expects to sell 45,000 two- 
pr Anglias and 5,000 other Eng- 
h Fords next year, compared 
ith an overall total of 44,000 this 

. About half of 1959’s sales 
onsist of two-door Anglias. 
Introduced less than a month ago 
the U. S., the reverse-backlight 
iglia and its four-speed gearbox 
fmave made the greatest impact 
/#@ateside in English Ford history,” 

emp said. 

~The 693 English Ford dealers 
meged for more of the 41-horse- 
mower Anglias within days after 
me car went on display, but Kemp 
% frustrated in meeting their de- 
ds by the fact that more than 
(Continued on Page 34, Col, 1) 
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The Sales Record For Imports 


13 Months 
Pet. Gain 
in Pene- 
tration 
Pet. of Over Pre- 
Industry vious Month 


11.96 3.37 
10.56 
7.29 
8.54 
9.47 
9.85 
9.30 
9.27 
9.78 
9.94 
10.56 
11.76 
9.73 


Units 
.. 38,858 
35,794 
37,683 
40,132 
.. 48,926 
53,359 
53,963 
57,211 
56,138 
56,187 
.. 58,787 


—30.97 


10.89 
4.01 
—5.58 
—0.32 
5.50 
1.64 
6.24 
11.36 
—17.26 


By Robert M, Lienert 
Associate Editor 
ror cars suffered only 
minor losses in volume and sales 
shares in the first month which 
saw all U. S. compacts in the mar- 
ket place. 


Their showing was bolstered by | 


@ near-record performance by 
Volkswagen, which swept back 
into first place after having been 
ousted for a month by Renault. 
According to just-released regis- 
tration figures for October, imports 
totalled 51,923, down 3.47 percent 
from the previous month’s 53,787. 
Domestic makes, meanwhile, had 
risen 19.40 percent, from 403,498 
units to 481,759. 
* * * 
N TERMS of market share, im- 
ports accounted for 9.73 percent 
of all sales in October, down from 
their penetration of 11.76 percent a 
month earlier. 

This was the smallest penetra- 
tion scored by imports since last 
May, when they accounted for 
9.27 percent of all sales. Volume 
was the smallest since March, 
when 48,926 imports were regis- 
tered. 

In the overall view, of course, the 
losses are not extensive and are in- 





—11.71 | 


17.15 | 





| dicating nothing more than that’ 





13 Years 
Pet. Gain 
in Pene- 
tration 
Pet. of Over Pre- 
Industry vious Year 


-03 
46 
25 
26 


Units 


1433.33 
—16.67 
4.00 
57.69 
70.73 
—28.57 


1949 


-70 
50 
59 
82 
1.65 
3.46 
8.12 


1952 


1954 

38.98 
101.22 
109.70 
134.68 


10 Mos...507,425 9.82 20.94 
© 1959, Automotive News 


terpreted in some quarters as ine | 
imports mang. reached. a plateau An 


U. S. dema it 
imports’ 


October 
ess impres- 


e sa 


NEVERTHELESS, the 
overall showing A 


sive without Volks 

VW’s vélume med 33.91 per- 

cent over; the vious month and 
car was the only 
import to show a gain. 

All other makes declined, with 
their combined loss amounting to 
10.63 percent. The Volkswagen in- 
crease, of course, trimmed this set- 
back to the overall 3.47 percent 
mentioned above, 

October was the second straight 
month to see a decline in import 
volume, In fact, September’s set- 
back of 4.27 percent was even more 
severe. August still stands as the 
imports’ peak month—with a total 
of 56,187. 





* * * 


S NOTED earlier, VW was the 

only import to show a month- 
to-month gain for October, Its total 
of 11,589 was second only to its 
record of 11,997 established in 
June. 

Hillman, which plummeted 
25.09 percent in volume during 





Territory Security Gets 
69% Vote in Oklahoma 


KLAHOMA CITY.—In a state- 

wide poll, Oklahoma dealers 
voted 68.6 percent in favor of per- 
missive territory - security legisla- 
tion, according to figures released 
last week by Roy Tant, secretary- 
manager of the Oklahoma Auto- 
mobile Dealers Assn. 

As expected, the Sooner dealers 
expressed a strong preference for 
the bonus-type security proposal 
authored by Senator A. S, Mike 
Monroney, Oklahoma Democrat. 

His bill would permit the manu- 


| Inside Automotive News 


Big used-car cleanup, Page 12. 

Sales Testing the Falcon, Page 6. 
New gas turbine for cars, Page 9. 
Dutch DAF Arrives in U. S., Page 6. 


facturer to give a dealer an addi- 
tional discount, rebate or allowance 
on new-car sales by the dealer to 
persons residing in his area of re- 
sponsibility. 
* ok ok 

yas poll was suggested by Mon- 

roney a month ago, and the re- 
sults have been turned over to him. 
Tant said 700 Oklahoma dealers 
were queried (OADA has 500 mem- 
bers), and 395 returned’ the ques- 
tionnaires, 

The 68.6 percent tally in favor 
of territory security was almost 
identical with the outcome of the 
poll conducted by NADA last 
March, In the NADA survey, 69.2 
percent of those replying. said 
they favored pérmissive legisla- 
tion. 

Each poll elicited an extremely 
high percentage of replies. In Ok- 
lahoma, 56.4 percent of the dealers 
responded. NADA received answers 
from 52.5 percenc of its members. 

Tant said professional sampling 

(Continued on Page 4; Col. 5) 
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Chevy Tops Record 
As Car Output Soars 
To Highest Since ’57 


By Martin L. Whitmyer 
Staff Writer 


pp by record-breaking 
scheduling at Chevrolet, the 
auto industry last week achieved 
its highest weekly level for car out- 
put in more than two years. 


The 150,587 cars scheduled for 
assembly last week, marked the 
highest level weekl 


“‘Saain, had its worst month in 
more than a year, Sales undoubt- 
edly were crimped by reduced 
availability following a disas- 
trous fire in the home plant. 
Simca was down 20.36 percent, 
with volume the lowest of any 
month this year except for Janu- 
ary. Simca has been sliding down- 
ward since August. English Ford 
fell 17.56 percent in volume, as its 
monthly total declined to the 
smallest recorded since July, 1958. 
Fiat’s volume was off 16.03 per- 
(Continued on Page 4, Col, 3) 


Dealer Ads Offer 
Gifts in Annual 


Yule Campaigns 


By John K. Teahen. Jr. 
Staff Writer 


yore for the youngsters, Rose 
Bowl tickets for Dad and “big 
savings” for all are among the pre- 
holiday inducements appearing in 
dealer advertising as the new-car 
retailers stage their annual battle 
for a share of the Christmas mar- 
ket. 

It’s a tough fight. “You can’t 
compete with Santa Claus,” a 
Detroiter remarked last week as 
he surveyed his empty showroom. 
“People are so busy with other 
things at this time of year that 
its hard to get them to talk 
about cars.” 

In Paducah, Ky., Caskey Pontiac 
Co. offered $50 worth of toys with 
every new car or used unit over 
$395. Buyers received a gift certifi- 
cate to be redeemed at a local de- 
partment store. 

aa ok oe 

AN WINKLE MOTOR CO. 

(Pontiac-Lark), Dallas, had 
toys right in the showroom. Buy- 
ers could select a bicycle, doll, train 
or other items from underneath 
Van Winkle’s Christmas tree. 


The dealership also handles Mer- 
cedes-Benz. It advertised the Ger- 


man auto as “The favorite sports| 


car of youth. The youth can be 16 
or 76.” 

Five new-car buyers received 
free trips to the Rose Bowl from 
William O. McKay Co. (Ford), 
Seattle. The prize included air 
transportation, tickets to the foot- 
ball game, meals and refreshments. 


In Syracuse, Reynolds Ford 
tied an ad to the. city’s favorite 
topic of conversation—Syracuse 
University’s national champion 
football team which meets Texas 

(Continued on Page 4, Col, 1) 





calendar 
run, 

Last time car assemblies topped 
the 150,000 level was during the 
week ended Nov. 22, 1957, when the 
industry rolled 151,846 units from 
the lines. 


year and 1960 model 


* * * 


iexcerr for proving the indus- 
try recuperated rapidly from 
shutdowns once it had its parts 
lines filled, the upsurge from the 
86,566 cars turned out the previous 
week will be shortlived, 

Loss of work time in the next 
two weeks due to the Chistmas 
and New Year’s holidays will put 
further dents in the assembly 
machinery, and it is estimated the 
industry will fail to surpass 
5,500,000 for total calendar-year 
assemblies, 

General Motors, Ford Motor Co., 
American Motors and Studebaker 
tentatively are scheduled to work 
3% days both this week and next 
week, while it is possible Chrysler 
Corp. may work its assembly ma- 
chinery only three days each week. 

In any case, the industry is 
bound to lose at least a day and a 
half this week plus a half day next 
week, and it is highly doubtful if 
any makers will work Saturday 
this week. 
* * 


qevanctat highlighted car as- 
sembly operations last week as 
it turned out an alltime high of 
47,000 units, surpassing the 45,866 
cars assembled during the week 
ended Dec. 20 a year ago. 

The feat was accomplished by 
six-day schedules at all of its 
assembly units except the export 
plant at Bloomfield, N. J. It also 
marked the first time in nine 
weeks that all Chevrolet plants 
have been in operation at one 
time. 

The compacts, with Falcon and 
Corvair both working six days and 
Rambler 5%, turned out an esti- 
mated 33,975 units last week to set 
a weekly output mark for cars in 
that class. 

Rambler led the group with an 
estimated 9,500 assemblies last 
week; Falcon contributed 9,165 
units; Corvair, 8,700; Studebaker, 
3,310, and Valiant, 3,300, 

Rambler the previous week turn- 
ed out 10,452 cars to mark an all- 
time high for weekly assemblies. 
Its former high was 10,181 assem- 

(Continued on Page 35, Col. 3) 


Sales Score 
For Imports 


New imported-car registrations 

for October: 

1959 

Pos. 
1—11,589 
2— 8,700 
38— 3,250 
4— 2,955 
5— 2,929 
6—. 2,422 
I— 1,952 
8— 1,946 
9— 1,833 


1958 

Make Pos. 
Volkswagen 6,823— 1 
Renault 5,710— 2 
Opel 1,691— 7 
Fiat 2,265— 4 
English Ford 3,676— 3 
Simca 1,560— 8 
Vauxhall 2,025— 5 
Triumph 1,490— 9 
Hillman 1,878— 6 
10— 1,444 Volvo 1,416—10 


12,903 All Others 10,391 
Total All Makes 


51,923 38,925 
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As Ford Gives Attractive Rate... 


Factories Weigh Employe Leases 


By John K. Teahen Jr. 
Staff Writer 

MAY Ford Motor Co, employes 

in the $10,000-and-up salary 
bracket are taking advantage of a 
leasing program that seems destin- 
ed to save them hundreds of dol- 
lars per year in auto depreciation 
and upkeep expenses. 


These employes are permitted 


Ford Credit Starts 
Indianapolis and 
Chicago Operation 


IANAPOLIS. — Ford Motor 
Credit Co. last week opened two 
offices, one here and the other in 
Chicago, beginning what the com- 
pany termed a gradual expansion 
into the financing business. 

The move, announced by Robert 
S. Olson, presi- 
dent of the fi- 
nance subsidiary, 
came almost a 
year after Ford 
announced that 
it was reentering 
the financing 
field, There were 
indications that 
Ford Credit’s ex- 
pansion will con- 
tinue at the 





to lease new cars from the com- 

pany at monthly rates, ranging 

from about $35 for a fully 

equipped Ford to $55 or $60 for a 
Thunderbird or Lincoln, 

General Motors currently has no 
leasing program for its employes, 
and a spokesman said last week 
that no such program is in the 
works, Chrysler reportedly is look- 
ing into the situation but has taken 
no action as yet. 

+ * a 
Rom GM and Chrysler undoubt- 
edly are -watching the Ford ex- 
periment closely. It would not be 
surprising to see either, or both, 
adopt a similar arrangement if the 
Ford plan proves successful. 

Ford employes eligible to lease 
cars are those who are on the com- 
pany’s “bonus list.” Most of them 
earn $900 or more per month. 

The monthly fee of $35 to $60 
is slightly more than one percent 
of the retail-delivered price of 
the vehicle, although this fact 
was not necessarily considered in 
setting the rate. 

The lease includes insurance, 
maintenance and repairs, but the 
lessee must pay for his own gaso- 
line, 

Ford Motor reportedly will han- 
dle service and maintenance, but 
some of this work will be done by 
dealers. A dealer who has serviced | 
a few leased cars said he billed the| 





would bill any other national leas- 
ing concern. 
* oa * 

_—. program gives the upper- 

echelon Ford employe a choice 
between leasing a new car or pur- 
chasing one at dealer cost under 
the executive discount plan. 

From a financial] standpoint, the 
leasing arrangement has definite 
advantages. 

At $35 to $40 per month, a fully 
equipped Ford can be leased for 
considerably less than the annual 
depreciation. In addition, the 
lessee saves a tidy sum in main- 
tenance and insurance costs. 

The program probably will not 
take new-car customers away from 
the dealerships because the lessees 
are not retail buyers anyway. Their 
jobs qualify them to order their 
new autos through the factory at 
discounts the dealer cannot match. 

od oe * 

pRpustRrs sources say that at 

the end of the lease period 
(probably one year), the cars will 
be disposed of in much the same 
manner Ford Motor uses for its 
“brass-hat” cars. These are autos 
used by top personnel or for pro- 
motional purposes, with title re- 
maining in the company. 

Employes get first chance to bid 
on brass-hat cars, and dealers may 
submit written bids for the remain- 
ing units. Dealers have complained 
that the choicer models are gone 



















R. 8. Olson 
that has marked the first 11 


months. 
Olson noted that the company 


measured pace 


will not finance consumers’ pur- 
chases directly. “The retail cus- 
tomer may arrange his automotive 
financing through an authorized 
dealer in Ford Motor Co. products,” 
he said. “We will buy acceptable 
retail paper from the dealer. 

“Our interest and objective in 
entering the automotive financ- 
ing field is to make low-cost fi- 
nancing available to Ford Motor 
Co. dealers and their customers. 
This requires maximum efficiency 
in financing operations and it 
demands that profits be held to 
a level not excessive in relation 
to the risks involved.” 

The first Ford Credit operations 
will offer dealers wholesale fi- 
nancing as well as buy retail paper. 
An insurance subsidiary of Ford 
Motor Co. is being formed which 
will offer collision insurance on 
vehicles financed after the first of 
the year. 

Olson said the outlook for the 
business is bright with only 14 or 
15 percent of car buyers paying 
cash, even when they are capable 
of doing so. He said that the casing 
of the recession and better policing 
methods within the industry had 
increased the soundness of auto 

fr. 

“We felt we could offer some- 
thing to the dealer as well as the 
buying public,” Olson said, “Inter- 
est rates will compare favorably 

(Continued on Page 37, Col, 1) 
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AMC....... 78Y, 78 96% -25% 
Chrysler... 70% 67% 72%-50% 
Ford....... 88%, 83% 91 -50% 
GM........ 53 52%, 58%-45 


(Dee. 21, 


company for the job, just as he 


09 Was a 


WHATEVER ELSE may be said 
about 1959, it was a year of epochal 
importance to the auto industry. 
The year will go into the record 
books as one that 
saw: 

A definite turn- 














Wilkie Views... 







before their turn comes. 













Big Year 


ing out of a feasible plan for 
eliminating the duPont interests 
as a major GM stockholder with- 
out undermining the market for 
GM stock. However, the develop- 
ments initially mentioned were of 
the greatest overall importance. 













Modernized U. C. Lot— 























An example of what Chevrolet's ideas on the used-car lot of the future should look} 9 


like was set up at the lot of Jerry McCarthy Chevrolet on Woodward Ave. in Detroit, 
A feature of the lot plan is lighting much like that used for night athletic contest, 
The lighting tower on this lot is at the left, near the flag pole. 





corporated in the 
+ 


* * * 


* * + 


Chevrolet Launches Drive 
To Update Used-Car Lots 


A NATIONWIDE program to im- 
part a modern “auto-shopping- 
center” atmosphere to dealers’ 
used-car lots has just been develop- 
ed by Chevrolet. 

The result of 18 months of 
study of outdoor display, the pro- 
ject seeks to provide a more at- 
tractive business setting and to 
afford greater uniformity in the 
identification of Chevrolet used- 
car sales operations. 

Brilliant, simplified signs and a 


wide use of plastics and stainless 


steel in lot-border valances are in- 
presentation. 
+ + 


aa attention has been 


paid to lighting. To eliminate 


about from two 
years of recession 
marked by cur- 
tailed output and 
retail sales. 
The advent of 
compact cars de- 









Certainly the industry was on the 
way to another 6,100,000-plus year 
in production and sales when the 
stee] strike forced shutdowns that 
affected virtually every make of 
car. 














veloped by Gen- 
eral Motors, Ford 
Motor Co, and 
Chrysler Corp. 

The costliest steel strike in auto- 
motive industry history. 

A tremendous upsurge in the 
value of holdings in American Mo- 
tors Corp., depending mainly upon 
smaller, compact vehicles for its 










D. J. Wilkie 


Introduction of smaller cars by 
GM, Ford and Chrysler brought 
the entire U. S. auto industry into 
the smaller-car field. Demand for 
the vehicles measured up to the 
most optimistic expectations of the 
car makers. 

But the steel strike that curtailed 
production volume for most makers 
early in the new-model year left 
unanswered the question of wheth- 













the Chinese lantern pattern of 
many used-car lots, the company 
introduces a vertical shield of ball- 
park-type, shadowless illumination 
that assures daytime brilliance for 
nighttime shoppers. 

Ed Cowan jr., Chevrolet national 


used-car manager, believes the 
“shopping center” idea is the most 
progressive step in used-car retail- 
ing in several years. 


“All too frequently, the second- 
hand car shopper is made to feel 
like a second-class citizen, Cowan 
said. “He is distinctly not that. 
In our business, he buys twice 
as many units as the new car 


ing of the all-aluminum auto en- 
gine. 


Business Barometer 


Automotive News Economic Index — 


112.5 Percent of Last Week 
104.5 Percent of Like Week Last Year 


Auto Production ............... 86,566 156.6 62.8 further work-stopping contingen- 
Truck Production .............. 12,200 107.1 53.4 cies, 
Auto Registrations—Year to date.. 5,169,028 Paes 136.1 Assuming the industry can hit 
Truck Registrations—year to date. 804,018 oe 134.9 the pace indicated by most market 
Steel Production—tTons ......... 2,732,000 103.1 137.6 analyses, the year ahead easily 
Lumber Production—Board feet... 250,760,000 119.4 109.8 could bring seven million deliveries. 
Pa Production—tTons.... 329,400 111.3 106.6 Sales of more than 6% million new 
Coal Output—tons ........ 9,055,000 112.4 98.9 cars were being predicted freely 
Oil Refinery Output—Borrels .... 51,253,000 100.0 103.1 before the steel strike went beyond 
Electric O #—Kilowatt hours.... 14,167,000,000 101.9 105.3 initial expectations. Some sources 
Barometer Freight Car Loadings 368,801 114.0 104.6 have estimated the strike cost the 
Department Store Sales Index . 249 141.5 102.0 auto industry upward of 750,000 
Stock Market Price Index....... 427.5 100.2 109.4 units of production in the final 
U.S. Government Spending months of 1959, 
—Fiscal year to date ........... . $43,235,288,000 we 102.0 2 ee 8 
and Industrial Loans $30,015,000,000 100.4 saat IF YOU HAVE BEEN unhappy 
—- Disk icaunssas vas $30,159,000,000 100.0 100.9 with yourself for failing to buy 
S-~—Average........ $1,221 96.9 100.6 some American Motors stock in 






























profits. 


r the sal were bei made at 
Increased indications of the com- . . — Pome 5 . 


the expense of standar d-sized 
American models or from the mar- 
ket previously dominated by im- 
ported vehicles and the product of 
American Motors Corp, and Stude- 
baker-Packard Corp. 

” + of 


There were other major de- 
velopments, like the first full 
year’s operation of the Federal 
price-labelling law and the work- 

THAT QUESTION probably will 
not be answered definitely until all 
the problems involved in the steel 
situation have been resolved, and 
U. S. output and sales have gone 
uninterrupted for several months. 

One practical certainty is that 
whatever overall sales volume 
may have been lost because of 
the steel strike will be made up 
in the volume of 1960, barring 








Percent of 
Percent of Like Week 
Last Week Last Year 




















1958 when it hit a low point of $5 
a share or in 1959 at 25%, you can 
find comfort in a couple of facts: 

Many stock market experts of 


95.0 92.9 








Dec. 16 Dec.9 1959 Range 








McA 48% 49%, 57%-39% ; 

Mack...... A6Y, 45% 49%-32%, le oe ah oa 
BO ee ccc 24% 21% 29%- 9% || had bought it at its low point 
White...... 64° 60% 66 -40% you probably would have taken 
1958) your profit long before it pushed 






(Continued on Page 37, Col, 1) 


customer and we owe him major 
attention in our market plan- 
ning. 

“It may not be practical to house 
large, fast-moving used-car stocks 
in buildings, but at least we can 
offer the prospect well-lit, well-or- 
ganized places to do his buying.” 

* * * 
T° LAUNCH the promotion, 
Cowan called into Detroit the 
zone used-car managers from all 
over the country. After a thorough 


McLaughlin Heads 
Ford Div. Sales 


DEARBORN.—James O. Wright, 
Ford division general manager, last 
week announced the appointment 
of M. S. McLaughlin as Ford di- 
vision general 
sales Manager 
and Walter J. 
Cooper as Ford’s 
Western regional 
sales manager at 
San Jose, Calif., 
to be effective 
Jan. 1, 1960. 

McLaughlin, 
who has been 
Western regional 
sales Manager 
M.S. McLaughiim since September, 
1957, served as executive assistant 
to Charles R. Beacham, Ford divi- 
sion assistant general manager, 
when Beacham was general sales 
manager from April, 1956, to Sep- 
tember, 1957. 

Cooper had been general sales 
manager since September, 1957. 
Before that he was Western re- 
gional sales manager. 








explanation and discussion, each 
was given a sample case containing 
quarter-inch scale models of all 
shopping center properties. 

Using a floor plan comparable to 
a particular dealer’s used-car area, 
the company representative thus is 
able to demonstrate the flexibility 
of the proposed layout and how 
adaptation can improve existing fa- 
cilities. 

At a test of the new material, 
Chevrolet set up a pilot lot at 
Jerry McCarthy Chevrolet in 
Detroit. Retail sales were up 30 
percent in the first month and 
the dealership reported numerous 
compliments on the effectiveness 
of the display. 

“It did wonders for the morale 
of our salesmen, too,” said James 
Hughes, used-car manager. 


Buying Delayed 
By Strike Will Up 
60 Sales—Colbert 


DETROIT.—L. L, Colbert, Chrys- 
ler Corp. president, predicted 1960 
auto sales will exceed 7 million 
units with the help of purchases 
postponed in 1959 er 
because of the 
prolonged steel 
strike. 

“The continua- 
tion of the steel 
strike pushed a 
substantial v o I- 
ume of automo- 
bile production 
over into 1960,” 
he said in a year- 
end statement, 

“Hundreds 





L. L. Colbert 
of thousands of sales that would 
have been made during the fourth 
quarter have been postponed into 


next year, 
sales have caused car manufactur- 
ers to revise their 1960 estimates 
upward and to raise production 
schedules accordingly,” he said. 

The industry is planning t 
build about 2,240,000 cars during 
the first quarter of 1960, he con- 
tinued, and this would make it the 
highest first-quarter output in au- 
tomotive history. 


Corvair Flipseat 


Now Standard 


DETROIT.—There is more “free” 
luggage space in today’s Corvaif 
than when the car was introduced 
in October. 

The folding rear seat was madé 
standard equipment on the Chev- 
rolet compact when production was 
resumed following the shutdo 
brought about by the steel short 
age. 

The seat formerly cost $32.30) 
extra, It adds some 13 eubic fe 
of carrying space. 
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Dealer Forum 






by Robert M. Finlay 















KNOW a Scottish elder who 
has to be watched very closely 
on he starts to talk about fru- 
ity, for he is truly the voice of 
ugality and the hand of liberality. 
hile he has you thinking of sav- 
pennies, he starts giving away 
church. 
- Somehow this makes me think 
how dealers look at sales and 
ce, Many dealers unconsci- 
y take the view that new-car 
i gales offer tremendous potential 
for profit with little effort, while 
service represents com ively 
loot | Small profit at the cost of pain- 


a Referral Swindle 
Back in St. Louis; 


Uses ‘Giveaway’ 


ST. LOUIS.—A variation of the 
referral scheme for selling automo- 
biles has popped up in St. Louis 
and has nicked enough people so 
that several have written to local 
newspapers and the Better Business 
Bureau. 

A couple of years ago, when this 
scheme popped up first, each person 
was given an automobile after sign- 
ing a mortgage and trading in or 
making a down payment, and was 
told the automobile would cost 
them nothing, since the monthly 
payments would be met by the 
customer referring purchasers to 
the seller, some 10 such customers 
a month being sufficient. 

Now the deal is a little more 
vicious and even more plausible to 
the gullible. They don’t sell you a 
tar now, they give you the car and 
then give you a job in their ad- 
yertising department. All you do 
drive the car and show it to your 

ds. 

“Your friends will beg you to get 
them a job like you've got,” one of 
the salesmen told a customer, “so 
they can get a new car and earn 
Money, too. Word-of-mouth adver- 
tising is what brings them to you.” 

However, the down to earth 
rs call for a monthly payment 
$75 to $125 a month which 
Must be paid, or one might find 
one’s job in the dealer’s advertising 

ent non-existent. 
_—_ —L. H. Houck 


ys- 

60 

» pens cso ae 

| ort Worth Assn. 
group. 


staking effort over a long period. 
Doubtless there are periods when 
dealers make unusual profits on 
sales, but these periods are few 
and their duration is short. On a 
long-term basis, the dealer who 
makes money on new-car sales 
over the years has sales backed up 
by a strong service operation. 
* * 


Service Perspective 


OHN E. WOLF, who once was 

a factory traveller but for many 
years has been engaged in showing 
dealers how to merchandise serv- 
ice, offers a fresh perspective in 
his analysis of the profit picture of 
dealers for the first nine months 
of 1959. 

“You'll note,” he says, “that while 
the dealer’s total expense was $654 
for new units sold, and his gross 
profit was $744, this left him a 
profit of $90 per new unit sold. 

“On this does look 
pretty good, However, without 
the gross profits from _ service, 
amounting to $282.05, the dealer 
would have shown a loss of 
$192.05 per new unit sold.” 


Service keeps the cash register 
ringing, and this phase of the busi- 
ness igs based on something the 
dealer himself can supply. His new 
car business is dependent on a fac- 
tory outside his control. Wolf says 
good service brings the dealer 
steady repeat customers, not bar- 
gain-hunting shoppers. According 
to his studies, for every 100 active 
service customers a dealer has, 72 
will buy a new car from the dealer 
in the next three years. 

+ + * 


How. Built? 


LIM BARNARD, auto editor of 

the Los Angeles Examiner, tells 
the story of the elderly woman vis- 
itor to the auto show who was 
complaining that “they just don’t 
build cars like they used to.” Slim 
says that Boxley Cole, of Lincoln- 
Mercury, politely led her to a near- 
by booth which was exhibiting a 
1926 model, She went away con- 
vinced that the new cars are built 
better. 

In this regard, Russell C. Bunker, 
who has helped build Buicks for 50 
years, noted on his retirement: 

“They don’t build autos like 
they used to. They build them 
better.” 

This matter of quality construc- 
tion is very much in the public 
mind these days, People want 
economy in cars, but they also 
want quality they can depend on. 

This is something for the dealer 
to keep in mind in supporting a 
sales program based on quality. 

The quality salesman has to 
have a quality product backed 
up by service. 

Nothing smells so bad as a 
promise built of hot air. 


Kentucky to Allow 


Unlicensed Cars 


For 5-Day Periods 


FRANKFORT, Ky.—After Jan. 1, 
cars without license plates will be 
legal on Kentucky highways, under 
a new law. 

The provision applies to new cars 
and only in the first five days after 
the purchase. The owner must 
carry his bill of sale with him. 

The new law also provides that 
plates must be purchased in the 
home county of the owner and that 
used-car dealers must transfer reg- 
istrations for their customers. 

The period in which plates are 
not required gives new-car buyers 
a chance to get back to their home 
counties to buy plates, if they should 
buy a car in some other section of 
the state. 

The only exception to the home- 














Reelects Fleming 


ORT WORTH.—Sam W. Filem- 
Sam Fleming” Buick Co., has 
tome the first president in the 
history of the New Car 
ers Assn. of Greater Fort 
to be reelected as head of 


’ 


Other new officers are Jack. K. 
Williams, Dumas Milner Chevro- 
let Co., first vice-president; Jack 
J. Baggett, Ernest Allen Motor Co., 
Second vice-president, and Basil 
Roper, Texas Motors, secretary- 
treasurer. 

Completing the NCDA’s board 
for 1960 will be Tom Abbott jr., 
Frontier Pontiac; Carl Aldenhoven, 
Southwest Chevrolet Co.; Moorman 
Meador, Meador Olds, and H. B. 
Ransom, H. B. Ransom Motor Co. 
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of it as something of a short dura- 
Rail Unions Ask for Raise 


called by the union. 


asked for an 11 percent wage in- 
crease. Three of the five operating 
unions asked 12 percent hikes and 
the other two 14 percent. Railroads 
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Oregon Assn. Issues 
Sticker-Law Warning 


PORTLAND, Ore.—The Oregon 
Automobile Dealers Assn. issued 
@ warning on price stickers and 
commented: “We continue to be 
appalled at the lack of under- 
standing, or failure to observe, 
— eee requirements of the 

w. 


The association warned that 
the FBI is cracking down on vio- 
lators and said it has been in- 
formed of several violations re- 
cently. These included driving 
with dealer plates after the 
sticker has been removed and 
removing the sticker during 
make-ready. 








How They Fareed... 


Commercial Car Registrations 


By Makes 


First 10 Months, 1959 vs. 1958 


First 10 
Months, 
1959 


274,010 


First 10 
Months, 
1958 
205,700 
169,256 
74,684 
45,789 
30,117 
16,915 

9,920 
10,039 
3,499 
2,458 
752 
26,992 


596,121 
Freightliner, 
** Miscellaneous includes imports, 

Herrington, Peterbilt, etc. 





By Frank Gawronski 
Staff Writer 


7S auto industry is breathing a 

little easier this week following 

a prediction by a chief spokesman 

for the railroad labor unions that 

a national railway 

strike, if there is one 

next year, won’t 

come before May 1. 

The spokesman, 

G. E. Leighty, chair- 

man of the Railway Labor Execu- 

tives Assn., said he believes nego- 

tiations and the Railway Labor Act 

will delay a rail strike longer than 

had been forecast. He added that 

there’s a good chance there won't 
be a strike at all. 


Leighty’s views represent the 
most optimistic appraisal of the 
railroad labor dispute yet made by 
a union spokesman. Most observers 
had predicted a bargaining show- 
down early in 1960. 

Officials in the auto industry 
that a national rail strike 


“It would be impossible to pre- 
pare for a total rail strike,” one 
factory official said. “We just don’t 
have the storage space to stockpile 
all the parts and material needed 
to build cars for any great length 
of time. 

“We barely have enough storage 
space for the parts we need to meet 
our normal production rates,” he 
said. 

Another auto official minimized 
the chance of a long and total rail 
tieup if a strike is called. 

“We don’t think of a railway 
strike as anything that will tie 
things up for a long time. We think 











tion.” 





* * * 








E SAID he would be surprised 
if a national rail strike was 


H 








A three-year pact between most 
of the country’s railroads and the 
rail unions expired on Nov. 1. 
Negotiations already are under 
way for a new agreement. 

The 11 nonoperating unions have 










Reo and Sterling. 
Corbitt, Divco, FWD, Kenworth, Marmon- 


Union Leader Sees Hope 
For Railroad Peace 


have countered with demands for 
a@ wage cut. 


National Mediation Board will seek 
to settle disputes over wages, hours 
and working conditions. If its ef- 
forts fail, the board can call on the 
President to set up a fact-finding 
panel that would have the author- 
ity to investigate and report back 
to the White House. This process 
will delay a national rail strike at 
least 60 days. 


Teamsters to Cross Pickets 


been ordered by James R. Hoffa, 
Teamsters president, to go through 
picket lines of other unions to avoid. 


possible legal penalties under the ae ae 
boycott provisions of the Landrum- 1—California 8,461 5,787 
Griffin Act a yale _ 

Other unions stand to lose | 3—New York.......4,187 3,208 
Teamster support for their 4—Pennsylvania ....3,219 2,756 
strikes because of the order from | 5—Illinois ............ 3,174 2,227 
the truckers’ president. In the | 6—Ohio ................... 2,981 2,117 
past, smaller unions have found I—Michigan ............ 2,764 1,723 
that their strongest strike 8—Florida ................ 2,763 2,191 
weapon was the willingness of 9—Massach . 2,235 7138 ; 

(Continued on Page 37, Col, 2) 10—Oklahoma. ............ 2,142 1,190 
















Second Straigh t Month... 


Ford Leads Again 
In Truck Sales 


87,262 trucks were sold in that 
month in 1955, according to fig- 
ures from R,. L. Polk & Co, 

The October total was 23 units 
higher than the 78,784 trucks sold 
in September of this year and 38.17 
percent ahead of the 57,038 regis- 
trations in October of last year. 

* ” + 


A™ producers, with the excep- 
tion of Mack, shared in the 
year-to-year gain in sales in Octo- 
ber. The producers and their regis- 
trations in October of this year 
and last are: j 


By Kenneth C. Kelley dr. 
Staff Writer 


ORD led Chevrolet in the truck 
sales race in October, the sec- 
ond straight month in which Ford 
took the top spot after 21 months 
in second place. However, Chevro- 
let continued to lead for the year 
to date, 274,010 to 243,964 for Ford. 
Total new-truck registrations 
in October amounted to 73,807 
units, the best October since 
* om cd 
































Oct., 
1958 
TOO « sisitsnsestsicpetpranitatin 15,916 
Chevrolet. ................. 16,554 
International 8,534 4 
SE sinccacstcoeepeinnaie 4,849 4 
li : SID © xcliiuhctihccsititd 2,255 d 
—— —— . wae covensciocienssbeasece waa 4 
"59 Market "58 Market W hi SOCe TR Re eee eeeteeeeeee 4 
2428 east Mack .......... 1,207 
30.34 28.39 Studebaker 222 4 
Diamond T 295 
11.05 12.53 Brockway 106 
71.52 768 — 16 || Brockway ............. 
561 5.05 Miscellaneous . 3,432 i 
2.93 2.84 ss csisdincaoned 57,088 





1.61 
1.43 
67 
31 
-12 
4.33 


1.66 
1.68 
59 
Al 
13 
4.53 






Truck sales in the first 10 months 
of this year totalled 804,018, up 34.87 
percent from the 596,121 sales in 
the like period of last year. 

+ *” ca 
Frour producers increased their 
market penetration as well as 
units sold. The four, their unit id 
sales, percent of market and per- 
centage-point gains are: 

Ford, 243,964 units, 30.34 percent, 
up 1.95 points; Dodge, 45,074 units, 
5.61 percent, up 0.56 points; Willys, 
23,584 units, 2.93 percent, up 0.09 
points, and Studebaker, 5,370 units, 
0.67 percent, up 0.08 points, 

The other eight producers, 
their unit sales, percent of mar- 










100.00 100.00 








—Compiled from R. L. Polk & Co, data. 













Chevrolet, 274,010 units, 34.08 per- 
cent, down 0.43 points; Internation- 
al, 88,857 units, 11.05 percent, down 
1.48 points; GMC, 60,460 units, 7.52 
percent, down 0.16 points; White, 
12,938 units, 1.61 percent, down 0.05 
points; Mack, 11,477 units, 1.43 per- 
cent, down 0.25 points; Diamond T, 
2,482 units, 0.31 percent, down 0.10 
points; Brockway, 977 units, 0.12 
percent, down 0.01 points, and mis- 
cellaneous, 34,825 units, 4.33 per- 
cent, 0.20 points. 

+ oa * 

ALIFORNIA was in its usual 

place as the top truck-buying 
state in October. The top 10 states 
and their registrations for October 
of this year and last are: 





Under the Railway Labor Act, the 
















* * * 








OTHER labor news, members 
of the Teamsters Union have 

























On the House... 


Wonder what’s happened to the plan to standard- 
ize all control buttons on new cars? Such as the 
same location and movement for ignition keys, au- 
tomatic transmission quadrant, parking brakes, 
etc. ... Members of the Chicago Ford dealer associ- 
ation showed a new vehicle gross profit of $244 per 
vehicle delivered in October, a new high for 1959, 
but used vehicle gross profit dropped sharply to $39 
per vehicle .. . 

Woodrow Taylor (Chevrolet-Olds) has:been 
elected chairman of the South Carolina Highway 
Safety Committee, sponsored by the state high- 
way department ... Toledo dealers stage their an- 














































Wemhoft 
nual Christmas party tomorrow (Dec. 22) .. : Lew Ullrich, manager 















of Kentucky association, is recovering from recent illness ... Ben 
Mills, L-M general manager, was toastmaster of recent Kappa 
Sigma Founders’ Day dinner in Oklahoma City . . . Earle C. An- 
thony celebrated his 79th birthday last Friday .. . 

Missouri dealers are voting four to one for Sunday closing. . . Bill 
Froelich (Ford) celebrates his 35th year today (Dec. 21) as Los 
Angeles dealer . . . Louis Benny (Ford) succeeds Charles Green as 
director of Brooklyn and Long Island association director ... A Very 
Merry Christmas to All. + 










—Perre WemMuorr, Editer, 
Automotive News 
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—Steel Strike Isn’t Resumed ... 


7 Million Sales in 60 
Seen by Romney If— 


CHICAGO.—The auto industry 
could sell 7 to 7% million cars in 
the U. S. in 1960 if the steel crisis 
isn’t extended beyond January, 
George Romney, American Motors 
Corp. president, said last week. 

He also told the Economic 


Dealers Offering 
Toys, Bow! Trips 


Ford, Chevy Dealers 
Pitch Hard for Sales 


(Continued from Page 1) 


in the Cotton Bowl on New 
Year’s Day. 

“If you can’t go to Texas, go to 
Reynolds Ford,” the ad urged. “Buy 
any new or used unit during De- 
cember and get a free family seat 
to the Cotton Bow! telecast in our 
showroom, Complete with refresh- 
ments, fun and surprises.” 

Reynolds also offered prizes, in- 
cluding a color TV set, for test- 
driving a Falcon. tig 


LSEWHERE in dealer advertis- 

ing, General Motors retailers 
heralded the resumption of produc- 
tion, and Rambler and Ford deal- 
ers continued to emphasize that 
the steel] strike hasn’t depleted 
their inventories. 

Among the latter was a dis- 
play ad by Hull-Dobbs, Winston- 
Salem, N. C., which proclaimed: 
“We sell new Fords ... and we 
have new Fords to sell.” 

Detroit’s 36 Chevrolet dealers 
combined to declare, “They're roll- 
ing in! Load after load of 1960 
Chevrolets and Corvairs,” and Wil- 
kins Chevrolet, Norfolk, Va., an- 
nounced simply that “1960 Chevro- 
lets are available for immediate 
delivery.” 

Oldsmobile’s radio spot an- 
nouncements informed prospects 
throughout the country that “the 
Rockets are rolling again,” while 
Bob Hope performed a similar 
service for Buick. 


Ir HAMILTON, Ont, City Chev- 
rolet-Oldsmobile, Ltd., staged a 
10-day Trade-O-Rama and guaran- 
teed that any deals written during 
the period would be honored re- 
gardiess of possible price increases 
or downward trends in the used- 
car market. 

Ryan Ford, Hattiesburg, Miss., 
held a “Pickup Panic” sale. The 
company offered 34 new pickup 
trucks with prices starting at 
$1,745. 

Weekly terms were popular with 
some Ford dealers. Hemphill, San 
Antonio, mentioned payments “as 
low as $11 per week;” Hull-Dobbs, 
Louisville, spoke of $15.97 weekly 
for 36 months, including insurance 
and carrying charges, and Young 
Ford, Charlotte, N. C., advertised 
$12.88 a week for a Falcon and 
$15.88 a week for a Fairlane 500. 

+ 


ui DED by a factory subsidy, 
Parkway Motor Co. (Lincoln- 
Mercury), Hattiesburg, Miss., of- 
fered '59 Edsels at $300 below deal- 
er cost. The firm said it had three 
units on hand. 

An ad inserted by Theisen Mo- 
tors (Studebaker), Twin Falls, 
Id, aroused the wrath of a com- 
petitor. 

Theisen’s ad said in part: “No 
steel shortage here, Many dealers 
are holding cars back to create a 
shortage, which they hope will 
raise the price. This is not true at 
Theisen’s. We have cars for sale 
and are selling them below other 
dealers.” 

The competing dealer wrote 
Automotive News: “This ad should 
be discussed in your newspaper, be- 
Cause such rubbish as this can do 
great damage to our business.” 


Fire at VW Plant 


WOLFSBURG, West Germany.— 
A fire raged for 12 hours through 
a half-mile sectiom of the Volks- 
wagen plant here. It resulted in 
loss of two days’ production and 
damage estimated at $240,000. 


Club of Chicago that one of every 
three cars sold will be a com- 
pact. Total sales of compact and 
smaller cars “should be at least 
2,350,000 units,” he added. 


“The Rambler target is 500,000 
units, or about equal to the total 


sales of all imports,” Romney said. 

Buyer interest has been stimulat- 
ed greatly by the Big Three’s entry 
into the compact field, he continu- 
ed, and it should be stimulated 
further as the small-car trend 
grows. 

He reiterated his opinion that 
Big Three competition would not 
hurt Rambler sales, but help them 
instead. 

“Despite our heady success, 
our aim is not to become the 

biggest, not because we object to 
bigness per se, but because our 
major emphasis is on serving 
the consumer qualitatively,” 
Romney said. 

“We'll grow through this process, 
since we believe quality or basic 
excellence and balance in vehicle 
values will be the most important 
buyer demand in the business dur- 
ing the coming decade.” 

Romney chided competitors’ ef- 
forts “to obliterate the public con- 
ception of Rambler leadership in 
building modernly engineered com- 
pact cars.” 

In the fall of 1954, he continued, 
“our competition sympathetically 
ignored us. It was just two years 
ago they started explaining us—ex- 
plaining why we were just a flash 
in the pan. 

“Then they became irritated, 
and now they are imitating us, 
but protesting that they had de- 
cided to do so in the very period 
when they were belittling the ad- 
vantages of smaller cars,” 

He said their line of attack has 
been “just wait.” 

“First, our competitors said 
Rambler success was ‘the product 
of the recession. Just wait until 
the recession is over and Rambler 
will slip.’ 

“When we continued to move up, 
they said ‘just wait until] the Big 
Three smaller cars come out.’ 

“When this served only to stimu- 
late our business, the next line 
was ‘just wait until the steel short- 
age is over.’ A current favorite is 
‘Rambler does a whopping business 
in station wagons—just wait until 
the Big Three come out with their 
smaller wagons.’” 

Romney cited a Theodore Roose- 
velt quote on reaction to a new 
idea to describe competitors’ re- 
action to the Rambler’s success: 
“First, they will be angry with you, 
then they will adopt the idea, and 
then they will make the idea their 
own.” 





Dealer Replies Pour In— 


Jim Gavagan, vehicle marketing man- 
ager for Saturday Evening Post, finds his 
plane barely able to cope with the heavy 
influx of mail resulting from the maga- 
zine's “public image” survey of dealers. 
In 1959, Post, with the cooperation of 
NADA and Automotive Trade Assn. Man- 
agers, undertook a survey of franchised 
new-car and truck dealers as the initial 
step of a program to spotlight the service- 
minded dealer. The purpose of this cam- 
paign is to set before the auto dealer 
as well as the public, a model of ethical, 
fair business dealing that will create a 
better understanding between dealer and 
the public consumer. 





Big Top Auto Show— 


Above is just a portion of what is said to be the biggest automobile show ever 


held in Phoenix, Ariz. 


The show filled to capacity 63,000 square feet of canvas tent 


at one of Phoenix's largest shopping centers. 


Imports Pass First Test; 
Volume, Ratio Hold Up 


(Continued from Page 1) 


tober volume but held above the 


cent, bringing it to the lowest July level. 


point since February. 
* * * 
RIUMPH, with its total the 
smallest since February, was 
down 8.85 percent from the preced- 
ing month, Vauxhall fell 8.36 per- 
cent in volume for its smallest total 
since March. 
Renault, which had set succes- 
sive records in August and Sep- 
tember, fell 7.83 percent in Oc- 


December Sales 
Far Ahead of °58, 
Makers Report 


DETROIT, — Early-December 
sales are running far ahead of 
those in comparable periods a year 
ago, auto manufacturers announc- 
ed last week, Their reports follow: 

+ * oo 


Rambler 


Retail sales of Ramblers during 
the first 10 days of December in- 
creased 37 percent over the like 
period a year ago, according to 
Roy Abernethy, American Motors 
Corp. automotive distribution and 
marketing vice-president. 

Rambler dealers sold 9,885 units 
during the period, against 7,217 
last year, he said. 

* ed eg 
Dodge 

Retail sales of Dodge and Dodge 
Dart cars in the first 10 days of 
December were 135.5 percent high- 
er than those in the comparable 
10-day period a year ago, M, C. 
Patterson, Dodge general manager, 
announced last week. 

For the two-month period since 
introduction of the 1960 models, 
sales were up 78.9 percent over the 
like period in 1959, Patterson said. 

In the first 10 days of December, 
he continued, 7,632 cars were sold, 
compared with 3,241 last December. 

+ * + 


Lincoln-Mercury 


Mercury sales in November to- 
talled 14,597, an increase of 54.5 
percent over the same month a 


year ago and the highest November | « 


since 1956, according to C. E. 
Bowie, general sales manager of 
the Lincoln-Mercury division. 
Sales of Lincolns and Lincoln 
Continentals rose to 3,331 for No- 
vember, the highest since Decem- 
ber, 1957. Lincoln’s November sales 
were 12% percent above the Octo- 


ber sales of 2,957. 
* ad * 


Plymouth 


Plymouth held third place in re- 
tail auto sales through the first 11 
months of the year, Harry E. Chese- 
brough, general manager of Plym- 
outh-DeSoto-Valiant, said. He said 
that despite a 134-day glass sup- 
pliers’ strike and the steel strike, 
373,505 Plymouth and Valiant auto- 
mobiles were sold at retai] through 
Nov. 30. 


Opel declined 3.68 percent to 
slide to its lowest level since Feb- 
ruary. 

The “all others” classification 
had the smallest total recorded 
since last March. 

* * * 
CS market developments 
shuffled standings more thor- 
oughly than in any other month 
this year. 


First place, of course, changed 
hands again with VW moving 
back into top spot and relegating 
Renault to its more-accustomed 
No, 2 spot. 

Opel jumped into third place 
from its fifth-place ranking of a 
month earlier. October was the 
the first time that Opel had placed 
so highly in the imported-car 
derby. 

Fiat continued in fourth place, 
but trailed No. 3 by a wider margin 
than it did a month earlier. 

In fifth was English Ford, which 
had ranked third a month earlier. 
* ok of 

IMCA continued No. 6 but 

trailed fifth place by a wider 

margin than it did a month earlier. 

Vauxhall moved up to seventh 
from No, 9 position a month ear- 
lier, thereby trading positions 
with Hillman, while Triumph 
continued in eighth place, 

Volvo jumped back to No, 10 
position, the first time it had been 
in the Top Ten imports since last 
June. Tenth place was held by 
Austin-Healey in July and by MG 
in August and September. 

Of all imports in the Top Ten, 
only English Ford, Vauxhall and 
Hillman sold fewer units in Octo- 
ber than they did in the year-ago 
month. 

Makes reportedly selling well, but 
out of the Top Ten in October, 
included MG, Austin-Healey, Peu- 
geot, Metropolitan, Morris and 
Mercedes-Benz. 

oe o* 7 


Imported-Car 
Registrations 


New imported-car registrations 
for 10 months: 





1959 1958 
Pos. Make Pos. 
1— 94,344 Ww 65,245— 1 
2— 73,944 Renault 37,419— 2 
3— 36,107 Eng.Ford 26,769— 3 
4— 33,097 Opel 12,169—10 
5— 32,409 Fiat 16,603— 4 
6— 31,110 Simca 13,859— 8 
7— 24,163 Hillman 14,646— 5 
8— 19,995 Triumph 13,628— 9 
9— 19,216 Vauxhall 14,010— 6 
10— 15,659 Volvo ° 
* MG 13,931— 7 
127,381 AllOthers 176,565 
Total All Makes 
507,425 304,844 


* Not in Top Ten. 











Okla. Dealers OK 
Area Security, 


Monroney Bonus 
(Continued from Page 1) 


agencies consider a 30 percent 
turn to be excellent. 
* od * 
HE Oklahomans were asked 
choose between the Monron 
bill and the Schoeppel bill, w 
calls for a cross-selling dealer 
make a penalty payment to 
dealer whose territory is invaded. 
The latter bill was written 
NADA and was introduced by Se 
ator Andrew F. Schoeppel, Ka: 
Republican. NADA prefers the per 
alty approach, but will accept Mor 
roney’s bonus program. 

Many observers feel that this 
is the only bill that has a chance 
of reaching the Senate floor, 
Senator Monroney, naturally, fa- 
vors his bill, and he is a member 
of the Senate Interstate and For- 
eign Commerce Committee, where 
the security pro) now rest, 

In the Oklahoma poll, 141 deal 
voted for the Monroney bill, ani 
11 chose the Schoeppe!l bill. 

Another 57 approved territory 
security but made no choice he 
tween the two plans. They inéd- 
cated they would be happy with 
whatever bill Monroney could guide 
through Congress, 


IFTY-TWO enue selected the 

Monroney bill, but said the 
Schoeppel plan was acceptable 
Five others favored the Schoeppe 
bill and said the Monroney measure 
was acceptable. 

A handful of respondents ex- 
pressed no opinion on territory se 
curity, and 122 dealers said they 
were opposed to the legislation. 

A recap of the 266 votes in 
favor of territory security showed 
that 193 preferred the Monroney 
plan, and 16 were partial to the 
Schoeppel system. The other 57 
declined to choose between the 
bills. 

Dealers were not required to sign 
their questionnaires, but Tant said 
postmarks indicated that most of 
the opposition to territory security 
came from small-town dealers. 

Last September, 200 Oklahoma 
dealers—most of them located in 
small towns—signed a petition pro- 
testing any form of territory se 


curity legislation. 
” 

A FINAL question on the Okla- 

homa questionnaire dealt with 
factory cleanup bonuses, Dealers 
were asked: “Do you think that 
the year-end buildout bonuses paid 
by the manufacturers are fair and 
equitable to all dealers?” 

By a 4-to-3 margin, the respon- 
dents termed the bonuses unfair. 
The vote was 201 against the 
cleanup rebates to 147 in favor 
of them, 

A month ago, directors of the 
New York State Automobile Deal- 
ers Assn, condemned the buildout 
bonuses and urged NADA and 
state associations to seek reforms 
from the manufacturers. 


Goodrich Granted 


Patent for Tire 


Safety Chamber 


WASHINGTON. — Ending a 10- 
year fight, B. F. Goodrich Co. has 
been granted a patent on dia- 
phragms, or safety chambers, for 
use in auto tires. 

The Goodrich invention covers 4 
molded rubber and fabric dia- 
phragm which can be inserted in 
tubeless tires to provide a second 
air chamber for added safety if ait 
should escape from the tire. 

Marginal flaps that are seated be 
tween the tire and rim lock the 
unit securely in place. 

The safety diaphragm was in 
vented by Clarence E. Snyder, re 
tired Goodrich Tire engineer. The 
application for patent was filed 
March 16, 1949. 

Later, patent applications wer 
filed by other companies and it 
dividuals. Ten years were taken by 
the U. S. patent office and the 
courts to decide that Snyder 
the first inventor. 

Production of the tires will bt 
started by Goodrich early in 196) 
and will be available to car man 
facturers as original equipment an@ 
to the replacement market, 
company said. 


* * 
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The Man Behind the Wheel. . . 





Sales Testing the Ford Falcon 


Eprror’s Note: This is another 
in a series of articles which will 
report on selling features of 
American cars. 

* * a 


By William Carroll 
Staff Correspondent 

oD of the Big-Three com- 

pacts to be “Sales Tested” by 
Automotive News, Ford’s Falcon 
has occasioned as much com- 
ment in the industry by its lack 
of unique features as competition 
has by engineering design or 
tricky styling. 

Dubbed a warmed over Eng- 
lish Ford or laundry-shrunk 
Fairlane, the Falcon is none of 
these. Rather it’s another most 
satisfactory approach to auto- 
motive transportation in these 
United States. 

Available in two-door and four- 
door models, the single series can 
be dressed up through installation 
of a deluxe trim package which 


Outstanding Display— 


includes rear-seat arm rests, cig- 
aret lighter, ash trays in the rear, 
decorative trim on tail lights and 
window reveals and white steering 
wheel with horn ring. 

But as a welcome surprise, the 
“stripped” model has two sun 
visors and foam-rubber seat pad- 


ding. Most unusual. 
* * * 


Attractive Interior 


O* COMPACTS tested to date, 
the Falcon is by far the easiest 
to enter and leave. Doors seem 
high and wide, while the floor drop 
is not drastic. 

The interior of the car is de- 
lightfully well done, There’s ade- 
quate interior chrome, Door pan- 
els feature fabric-like plastic 
inserts and liberal] use of painted 
sheet metal circling the interior 
of the car, Floor covering is 
easy-to-clean molded rubber. 

If there’s anything unusual about 

the Falcon at first glance, it is the 





Renavit Caravelle, newest car in the Renault line, was awarded the plaque for the 
outstanding display in the San Francisco Imported Car Show. The Caravelle went on 
display in dealer showrooms last Wednesday (Dec. 16). 


* * * 


* * * 


Caravelle Finally Bows 
At Renault Dealerships 


By Robert M. Lienert 
Associate Editor 
DETROIT. — Renault’s Caravelle, 
one of the world’s most-previewed 
oe is finally ready to roll in the 


Although the car had been dis- 
played at the European shows of 
1958 and in the U. S. last winter 
at the Chicago Auto Show and 
again in April at New York’s In- 
ternational Auto Show, “debuts” 
for the Caravelle were held last 
week in 18 major American cities. 
A few days later it appeared in 
dealer showrooms, 

Detroiters were told last week by 
Jay F. Walker, Chicago, general 
manager of Lake States Imports, 
Inc., and Integrity Imports, Inc., 
Midwest Renault distributors, there 
were “about 1,000” Caravelles in 
the U. S. when they first went on 
Sale in the 850 Renault dealerships. 

Caravelle production, he said, is 
scheduled for a level which would 
yield 2,000 units a month for the 
American market. The 2,000-a- 
month rate, however, is still about 
five months away, he said. 

Renault, Walker said, is accel- 
erating overall output from 2,200 
units daily to 3,000, and Caravelle 
production will not detract from 
the output of Dauphines and 
4-CVs. 

New York port-of-entry prices 
for the Caravelle have been set at 
$2,395 for the soft-top convertible, 
$2,445 for the hardtop coupe and 
$2,500 for the hardtop convertible. 
All are two-door models and carry 
four passengers. 

By comparison the. Dauphine is 
priced at $1,645 arfd_the 4-CV at 
$1,345. 

Walker said a four-speed trans- 
mission would be optional on the 


Caravelle at about $80 and a Ferlec 
automatic clutch would be avail- 
able at $90, 

Introduction of the Caravelle, he 
said, should push Renault imports 
in the U. S. to more than 150,000 
units in ‘1960, compared with an 
anticipated 100,000 this year. 

In discussing the overall U. S. 
market for imported cars, Walk- 
er said, “Assuming 600,000 im- 
port sales this year, I would esti- 
mate 750,000 to 800,000 next year.” 

Extra sales, he said, would not 
necessarily come at the expense of 
cars in other classes, but “from an 
increasing market for this type of 
car.” 

As an indication of the kind of 
plus market he was talking about, 
Walker said that 15 to 20 percent 
of Renault sales currently involve 
no tradein, 

Walker, whose firms distribute 

(Continued on Page 36, Col, 4) 


Late Report... 


feeling of interior spaciousness and 
comfort. Seats are happy high, and 
there’s enough room behind the 
wheel for the most corpulent driver. 
And knee room in back is nothing 
short of remarkable. 

Also, you can get a foot on the 
brake or clutch without fighting 
steering wheel or column, Doors 
have pushbutton locks and vent 
panes have the usual swivel-han- 
dle lock. 

Instruments and controls fall 
naturally to hand, with exception 
of the ignition key. As is Ford 
practice, you open the car door 
with the key in the right hand 
and, when in the car, you shift it 
to the left hand to use the com- 
bination ignition and starter switch. 

There are labels on every knob. 
A fuel gauge, temperature gauge, 
generator and oil winking lights 
fill the panel. Though the glove 
box is small, there’s room for 
maps and minor junk collec- 
tions. Defrost vents are punched 
into the top center of the dash 
and span the radio grille with 
directed slots pointing hot air 
to the windshield, 

There’s little that’s different 
about interior controls of this car. 
It’s basically Ford. Smaller, but 
nevertheless Ford owners will be 
right at home in a Falcon, 

- * + 


Hail to the Choke 


A COST-CUTTING move, and one 

welcomed by long-time driv- 
ers is the return of the choke. It’s 
a simple little knob (in case you've 
forgotten) one pulls when starting 
the car. It works. And like all sim- 
Ple devices, it’s unlikely ever to 
cause trouble. 

The Falcon Six is a mighty cold- 
running engine, and it takes some 
time to reach operating tempera- 
tures. On mild California morn- 
ings there was little enough heat 
to warm the interior. 

Driving the Falcon in town is 
unalloyed pleasure, This car is 
10 inches narrower than most 
full-sized cars and fine for sneak- 
ing through traffic. A wide ex- 
panse of glass and high scating 
position make for excellent con- 
trol. 

Feel in traffic is good. It swings 
back and forth with all the ease of 
a small import and the only trouble 
I had was that after driving so 
many wide cars, I persisted in leav- 
ing the Falcon inches too far from 
the curb. Steering ratio is suffici- 
ently slow so power steering is un- 
necessary. 

Of course, as you are aware, a 
slow steering ratio is considered 
disadvantageous in cross-country 
or mountain driving as the steering 
wheel must be swung through wide 
arcs to make sharp corners. 

* a of 


Two Gear Ratios 

EDAL controls on the Falcon 

are everything you’d find on a 
standard American car. High, wide 
and easy to reach. The mechanic- 
ally operated Falcon clutch is one 
of the easiest operating I’ve used 
for a long time. No trouble for the 
lightest woman. 

The Automotive News test car 
was equipped with manual trans- 
mission. It is not a fast-shifting 
unit, and it hangs up easily if 
forced. A slow shift gives no trou- 
ble, and gears mesh quietly. Down- 

(Continued on Page 36, Col, 1) 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 


last week declined $39 to $1,221, 


index. 


according to Automotive News’ 


The index has declined each week since ’60 models were first 
added. Last week was the first time since mid-July that every 
mode] indexed declined in price, Late models were hit hardest. 

Losses amounted to $150 on ’60s, $75 on ’59s, $32 on ’58s, $15 on 
65s, $14 on ’57s, $10 on ’56s, $10 on ’54s and $7 on ’53s. New lows 
were recorded for ’60s, ’56s, ’55s and ’54s. 

At a group of representative auctions last week, the average 
consignment was 275.2 units, compared with 270.9 a week earlier. 
The sales ratio was 67.7 percent, compared with 62.5 percent the 


previous week. 


Auction reports begin on Page 16. 








Ford's Falcon is an entirely pleasing 


who sales-tested the car for Automotive News. ‘‘Its very conventionality is a moje 


selling point,” Carroll said. “It's hard to 


With Automatic Drive . 


Falcon Styling Is Simple, but Lasting— 









automobile, according to William Carre 


visualize it ever going out of style.” 


Dutch DAF on Sale in U.S. 


STAMFORD, Conn.—First mod- 
els of the long-awaited small econ- 
omy car from Holland, the auto- 
matic-transmission DAF, went on 
display last week at six dealer- 
ships. 

Jan Soeten, U., S. manager and 
vice-president for Van Doorne’s 
Automobielfabriek N. V., of Eind- 
hoven, Holland, said 49 cars have 
arrived in this country to date 
and that two distributors and six 
dealers have been appointed. 

Two models of the DAF-600 are 
offered—a standard and a deluxe 
two-door sedan. The standard car- 
ries a New York Port-of-Entry 
price of $1,569, and the deluxe is 
$1,669. 

Both models have Variomatic 
transmission, an automatic unit 
that is operated by a system of 
V-belts and pulleys. 

Soeten said his two distributors 
are Imported Cars of Holland, 2222 
Flatbush Ave., Brooklyn 34, N. Y., 


Jaguar Beats Out 
Lark in Sebring 
Small-Car Race 


SEBRING, Fla.—Walt Hansgen, 
New Jersey dealer who drove a 
Jaguar, won the small-car race in 
Sebring over a Lark sponsored by 
Ed Lane, Miami Springs dealer. 

Jaguars finished first and third, 
Larks second and fourth, the Swed- 
ish Volvo fifth, Corvair sixth, Fal- 
con eighth and Valiant ninth. 

Lane’s three Larks all did well. 
The one driven by Curtis Turner, 
which finished second, passed the 
Jaguar in the next-to-last lap but 
couldn’t match Jaguar’s speed on 
the straightaway. Hansgen, U. S. 
sports-car champion, was high in 
his praise of the home-built cars 
and particularly their stock trained 
drivers, 

Ed Hugus, Pittsburgh, drove the 
sixth-place Corvair and Roger 
Ward, winner of the last “Indian- 
apolis 500,” another Corvair driver, 
stripped gears in the final lap. 

“TI think the difference was a lit- 
tle better top speed,” said Hansgen, 
“but the Larks had the acceleration 
fn the lower gears.” 

One of the surprises of the race 
was the Corvair’s roadability in 
taking the hairpin turns on the dif- 
ficult Sebring 5.2 mile track, a 
track official said. 


Shooting of Anderson 


Is Ruled Accidental 


SOMBRA, Ont.—The fatal shoot- 
ing of Harry W. Anderson by Har- 
low H. Curtice, General Motors di- 
rector and former president, has 
been ruled accidental] by a coroner’s 
jury here. 

Mr. Anderson, retired GM vice- 
president, was killed when he 
stepped into Curtice’s line of fire 
while they were duck hunting on 
Ste. Anne’s Island near Sarnia, 
Ont. 





and Midwest Cars of Holland, 19% 
Euclid, Cleveland 15, O. 

The Brooklyn outlet will distrib- 
ute the cars in New York, New 
Jersey and Connecticut. The Cleve 
land company is the Ohio distribu- 
tor, and its temporary headquarters 
are the offices of Downtown Chev- 
rolet. 

The firm is headed by William 
Haas, son of Arthur Haas, Down- 
town Chevrolet owner, New fa- 
cilities for the import are being 
constructed. 

Soeten listed the following DAF 
dealers: Carlan Motors, Inc., 42 N. 
Albany, Atlantic City; Foreign 
Auto Import, Inc., 149 Arsenal, 

Watertown, Mass.; Empire Chevro- 
let Sales Corp., 1 Remsen Ave, 
Brooklyn, N, Y.; Downtown Chev- 
rolet, 1935 Euclid, Cleveland; Day- 
ton Rambler Sales, Inc., 900 § 
Ludlow, Dayton, O., and Winders 
Chevrolet, 783 N. High, Colum- 
bus, O. 

Soeten said “thousands” of DAFs 
are in operation in Holland, Den- 
mark, Sweden, Belgium, Luxem- 
bourg and Germany and _ other 
countries. 

Exports to the U. S., he said, 
were hampered because the shape 
of the fenders had to be changed 
to accommodate seven-inch sealed- 
beam headlamps. 

He said, “Exports to the U. 8. 
will be far behind sales possibili- 
ties until February or 
when we have our new fender 
dies. Then we can easily increase 
our shipments to 500 or more 
cars per month.” 

Soeten said he wants to build 4 
quality dealer organization. He said 
he will gradually extend activities 
in this country in 1960, depending 
upon the number of cars he re 
ceives, Soeten’s headquarters are 


P. O. Box 690, Stamford, Conn. 


* * * 





DAFs Head for U. S.— 


The Dutch DAF, an economy sedan witt 
automatic transmission, has begun arti 
ing in the U. S. Standard and delum 
models are offered and are priced @ 
$1,569 and $1,669. Two distributors ¢ 
| six dealers have been appointed. 
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Rigger Cities Join Trend... 





Outdoor Shows Gain in Vogue 


By John E, Walsh 
Staff Writer 

ee auto.shows have been 

growing in popularity the last 
several years, and if the number 
scheduled this season is any indi- 
cation, the trend will continue to 
grow. 

In the past the outdoor show 
has been most popular in smaller 
communities which often lack 
adequate facilities for an indoor 
display, But this year the bigger 
cities are joining the outdoor 
movement, 

For the first time the Greater 
St. Louis Automotive Assn. held its 
annual show at a shopping center, 
and all of the exhibitors were 
pleased with the results, according 
to Ed Hayward, executive vice- 
president of the dealer group. 

The Phoenix (Ariz.) show went 
outdoors for the first time, and! 
Atlanta’s first auto exposition in 
30 years also was staged at a shop- 
ping center. 


community project or celebration. 
= & * 


HICAGO, home of the nation’s 
largest and most lavish auto 
show, also had an outdoor display 
this year, The Chicago Automobile 
Trade Assn., sponsor of the big 
event in the International Amphi- 
theatre, was unhappy with the out- 
door affair, one of whose sponsors 
was Life magazine. 
Commenting on the November 


Buick Dealer Adds 


Lark, Mercedes, DKW 

CINCINNATI, — Metropolitan 
Motor Co., Inc. (Buick-Opel), has 
added the Studebaker Lark, Mer- 
cedes-Benz and DKW to its line, 
according to R. E. Reinhold jr., 
Metropolitan general manager. 

He said Metropolitan will expand 
its facilities with the addition of 
a 6,000-square-foot showroom for 
the three new cars at 1020 Gilbert 
Ave. A brother, J. L. Reinhold, will 





show in its bulletin to members, the 
CATA said: 

“In view of the fact that the 
annual Chicago Automobile Show 
—the biggest and most complete 
in the nation—is a little over 60 
days away and with the current 
steel strike and cold rainy 
weather, it seems to us that 
Life’s promotion is untimely and 
unnecessary.” 

But dealers who have participat- 
ed in outdoor shows seem to be 
sold on them, They cite fewer ex- 
penses, with shopping centers or 
others helping to foot the bills; big- 
ger crowds because no admission 
fee is charged, and more room in 
which to demonstrate their prod- 
ucts. 

Merchants in the shopping cen- 
ters are happy, too. The new cars 
exhibited by the dealers help to 
bring shoppers into the merchants’ 
places of business, 

od + . 


chant. They can pool advertising 
money to take newspaper space 
and television and radio spot an- 
nouncements. 

There is a further benefit to 
the dealer. His advertising dol- 
lar goes farther because the mer- 
chants usually get lower adver- 
tising rates. 

The weather is one of the chief 
objections of the foe of outdoor 
auto shows. If conditions are not 
almost ideal, the shopper may not} 
stop to look at cars after visiting 
the merchants, one dealer said. 

Admittedly, the outdoor show is| 

a seasonal proposition in all but 
some Western, Southwest and Deep 
South states. Cold and rain cut at- 
tendance to a trickle on one day 
at the St. Louis show late in Octo- 
ber. 

Another opponent of the outdoor 
show said he felt that a person 





Space Drawing 
For Dallas Show 
Is Reset for Jan. | 


DALLAS. — Southwest Automg 
tive Show directors have reset th 
space drawing for the 1960 sho 
for Jan. 15 here. The show is to } 
held in Dallas March 24-27, 

Directors also disclosed that q 
convention of Southwestern Auto 
motive Wholesalers will be held iy 
Dallas March 23 under the _ join 
sponsorship of all state associations 
in the area. 

Show director Doyle Moore, Ar 
kansas Parts Warehouse, assure 
the group that Arkansas whole. 
salers, although not in a state as. 
sociation, would support the pro 


shopping for groceries or some) sram. 


other items isn’t going to spend 
much time on auto displays, 
“There are too many distractions 
at this type of show,” he said.| 
“When the same person takes the) 





Spokesmen for the state groups 
said program plans for the whole 
salers’ convention included bring- 
ing several nationally prominent 


| speakers to Dallas to discuss prob- 


lems of vital concern to the trade 


time to attend an indoor show, and} and the nation, Meetings will be 


pay for admission, we feel more| held throughout the day preceding 
time will be spent looking at the) opening of the Southwest Automo- 








Outdoor shows also have been 
held in Dallas; Long’ Beach, Calif.;| he added. 
Wilkes-Barre, Pa.; Decatur, IIL; 
Lawrence, Mass.; Albany, and 
Washington, Mo. All were held at 
shopping centers or on downtown 
streets in connection with some 


be vice-president of this operation, —— is another big advantage 


to both the dealer and mer-| cars.” | tive Show. 











American Foundry 
To Join Chrysler 


> > o 
Forge Division 

DETROIT, — American Foundry 
Co., Inc., a subsidiary of Chrysler 
Corp., will become an operating 
plant of Chrysler’s forge and foun- 
dry division, Dec. 31. 

Chrysler directors and directors 
and stockholders of American 
Foundry have adopted a plan au- 
thorizing the dissolution of the In- 
dianapolis company as a separate 
corporation, according to A. L. Gos- 
tow, general manager of the forge 
and foundry division. 

“This change will not affect per- 
sonnel or employment of the foun- 
dry,” Gastow said. “Earl Guckel- 
berg will continue as manager of 
the American Foundry plants.” 

Present American Foundry em- 
ployment is about 1,550, Its Indian- 
apolis plants are at 1100 S. Tibbs 
(190,000 square feet on 35 acres of 
land) and at 1535 Naomi (134,000 
square feet on a five-acre tract). 


Lloyd Ex-Importers 
Sue for $3 Million 


NEW YORK.—Two Lioyd car 
distributors have filed a $3 million 
suit in Federal Court accusing four 
defendants of conspiring to violate 
antitrust laws in the cancellation 
of the plaintiffs’ import agree- 
ments. 

The plaintiffs are Greene County 
Motors Corp., Catskill, N. Y., and 
St. Lawrence Imports, Inc., Cleve- 
land. The defendants are Lloyd 
Motor Works, German builder of 
the cars; W. A. Simonds Associ- 
ates, Park Motor Sales, Inc., and 
Herbert C. Ludwig. 

The suit charged that the de- 
fendants last spring cancelled the 
import agreements with the plain- 
tiffs and awarded sole import 
rights to Simonds, a Long Beach 
(Calif.) firm. 





C. Lee Hollenshade, III and his family enjoy life in their fine (mortgage free) home. 





That’s the feeling of C. L. Hollenshade, Jr. and his son, Lee, III 
who operate a modern 3-bay Texaco station in Towson, Maryland. 

The elder member of the father-son team had a good job back 
in 1939, but wanted to be his own boss and be assured of a solid 


First Again 
ee tee tt er 


with 


the complete line 


rm 70) @ eee 
FIBERGLASS 





““We’ve had 20 
years of security 
and good living 
with Texaco”’ 


future. T 
“Going with Texaco was the greatest move of my life,” he says. ] 
“We started with a small station that had no lube bay. Today it’s 
a modern, 3-bay station that keeps nine men busy.” 
The Hollenshades’ formula for success is to sell only the finest 


MUFFLERS 


and 


DUAL SYSTEMS 


immediate shipment! 
Order Today! 


AUTOMOTIVE 
PRODUCTS 


Me se Porw 


quality products, and to give good service to their customers. 
“Texaco’s big advertising program is a definite help in getting 
new customers,” they say. ““We like the Texaco people, too. From } 
the salesman to the division manager, they are sincerely interested 
in our success, and give us a lot of sound merchandising advice 


and help.” 
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TURNINGS ... 


Lightweight GasTurbine 
Is Developed for Autos 


By Joseph M. Callahan 


Engineering Editor 
A LOW-COST lightweight gas turbine using a heat- 
- exchange principle that would be suitable for the small 
cars now being developed by the auto industry, has been 
nen nernnerernennnerner anes 


search Corp., Walled Lake, 
Mich. 

The firm is headed by Sam Wil- 
liams, who work- 
ed on Chrysler 
Corp.’s . recipro- 
cating engine 
program and the 
turboprop engine 
design which was 
developed for the 
Navy before he 
formed his own 
research com- 
pany five years 





er prototype version of the engine 
has been built and run successfully 
on the Detroit River during 15 
months of testing. It weighs about 
one pound per horsepower (com- 
pared with two or three pounds per 
horsepower for other gas turbines) 
and is about the size of a bread- 
box. 

“The turbine has immediate .au- 
tomotive, aviation and stationary 
applications in addition to the ma- 
rine use,” Williams said. 

“This turbine could easily be the 
answer for the small type cars now 
being produced by the American 





ago. 
A 175-horsepow- 


with Texaco 


advertising program . . 


everywhere. 


NAME 


STREET 


CITY 





Why there’s a solid future 


Here are 6 reasons why Dealers and 
Distributors grow with Texaco: 

1 The best petroleum products, 
known and accepted by car owners 
nationwide. Continuous research and 
development insure that Texaco will 
always have outstanding products. 
2 The best and biggest national 
. constantly 
selling Texaco Dealers to car owners 


3 The best point-of-sale and direct 
mail promotional material to help 





auto industry, Where space and 
weight are a premium, this engine 
certainly solves the problem for 
compactness and lightness.” 

x * * 


r ADDITION to being competi- 
tive costwise with medium- 
priced reciprocating engines, he 
said it provides fuel economy ap- 
proaching that of most modern 
piston engines and can operate on 
kerosene, jet fuel, diesel oil and 
straight gasolines. 

Williams added that the air- 
cooled marine prototype is vibra- 
tionless because of the absence 
of power impulses and recipro- 
cating pistons and is quieter than 
any known piston engine. Normal 
engine speed is. 58,500 r.p.m, 

“Simply stated,” he said, “this 
engine employs a new type of heat 
exchanger which uses the exhaust 
heat, normaily wasted, by reintro- 
ducing it into the engine to make 
more efficient use of fuel. In effect, 
the engine is partially powered by 
its own waste. The ultimate ex- 
haust is cool enough to touch with 
the bare hand.” 

This apparently is the same re- 
generative principle that is em- 
ployed in both the General Motors 
and Ford Motor Co, experimental 

gas turbines. ; 
* 


a * 
RECENT visit with Dr. Arthur 
Bull, director of U. S. Rubber’s 


back! 


5 The best retailer 


products. 





C. L. Hollenshade, Jr. and son, Lee, III get profitable bonus business from out- 
of-state motorists who are Texaco customers at home. “They carry Texaco Credit 
Cards, and always stop at Texaco stations when traveling,” the Hollenshades say. 


There may be an opportunity for you to have a solid future. with 
Texaco. Investigate — send this coupon to: 
SALES MANAGER 

TEXACO INC. 

135 E. 42nd Street, New York 17, New York 

I would like to get complete information about the possibility 
of teaming up with Texaco as a 


(C0 Distributor. (Please check.) 


[) Dealer, 


ZONE STATE 





_- Sell the best... sell TEXACO 





bring in motorists and bring them 


4 The best customer credit card—in 
fact, the only petroleum credit card 
honored under one sign nationwide. 


helps its Dealers to market nation- 
ally-advertised and accepted TBA 


6 The best opportunity to cash in on 
touring business. Texaco customers 
at home like to stop at Texaco sta- 
tions when on the road. You have 
more than 40,000 Texaco Dealers in 
the U.S. and Canada helping you. 


C) Consignee, 


of a tire is the car operator’s hab- 
its which, under identical other 
circumstances, can reduce tire life 
by 50 to 66 percent. 

Geographically, Bull noted that 
South Carolina and North Caro- 
lina were the worst states for 
tire wear, with some good driv- 
ers only getting 10,000 to 12,000 
miles on a set of tires in this 
area, He added that tires nor- 
mally will last longer in Detroit 
than in any other large metro- 
Polis except one. 

He said that although U. S. cars 
are now using 13-inch, 14-inch and 
15-inch tires, they all have about 
the same percentage of their tread 
on the ground and, consequently, 
all will produce about the same 
mileage. 

Buick, Cadillac, Imperial, Stude- 
baker and some Ramblers now 
have 15-inch tires; Corvair, Falcon 
and Valiant use 13-inch tires, while 
all others are equipped with 14- 
inch tires. 


















New Gas Turbine— 


Sam Williams, who heads his own re- 
search company, points to the turbine 
blades of his new low-cost, lightweight 
gas turbine. 










* * 


Detroit tire laboratory, which is the 
largest of its type in the world, 
produced some interesting informa- 
tion, 

The average life of a tire today 
in all parts of the country, he said, 
is about 30,000 miles, However, the 
most important factor in the life 







* * 


i THIS connection, he said that 
the Corvair tire, largely develop- 
ed by U. S. Rubber Co, would 
probably have a life in excess of 
30,000 miles because of the car’s 
lower engine torque, lower weight 
and reduced braking torque re- 
quired. In other words, the work of 
the tire is reduced. 

Bull said it was unlikely that any 
of the full-sized cars would switch 
to smaller wheels and tires in the 
next few years, largely because the 
gains of going from the 15-inch 
to the 14-inch tire have been very 
slight. 

Pointing out that the reduction 
of one inch in wheel diameter 
had lowered the car by only one- 
quarter of an inch, he noted that 
there had been a _ considerable 
increase in braking problems, 
arising from the necessary re- 
duction of the brake drums at 
the same time, The brake is 
really controlling the situation 
now, he said. 

When the wheel was reduced 
from 15 to 14 inches in diameter, 
the size of the tire had to be in- 
creased slightly, partially return- 
ing the car height to its previous 
level. However, the smaller wheel 
gives the car the appearance of 
being lower. 

“It all gets back to weight reduc- 
tion,” Bull said. “You won’t gain 
anything in lowness. until you get 
that weight down.” 

+* as + 


Corvair Snow Ride Hailed . 


eae again to the Cor- 
vair, he said it will have ex- 
tremely good maneuverability in 
snow, 


“I expect to hear a lot of praise 
for the Corvair when the snow 
comes,” he said. “It will get more 
than 20 percent better traction 
than other cars in the winter be- 
cause of the extra weight on the 
rear driving tires. 

“The Volkswagen has already 
demonstrated this. We have a 
lot of demand for mud and snow 
tires for the varioug U. S. and 
European cars, but none from 
VW people.” 

Dr. Edward Wallace, product 
manager of U. S, Rubber’s tire lab, 
contrasted European and American 
tires by saying that the European 
trend has been toward more stable 
but harder-riding tires, while 
Americans have insisted on softer- 
riding tires. 
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ls today's 


changing automobile market 


passing you by? 


Today, automobile dealers and manufacturers alike are 
experiencing what industry analysts call the “Third Revolu- 
tion.” The recent and phenomenal growth of the low-priced 
car market—the enthusiastic reception of the relatively new 
“compact” type automobiles—have clearly pointed out that 
many of yesterday’s most profitable and best established 
sales agreements no longer offer the same sales potential or 
opportunity for growth. 


Affected most by these changes were single-line medium 
priced car dealers. Many of them found themselves forced 
to work harder, longer, more intensively just to maintain 
their present volume and profit position in a steadily declin- 


ing market. 


The Dodge Market-Programmed Sales Agreement was de- 
veloped to assure Dodge Dealers that their sales activities 
would be located squarely in the fastest growing, most re- 
warding segment of the current market. It is based on a 
continuing policy of aggressive new product development 
designed to capitalize on important trends in consumer 
buying habits. 


The dramatic and highly successful introduction of the low- 
priced Dodge Dart was the first step in providing Dodge 
Dealers with new and expanding profit opportunities that 
keep pace with changing market conditions. 


Currently, Dodge Dealers are in the enviable position of 
being able to compete directly and successfully for 7 out of 
every 10 new car sales and 9 out of every 10 truck sales being 
made today. This is the broadest coverage of any single line 
dealership in the.industry. 


Opportunities Available for Qualified Dealers 


The realignment of the Dodge marketing position has made 
available a number of highly desirable openings for qualified 
dealers. These openings are available in all parts of the 
country and in all types of markets. If you find your present 
market potential restricting your growth, it will pay you to 
investigate. For confidential handling of your inquiry write: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau Ave. 
Detroit 11, Michigan 


* * * 


Attention General Managers and Sales Managers: 


For the man who is ready to step out on his own, the Dodge 
Dealer Enterprise Program can provide the financial back- 
ing necessary to get started. Up to 75% of the total capital 
required, plus other valuable assistance, available to prop- 
erly qualified parties. Write for full details. 


In 1960 the big deal is 





DODGE DART « '60 DODGE « DODGE TRUCKS 
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AUTOMOTIVE WASHINGTON 


A Little Publicity Nets 
Big Used-Car Cleanup 


AUTOMOTIVE NEWS, DECEMBER 21, 1959 


to driving used-car pirates out of| ments, U. S. Government Printing 


By William Ullman 
Washington Bureau Chief 
ss power of publicity to clean up tricky auto sales prac- 
tices was demonstrated again in the Nation’s capital, 


licenses of six local used-car 


dealers. The action was the 
latest in a chain of developments 
that began with a series of “buyer 
beware” articles 
in the Washington 
Star last month, 
warning the pub- 
lic of gyp selling 
gimmicks used by 
some used-car re- 
tailers in town. 
Unfair selling 
practices are not 
limited to Wash- 
ington. The con- 
tract “switch,” 
t he misleading 


_as District of Columbia officials took away the operating 
© 


“comeon” advertisement, the phony 
warranty, dnd the blank sales 
agreement “to be filled in later’ 
have been used by unscrupulous 
retailers at one time or another in 
most sections of the country. 

Wherever such tactics are used, 
even by one dealer, there is damage 
to the reputation of the whole deal- 
er community. Bad news travels 
fast. Consumers have a way of as- 
suming that, if one retailer is 
crooked, the others are probably 
crooked, too. 

Honest dealers have a big stake 
in digging out the weasels in their 








towns and cities and in getting rid 
of them. 

For this reason, what has hap- 
pened in Washington is a good 
example of what can be done in 
any town or city plagued by 
sharpies. All it takes is a first- 
rate reporter and a newspaper 
editor who understands the situ- 
ation. 

Look at what happened in Wash- 
ington after just one week of ar- 
ticles on unscrupulous used-car 
dealers and their finance compan- 
ies: 

1. The president of the Board of 
Commissioners of the District of 
Columbia ordered a crash program 
to curb the used-car racket in the 
area. 

2. The Automotive Trade Assn.— 
National Capital Area reprinted all 
the articles in booklet form, urged 
the District Commissioners to con- 


trol finance charges. 
* * cd 


Both Associations Help 

3 BOTH NADA and the National 
© Independent Automobile Deal- 

ers Assn. put their weight behind a 

cleanup, 

4, The District Council on Law 
Enforcement—a local “watchdog” 
committee over Washington crime 
—called hearings as a preliminary 





the city. 

5. Military authorities started 
their own probe on behalf of bilked 
servicemen. 

6. The Federal Trade Commis- 
sion ordered an investigation of 
bait advertising and issued new 
rules aimed at outlawing the 
practice. It also called its first 
Conference on Public Deception 
to arouse the nation to a variety 
of gyp practices and con games. 
7. Washington’s license enforce- 

ment branch made new recommen- 
dations to the superintendent of 
licenses for tighter controls on 
dealers and finance charges, and 
called for revocation of licenses of 
six used-car dealers, These dealers 
have lost their licenses, and the 
examination of complaints is con- 
tinuing. 

All this action. started with just 
a few local newspaper stories. 

* * * 


3 Aids for Dealers 


HREE valuable new aids for 

businessmen have been publish- 
ed by the Federal Government, and 
two of them are free. The third 
costs only 30 cents, It is “Guides 
for Business Analysis and Profit 
Evaluation,” and it is available 
from the Superintendent of Docu- 
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MR. DEALER... 





ABOUT PROFIT 


Now for the first time you are offered a FULL COMPLETE 
LINE of imported cars...a line enjoying fantastic nation- 
wide success...a line with the HIGHEST PROFITS IN 
ITS CLASS! TOYOPET, with the biggest parts-per-car 
inventory of any import—is available in a wide choice 
of color combinations; features more easy to see — easy 
to sell EXTRAS than cars costing many times its low 


price. Manufactured and distributed by one of the 
world’s great automobile companies. 


TOYOPRPET 


COMPLETE LINE 


ALL PRODUCTS PRICED FOR 


CROWN CUSTOM STATION WAGON 


2-door or 4-door 
6-passenger BIG 





4-door FULL 6-passenger 


TOYOTA 


33-miles-per-gallon economy 
unmatched luxury! 


PLUS! 
COMING SOON 


BONUS ADDITION TO TOYOPET LINE! 

Designed specifically for the American market, a new 
4-passenger, 4-door super economy sedan will be an- 
nounced this spring. This car will be competitive with 
the lowest priced cars on the market — but will have 
incomparably more selling features. Be a part of the 
huge national advertising push which will send off 


1960's hottest imported vehicle / 


IMMEDIATE SELLING 





LANDCRUISER 


Mighty 120 HORSEPOWER 6-cylinder 
4-wheel-drive... unequaled anywhere. 
Soft or hard top models. 


WRITE OR PHONE NEAREST 
TOYOTA REGIONAL OFFICE 


LOS ANGELES 
8701 Beverly Bivd. 


Olympia 9-2700 


SAN FRANCISCO SUtter 1-7452 
Room 205 

World Trade Center ; 
NEWARK Bigelow 8-3450 
231 Johnson Avenue 

CHICAGO BRoadway 4-610! 


2906 West Peterson Avenue 





— 


Office, Washington 25, D. C. 
Published by the Department of 
Commerce, “Guides” is a 76-page 
book outlining the management 
tools used in the analysis of ac. 
counting records. It provides the 


most comprehensive listing of fi. ’ 


nancial studies currently available 
anywhere. 

The Commerce Department 
points out that studies of busi- 
ness failures show that many op- 
erators fail to give enough at- 
tention to financial planning and 
to make use of valuable informa- 
tion in the field. The new booklet 
tells dealers why they need finan- 
cial management in their opera- 
tions—and where to get the dope 
on it. 

The free aids have been publish- 
ed by the Small Business Adminis- 
tration, and are available from 
local SBA field offices or from 
headquarters in Washington. 

The first is on “Improving Col- 
lections from Credit Sales.” It wag 
written by Clyde William Phelps, 
who has written credit articles for 
several auto dealer publications, 
and it offers step-by-step instruc. 
tions for preparing collection let- 
ters. 

The second is “Controlling Your 
Business Future.” In the opinion 
of this column, it packs more valu. 
able management information in 
less space than any of the SBA 
aids published this year. 

It’s a good idea to take advan- 
tage of these Government business 
publications. After all, you are pay- 
ing for them with your taxes, 
Maybe one of them will help you 
to make some of that money back, 

* oe oF 


Tax Changes Put Off 


— is now that Rep. Wilbur 
Mills, Arkansas Democrat and 
chairman of the House Ways and 
Means Committee, will aim for tax 
cut legislation in 1961—not in 1960. 
Leaders in both parties favor cuts 
both in the corporate rate and in 
individual rates, but they want to 
plug tax loopholes first. 
Meanwhile, the Treasury decid- 
ed to plug one hole in the rev- 
enue dike on its own. It estimates 
that the Government is losing 
about half a billion dollars a year 
on some $5 billion in unreported 
dividend and interest income. 

It will launch a campaign to edu- 
cate the public on the requirement 
to report all dividends and interest. 
Banks and savings and loan associ- 
ations will cooperate by telling de- 
positors the facts of life in year- 


end reminders. 
* * * 


Mail-Rate Hike Sought 


J pRALans who rely on direct- 
mail advertising may run into 
higher costs, if President Eisen- 
hower has his way. 

He plans to push harder next 
year for postal rate increases—in- 
cluding those on surface letters. 
Few think he will get his way, 
however, with an election year in 
the offing. 


* e >a 


New Trade Association 


NE of the newest trade associ- 

ations on the horizon wasted 
no time in getting started. It is the 
National Association of Small Busi- 
ness Investment Companies, made 
up of. institutions licensed under 
the new Small Business Investment 
Act, 


* * * 


Road Job Nearly Done 


ore years ago, engineers 
from our Bureau of Public 
Roads arrived in Turkey to lend a 
hand in modernizing highways 
there..At that time, much of Tur- 
key still was in the camel and ox- 
cart age. 


Today, the bureau announces 
that its job in Turkey is practically 
finished. Only two U. S. specialists 
remain there. In a dozen years, the 
mileage of all-weather roads in 
Turkey, as well as the number of 
motor vehicles, has .more than 
quadrupled. 


Emphasis on better roads and 
more motor vehicles is on the 
rise all over the world. The In- 
ternational Road Federation re- 
Ports that one U. S, consultant 
has just returned from Southern 
Rhodesia, which now has “some 
excellent roads.” 


Another African nation, Nigeria, 
is carrying on a seven-year, $1-bil- 
lion highway improvement pro- 
gram, Kenya is juggling two road 
development jobs at the same time, 
and Ethiopia is working on a cou- 
ple of 100-mile, all-weather roads. 
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Service Management 
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Service, Used-Car Halls Repeated .. . 





NADA’s Clinies Are Set 


oo dealers may have to split 
themselves into two parts if 
they wish to hear both the sales 
and service talks that will be given 
at the 43rd annual NADA conven- 
tion Jan. 30 to Feb. 3 in Washing- 


ton. 

The sales and service sessions 
will be held Saturday and Sun- 
day (Jan. 30-31) in the Shoreham 
Hotel. The sales talks will be in 
the Terrace Ballroom, and the 
service subjects will be discussed 
in the main ballroom. The meet- 
ings will be held concurrently, 
starting at 2:30 p.m. both days. 
Service talks to be heard Satur- 


day are “Service—The Backbone of 


This Business,” by Clarence Wick- 


ham, a Ford dealer from Tarboro, 


Parts Department,” by Donald P. 
Nelson, president, U. S. Parts Corp. 
and U. S. Industrial Engine Corp., 
Washington. 

Sunday’s service subjects will be 
“Where Is the Service Business 
Going?” by Frank P. Tighe, Motor 
Age editor, and “What Makes a 
Good Service Manager and How 
Good Is Service Salesmanship?” by 
Robert Young, Automotive Enter- 
prises, Birmingham, Mich. 

* * * 

— speakers Saturday will be 
Armand J. Gariepy, director, 
Sales Training International, Barre, 
Mass., whose subject will be “Ener- 





Backshop 


... by Jack Weed 





— do you reach a dealer who 
should take a “customer’s-eye 
view” of his service operation, one 
who could greatly improve his vol- 
ume, make it possible for his me- 
chanics to take home more pay 
and increase the profit potential of 
the shop at the same time? 

Before World War II, most 
successful dealers measured the 
success of their operation by both 
the new and used units they sold 
and the percentage of service ab- 
sorption. 

Dealers strived to build custom- 
ers. They were not content just to 
have buyers. 

Successful dealers then knew the 


Steady Gain Eyed 
In Ring Market; 
Job Profit 41 Pct. 


ae potential market for profit- 
packed engine ring jobs is the 
largest the industry has ever 
known, according to a survey re- 
cently completed by the Piston 
Ring Manufacturers Group. 

Ring manufacturers have experi- 
&nced this year the greatest in- 
Crease in business that has hap- 
pened for a decade and to find out 
what caused this unprecedented 
demand, the RMG decided to sur- 
vey the industry to find out what 
had happened. 

Was it due to faulty engine 
design in some places? Did the 
increased number of expressways 
and thruways have a bearing on 
the increased need for engine re- 
ringing or was it just because 
there were more engines coming 
into the age where they needed 
this service? 

The Group found in this survey 
that all three factors played a part. 
The fact that nearly 48 million cars 
and trucks had reached or passed 
the age when they should have ring 
Service, however, was felt to be the 
basic reason for the approximate 
30 percent increase in sales the 
Piston ring and other engine parts 
Suppliers have enjoyed thus far 
this year, 

ok ea * 
WHILE the full story of the sur- 
vey will not be made available 
until during the 1960 International 
Automotive Services Industries 
Show in February, enough prelim- 
(Continued on Page 24, Col, 3) 





value of tying their new-car buyers 
to them as regular service custom- 
ers both for the service and parts 
profit and for the advantage the 
dealer had when the customer came 


into the market for a new vehicle. 
* * ob 


Many Promote Service 


No all dealers throw these ad- 
vantages over their shoulder 
today. I know many dealers who 
make every effort to keep as many 
of their new vehicle customers as 
possible as steady service custom- 
ers. 

Most of the dealers that I know 
as successful dealers and who are 
looked upon by their brother deal- 
ers as being “smart operators” 
know the value of striving for high 
absorption and value the friendship 
of these customers as much as they 
do the profits they bring into the 
dealership. 

This is because these dealers 
do not measure their service cus- 
tomers solely by current returns. 

They know that satisfied service 
customers are more apt to be re- 
peat car or truck customers and 
that every one of them is a walk- 
ing advertisement for the dealer- 
ship. 


x * aw 
usr know that satisfied service 
customers are more than half 
(Continued on Page 29, Col, 1) 





gizing Your Sales and Service 
N. C., and “Better Profit and the| Staffs,” and E. R. Taylor, executive 
vice-president, Motorola Corp., Chi- 
“The 


cago, who will speak on 
Swinging Pendulum.” 

On Sunday, Gariepy will dis- 
cuss “The Latest Creative Selling 
Skills and Techniques,” and the 
balance of the program will be 
devoted to used cars. 


Louis W. King (Oldsmobile), Fort 


Lauderdale, Fla., will discuss “The 
Used Car—A Red Ink Eradicator,” 
and Arthur Hawkes (Cadillac-Olds- 
mobile-Volvo), Portland, Me., will 
speak on “The Relationship of 
Prvuper Reconditioning to Fast 
Used-Car Turnover.” 

All of the auto factories again 
will join in both the service con- 
sultation and used-car consultation 
halls which will be located in the 
Shoreham. 

The service consultation area 
will be a part of the annual equip- 
ment exposition, and the used-car 
consultation area will be in a ball- 
room near the entrance to the ex- 
position. 

- Bd ~ 
T= Service Consultation areas 
will be located in a part of the 
space allotted to the product exhibi- 
tion, but each company will have 
its own area and display. 

This Service Consultation setup 
at the convention has been recog- 
nized as one of the most helpful 
programs for dealers, and attend- 
ance has increased each year since 
it was inaugurated four years ago. 

General Motors and Chrysler 
will have both corporate and divi- 
sional service staffs on hand. 
Ford division and Lincoln-Mer- 
cury will be represented in the 
Ford section, and American Mo- 
tors and Studebaker-Packard also 
will have consultation areas, 

The Used-Car Consultation area, 
which began at the 1959 convention 
in Chicago, also has been found to 
be of value to dealers. Used-car 
merchandising experts from each 
factory will be there to help deal- 
ers solve their problems. 

Two suppliers of used-car recon- 
ditioning materials will be among 
the exhibitors, and new products 
for this purpose will be shown. 

Other exhibitors will display the 
latest in shop equipment, account- 
ing procedures and service selling 
aids. They will occupy 55,000 square 
feet. 





* * * 
IRMS which will show their 
products at the 1960 NAD 
Equipment Exposition include: 
Alemite Marketing division, Stew- 
(Continued on Page 26, Col. 3) 


Management Mirror— 


“Service is a reflection of management. 
If management is good, service is good; 
if management is bad, service is bad,” 
said Guy Pine, left, co-owner with Ray 


M. Faddis (Chrysler-Plymouth-Valiant), 
Kansas City. Pine is shown outlining the 
company's service policy to the new serv- 
ice manager, John Heinem. 

ee 


Dealer Counselled 
To Wield Baton 


For Good Service 


| Seppe CITY.—Service quality 
is a direct reflection of man- 
agement, according to Guy Pine, 
who with Ray Faddis owns Faddis 
Motor Co. (Plymouth-Chrysler-Im- 
perial-Valiant). 

“The main point is,” Pine told 
Automotive News, “that good me- 
chanics and good equipment cannot 
operate efficiently and to the best 
interests of the customer and the 
selling firm unless management 
manages. 

“Management must set out 
company policies and set up re- 
quired performances and then 
see that the key man, such as the 
service manager, keep these pol- 
icies working.” 

This firm can point to some im- 
pressive results from this policy, In 
the last three years, fewer than six 
complaints have been made to fac- 
tory officials by owners who bought 
their cars from Faddis and more 
than half the new-car volume is 
sold to repeat customers, all of 
whom are service customers. 

* ok oe 

ERVICE starts here with new- 

cay and used-car preparation. 
On new cars, the predelivery serv- 
ice is the most comprehensive pro- 
gram that could be devised. 

Besides the factory recommend- 
ed operations, Faddis mechanics 
tighten all body bolts, all external 

(Continued on Page 25, Col, 1) 








Factory, Dealer Plan 
Alters Service Attitude 


Eprror’s Note: The story below 
is an example of how the Ford 
Quality Service Program is work- 
ing out. The idea is to work with 
the dealers who recognize they 
have service problems and are 
willing to have factory service 
experts come in and analyze the 
service operation. The program 
has been in effect for a year. Suf- 
ficient results have been obtained 
to form the basis for expansion 
of the program, 

a ok * 
By William Carroll 
Staff Correspondent 
ULVER CITY, Calif—A down- 
at-the-heels service department 
has only one way to go—up. But 
pulling yourself up by the boot- 
straps is not as easy as it sounds. 

Culver Motors, a volume Ford 

operation, was moving cars and 
using part of the profits to keep 

back doors open. Business had 
grown faster than management. 

Executives were nonaggressive. 
The shop was doing only about 
$5,000 worth of shop labor a month. 
Customer-relations ratios nearing 
the 5 percent mark had Ford Motor 
Co. service representatives tearing 
their hair. 

Culver Motors is one of four out- 
lets owned by Harry and George 
Fortner, Los Angeles. The others 
are Freeway Motors, Crenshaw Mo- 
(Continued on Page 19, Col, 1) 





ASI Plans Four Awards 


For Show Exhibitors 


CHICAGO—The joint oper- 
ating committee for the 1960 In- 
ternational Automotive Service 
Industries Show has announced 
four new awards for exhibitors 
at the February event in _ the 
New York Coliseum. 

One of the new prizes will be 
awarded for the most colorful 
and attractive booth by an ex- 
hibitor occupying a three-booth 
space or less. The second award 
will be given for the most color- 
ful and attractive exhibit by an 
exhibitor with a four-booth space 
or more. 

A third award will be given for 
the display that does the best 
job of selling merchandise to 
wholesalers during the first two 
days of the Show, and the fourth 
will be for the display that does 
the best selling job to the retail 
trades. 








- Managers, Factory Reps View Service Mis 


By L,. H. Houck 
Travelling Correspondent 


([ Sane are many sides to the 

service problem and the ability 
of the dealer to furnish adequate 
service to the car owner, Most deal- 
ers have sad incidents in their files 
of customers lost through service 
difficulties, cases in which the serv- 
ice manager claimed to be right 
and the customer claimed he was 
wrong. 

In such hassles, the factory 
service representative often finds 
himself in the middle and of the 
opinion that both sides are 
wrong. 

Observations published here rep- 
resent the results of interviews 
with a considerable number of fac- 
tory service representatives and a 
similar number of service man- 
agers. 

One of the chief complaints is 








that management doesn’t take the| 
service manager into its confidence, 
so he never is fully aware of oper- 
ational costs and gross profit from 
the service department and that 
the service policy of the manage- 
ment, if it has one, is never clearly 
outlined. 

* 


# * 


QE factory service man, who 
travels several states, told this 
correspondent that in almost all 


cases where management takes the 
service department into its confi- 
dence, service profits are substan- 
tially greater and owner satisfac- 
tion usually is high. 


The glaring fault throughout the 


Service New Products. 


Page 28 





country, according to many factory 
service men, is the lack of special 
training for service managers in 
customer relations. They declare 
that some service managers develop 
a crisp attitude toward a needed 
service or repair that may be taken 
as an ultimatum by the customer. 
Another point brought out by 

factory representatives is that 
the dealer usually expects too 
much from his service manager. 
A service manager can write only 
25 to 30 orders per day, it was 
reported, and when he is doing 
that much he may be losing vol- 
ume for the dealer because he 
does not have enough time to sell 
service. 

They recommend developing as- 
sistant service managers to oper- 
ate during peak periods or full time 
if the volume warrants. 

Some dealers expect the service 


manager to check customer com- 
plaints, sell the associated needs, 
price the job, set the time for de- 
livery, road test the car, talk to 
customers, run the shop, assign 
the work, supervise mechanics, 
keep track of company tools and 
many other jobs. 

Then the dealer may confront the 
manager with figures from the con- 
fidential audit sheets showing that 
he has dropped some volume. 

* + + 

OME of the larger metropolitan 

dealers have these things work- 
ed out much better than the medi- 
um-sized dealer who, reportedly, 
usually needs more help to develop 
a more profitable service depart- 
ment. 

In these dealerships the factory. 
service managers have: more trou- 

(Continued on Page 27, Col, 1) 
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Events 


% Eprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan. 17-19—National Independent Auto- 
mobile Dealers Assn., 13th Annual 
Convention, Eden Roc Hotel, Miami’ 


Beach, 

Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

Apr. 24-26—Automobile Dealers Assn, of 
— Buena Vista Hotel, Biloxi, 

iss. 

Apr. 24-24— Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
May 5-6—Joint Convention. of Kansas 
Motor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, Mo, 

May 6-7—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 


ers Assn., Longview. 
May 13-14—South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 


Charleston. 

%& May 15-17—Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 

May 29-31—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
qerque. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. _* 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel. Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
%& Sept. I1!-13—New Hampshire Automo- 
bile Dealers Assn., Farragut House, Rye 

Beach, N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 
apolis, 

Sept. 18-20—New York State Automobile 
Dealers, 37th Annual Convention, The 
Concord, Kiamesha Lake, N. Y, 


Auto Shows 


Jan, 8-10—Birmingham Auto Show, Bir- 
mingham, Ala. 

Jan. 8-16—Indianapolis Auto Show, State 
Fair Grounds, Indianpolis, 

Jan. 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh. 

Jan. 9-17—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 


Jan. 9%-17—Buffalo Auto Show, Maston 
Avenue Armory, Buffalo. 
Jan, 9-17— Upper Midwest Auto Show, 


Auditorium, Minneapolis (includes im- 


ports). 

Jan, 13-17— Auto Show of the National 
Capital Area, National Guard Armory, 
Washington, D. C. 

Jan. 15-25—I nternational Automobile 
Show, Mexico City. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 
cago (includes imports). 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan. 21-23—Greenville Auto Show, Green- 
2 Memorial Auditorium, Greenville, 


Jan, 23-30— Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. 

Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 
ami. 

Jan. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
flechedes imports), 

. 614—Detroit Auto Show, Artillery 
Armory (includes imports). 

Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y, 

Feb, 19-2i—Albuquerque Auto Show, State 
Fair Coliseum, Albuquerque, 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

¥%& March 30-Apr. 3—Louisville Auto Show, 
Kentucky Fair and Exposition Center, 
Louisville. 

Apr. 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
Philadelphia, (Foreign and Domestic 


Cars.) 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

*& Jan. 9-\7—Memphis Auto Show, Ellis 
Auditorium, Memphis. 


The Big Stories 


34 Years Ago 

The saturation point will not be reached in the motor car industry 
until a universally approved model that never will wear out is pro- 
duced, C. A. Vane, of the National Automobile Assn., told dealers 


20 Years Ago 

New-car registrations in the U. S. in 
R. L. Polk & Co. at 223,000. The Automobile Manufacturers Assn. 
listed November auto production at 365,900 units. 


10 Years Ago 

Reports that the removal of territoria] protection from dealers by 
several automobile manufacturers had led to widespread bootlegging 
practices in new cars received “extended and serious” consideration 


meeting in Kansas City. 


by the NADA this week. 
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Automotive Cartoon 


Of the Week 


"There's an agent here, gentlemen, from Detroit, 
U. Ss. A., the earth—" 


Letterbox 


‘Lost All Dealers . . . J 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request. 


Disenchanted 

I used to handle (an import) but 
quit. Distributor was just interest- 
ed in selling cars to the dealers— 
then the hell with the dealers, The 
distributor has lost all dealers in 
this area. 

There is much more to this. 
Many little things go wrong with 
the car and the dealer ends up 
footing most of the bill. 

There is too little dealer profit 
margin. Price to dealers vary. No 
security. Lies are told to dealers 
to get them to buy cars. 

We had one new car delivered to 
us with a cracked block. The im- 
porter said he would fix it if we 
shipped it to New York and if we 
paid shipping and freight one way 
or we could sell it “as is.” We are 
selling the car at auction. 

The distributor sold us 12 non- 
synchros, saying they would not 
have any more cars for a long 
time. 

Two weeks later, they had syn- 
chros at $1,215 to dealers. The im- 
porter had recommended that deal- 
ers pay $1,185, but the distributor 


ovember are estimated by 








Address Editor, Automotive News, Detroit 7, Mich. 


pocketed the difference.—Ex-Import 
Deater, Seattle. 
* * ~ 


Regrettable 
“Curtice Slays Anderson.” 


I would think that Mr. Curtice 
feels badly enough without Auto 
motive News rubbing salt in the 
wound, and, believe me, as a dealer 
I have almost lost my respect for 
Automotive News and I think that 
somebody should be a little more 
selective in the words they put 
into print—B. E. Weer, Weiler 
Chevrolet, Oregon City, Ore. 


+ * * 


I think the heading is uncalled 
for, cruel, and certainly not in good 
taste. Wouldn’t something along 
these lines have been better: 
“Harry W. Anderson dies as a re- 
sult of hunting accident”? 

The first paragraph of the Cur 
tice-Anderson story is also very 
poorly “put.” 

I have always thought of AvT0 
Motive News as one of the best pub- 
lications in the field, and, as a mat- 
ter of fact, our company has used 
it over a period of years as an ad- 
vertising medium. 

I hope the above criticism will 
help you to maintain the same high 
standard as in the past.—Nen L 
SoHNGEN, vice-president, The Las 
Stick Manufacturing Co., Hamilton, 
oO. 

















+ * * 


Epriror’s Nore: Like everyone 
else in and out of the auto indus- 
try, Automotive News was shock- 
ed by this case and tried its best 
to present the facts without in- 
jury to anyone. The headline, 
“Curtice Slays Anderson in Duck- 
Blind Accident,’ told the whole 
story in a few words, we felt. The 
word “slay” is commonly used in 
newspapers to denote “kill, es- 
pecially by violence” (such as in 
this case). The word implies no 
element of censure or malice. 


adv 
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GUARDIAN MAINTENANCE SELLS OWNERS ON GM.- DEALER 
SERVICE VIA MAGAZINES, NEWSPAPERS AND RADIO! 


As a General Motors Dealer, you’re making a good impression on millions 
of motorists through Guardian Maintenance—the only nationally 
advertised automotive service program! Through magazines . . . 117,000,000 
readers—through newspapers . . . 35,000,000 buyers—over radio .. . 
97,000,000 listeners are recognizing you to be the best source of service 
for the best cars and trucks with your factory-trained mechanics, factory- 
approved parts and most-modern equipment and facilities! 


CADILLAC © BUICK + OLDSMOBILE * PONTIAC * CHEVROLET * GMC TRUCK 


So, get your teeth into this great Guardian’ Maintenance Program: 
tie-in with your own local advertising—alert your entire service personnel, 
stress the “‘profit builders’’—decorate your service department with the 
colorful point-of-purchase materials. Your customers are being presold and 
you can keep them sold on the fact that quality service pays in the long run 
for their General Motors cars and trucks. Boost service coverage of your 
fixed overhead with Guardian Maintenance! 


(suardian 
Maintenance 
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Average Price of Used Cars Sold at Auction 


58 59 
Feb. 
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(Compiled by Automotive News from Auction Reports.) 
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’55 (62) Coupe de Ville, $1,685* (ps), 
"54 (62) 4-dr., $1,075* (ps). 


CHEVROLET—'59 Impala (8) sport coupe 
$2,520* (ps), $2,475* (ps), $2,450». 
conv., $2,475* (ps); Bel Air (8) 4-dr, 
$2,150* (ps), $2,115* (ps), $1,975 
(ps), $1,960* (ps). 

"58 Impala (8) 2-dr. hardtop, $1,985 
(ps); Nomad (8) 4-dr., $1,890* (ps); 
Brookwood (8) 4-dr., $1,710* (ps); 
Bel Air (8) sport sedan, $1,585* (pg) 

’57 Two-ten (8) station wagon, §],. 
510* (ps), $1,250*; sport coupe, $1, 
185*; One-fifty (6) 2-dr., $990, $985, 

’55 Bel Air (8) sport, coupe, $1,115. 
4-dr., $740* (ps), $685*; Bel Air (6) 
4-dr., $685*; Two-ten (8) station wag. 
on, $700*; One-fifty (6) 2-dr., $530, 

"54 Bel Air 4-dr., $485; Two-ten 4-dr, 
$310". 

DeSOTO—’57 Firedome 4-dr. hardtop, $1, 
250* (ps). 

53 Power Master 4-dr., $125", 

"51 Custom 2-dr., $115, 

DODGE—’59 Coronet (6) 2-dr.,- $1,610+, 

’56 Coronet (8) 4-dr., $610*. 

EDSEL—’58 Corsair 4-dr. hardtop, $1,279 


(ps). 

FORD—’59 Thunderbird (8), $3,675* (ps), 
$2,600* (ps), $3,350* (ps); Fairlane 
500 (8) cony., $2,150* (ps); 2-dr. Vic. 
toria, $2,100*; Galaxie (6) 4-dr., $1,. 
835; Custom 300 (8) 4-dr., $1,810* 
(ps), $1,375*; 2-dr., $1,750; Fairlane 
(8) 4-dr., $1,785*. 

’58 Thunderbird (8), $2,975* (ps), §2,. 
900* (ps); Country Sedan (8) 4-dr,, 
$1,625* (ps); Fairlane 500 (8) 2dr, 
Victoria, $1,575* (ps); Ranch Wagon 
(8) 2-dr., $1,495. 

’57 Thunderbird (8), $2,610* (ps), §2,. 


58°59 58°59 58 °59 58 59 58°59 58°'59 «58°59 *SB SD 58°59 58°59 600* (ps); Country Sedan (8) 4-dr. 


March April May 


June July Aug. Sept. 


Oct. Nov. Dec. $1,510* (ps); Fairlane 500 (8) 2-dr. 
to Date Victoria, $1,310*; conv., $1,300* (ps): 


Prices of ’60s added and ’52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. Fairlane (8) 2-dr, Victoria, $1,130 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 


indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 


= + x 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Dec. 7. The car market here today, switch- 
ed back to gain the price loss suffered a 
week ago. Storms and snow all around us 
kept car receipts down. Retailers enjoyed 
better sales throughout this area last week. 
The buyers were really looking for cars. 
Sold 125 cars from 162 consignments. 


BUICK—’58 Super 4-dr. Riviera, $1,710* 


(ps). 
’57 Century 4-dr. Riviera, $1,150* (ps); 
Special 4-dr. Riviera, $1,080*; 2-dr., 


$1,020*. 

"56 Special 4-dr. Riviera, $870* (ps), 
$790*; 4-dr., $800*, $630*; 2-dr. Rivi- 
era, $730*; RM conv., $710* (ps); 
Super 2-dr, Riviera, $690* (ps). 

‘55 Special 2-dr. Riviera, $380*, 

C—'56 (62) conv., $1,750* (ps); 
Eldorado Seville, $1,550* (ps). 
"55 (62) 4-dr., $1,085* (ps). 


CHEVROLET—’60 Corvair (6) 4-dr., $1,- 


850. 

’59 Kingswood (8) 4-dr., $2,160* (ps), 

’58 Bel Air (6) 4-dr., $1,400* (ps); Bel 
Air (8) 4-dr., $1,370* (ps). 

’57 Bel Air (8) station wagon, $1,270* 
(ps); Bel Air (6) 4-dr., $1,140; Two- 
ten (8) 4-dr., $1,200*, $1,050* (ps); 
2-dr., $850; Two-ten (6) station wag- 
on, $1,125*; 4-dr., $800. 

56 Bel Air (8) 4-dr., $860*; 2-dr., 
$760*; Two-ten (6) 4-dr., $760*, $740; 
One-fifty (6) 2-dr., $730. 

'55 Two-ten (8) station wagon, $660*; 
Two-ten (6) 4-dr., $400; Bel Air (8) 
2-dr. hardtop, $610*; Bel Air (6) 2- 
dr., $480. 

’54 Bel Air 2-dr, hardtop, $480*, $200*; 
4-dr., $380; Two-ten 4-dr., $360. 


CHRYSLER—'56 Windsor 4-dr., $730* 


(ps). 
’53 Windsor 4-dr., $290. 


DODGE—’57 Coronet 4-dr., $860*. 
FORD—’60 Falcon (6) 2-dr., $1,950. 


"58 Country Sedan (8) 4-dr., $1,500* 


(ps). 

’57 Country Sedan (8) 4-dr., $1,380* 
(ps), $1,325* (ps), $1,235*, $1,075*; 
Country Squire (8) 4-dr., $1,380* (ps); 
Ranch Wagon (8) 2-dr., $1,100*; Cus- 
tom 300 (8) 4-dr., $810; Custom (6) 
2-dr., $680. 





‘56 Fairlane (8) 4-dr., $870*; Custom 
(8) 2-dr., $575*, $530, $500; Main 
(6) 2-dr., $340. 

65 Fairlane (6) 2-dr., $540*; Fairlane 
(8) 2-dr. Victoria, $510*, $485*; 2-dr., 
$450; Country Squire (8) 4-dr., $500*; 
Ranch Wagon (8) 2-dr., $410*. 

°54 Crest (6) 4-dr., $375*; 2-dr. Victoria, 
$320. 

*51 Crest (8) conv., $120. 

HUDSON—’56 Hornet 4-dr., $525* (ps). 

LINCOLN—’54 Capri 2-dr. hardtop, $470*. 

———— Colony Park 4-dr., $1,- 
50°. 

56 Monterey 2-dr., $650*. 

55 Monterey conv., $480*; Custom 2-dr., 
$435*. 

’54 Monterey 2-dr., $350*, $340. 

OLDSMOBILE—'56 (88) 4-dr. Holiday, 
$915°*. 

"54 (98) 4-dr., $500*. 

PLYMOUTH—’57 Suburban (8) 2-dr., 
$880; Savoy (6) 2-dr., $680. 

56 Suburban (8) Custom 4-dr., $600*; 
Savoy (6) 2-dr., $560; Savoy (8) 4- 
dr., $520*, $420; 2-dr., $490; Plaza 
(6) 2-dr., $290. 

’55 Belvedere (8) 4-dr., $575*. 

PONTIAC—’57 Star Chief 2-dr. Catalina, 
$990*; Chieftain 4-dr. Catalina, $960*. 

’56 Star Chief 4-dr., $750*. 

"55 Chieftain 2-dr. Catalina, $585*, 


(Copyright, 1959, by Automotive News) (ps); Custom 300 (8) 2-dr., $990, 
$985; Custom (8) 4-dr., $825. 
’56 Fairlane (8) 2-dr, Victoria, $885* 


$450*; Chieftain 4-dr., $535*. (ps), $775*, $750* (ps); 2-dr., $785*, 
'54 Chieftain 4-dr., $350, $200*; station $650* (ps); Ranch Wagon (8) 2-dr,, 
wagon, $330* (ps). $615*; Main (8) 4-dr., $600. 
BLER—’58 American (6) Super 2-dr., ’55 Thunderbird (8), $2,160; Ranch 
$850. Wagon (8) 2-dr., $675* (ps); Fairlane 

STUDEBAKER—’54 Regal (8) station (8) 2-dr. Victoria, $650*; 2-dr., $465; 
wagon, $100. Custom (8) 4-dr., $510; 2-dr., $400. 
SCELLANEOUS—’55 Ford %-ton pick- 54 Crest (8) skyliner, $485*; 4-dr,, 
up, $435; Chevrolet Suburban, $370. $425* (ps); Ranch Wagon (6) 2-dr., 

$395, $375; Country = te, 4-dr., 
$385*; Custom (8) 4-dr., 5; 2-dr., 
LOS ANGELES Seer: 

Harold Henry’s Los Angeles Dealer Auto ’53 Crest (8) 2-dr. Victoria, $275; Main 
Auction. Sale every Tuesday, Prices are (8) 2-dr., $200; Custom (8) 4-dr., 
for sale of Dec, 8. $155; Custom (6) 2-dr., $145. 
BUICK—’57 RM 4-dr. Riviera, $1,375*| MPERIAL—’58 Crown 2-dr. hardtop, §2,- 

(ps); Special 2-dr, Riviera, $1,055*. »~ 100% (ps). 

’56 Super 4-dr. Riviera, $605* (ps). 57 Crown 4-dr, hardtop, $1,950* (ps). 

’55 Special 2-dr. Riviera, $580*; Super mace He — '57 Premiere 2-dr., $2,050* 

4-dr., $520* (ps), $500* : ps). 

ee Samy Oe, Miodinen. p! MERCURY—'s9 Monterey 4-dr. hardtop, 

, ,100* (ps). 

CADILLAC—’59 (60) Special 4-dr., $5,- ’57 Monterey 2-dr., $1,290* (ps); Mont- 
300* (ps); (62) conv., $4,825* (ps); clair 4-dr., $1,140*; 4-dr hardtop, §$1,- 
4-dr., ae fe Se. are 100* ee F 
(ps); de Ville 2-dr. hardtop, $4,615*| +56 Medalist 2-dr., $435°. 
$k 435° (Ps); 4dr. hardtop.) +55 Monterey 2-dr., $740*, $635%, $455°; 

eo Ps). 4-dr., $575"; Montclair 2-dr., $575° 

’58 (62) 4-dr., $3,085* (ps). (ps); conv., $485* 

57 (60) Special 4-dr., $2,640" (ps), $2,- ’54 Monterey 2-dr, hardtop, $350. 


450* (ps); (62) Sedan de Ville, $2,- 
585° (oe), $2415" Coed: Sdn $3,870 | OLDSMOBILE—'58 (88) 4-dr., $1,210*. 


(ps). (Continued on Page 30, Col, 3) 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 
EEE 


COLORADO 


Denver Auto Auction 
% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA Si 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 


NEW JERSEY 





tles, checks guaranteed. Cars group-| Minutes from New York City 


ed. Thur., 12 noon. Established 1947. 


MICHIGAN 





DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 





J. F. REED— HUGO HASHEIDER 


NORB RUGH 
Twin Ring Selling 








An Ad in the Classified Section of the Automotive News 


Will Get You Quick, Satisfactory Action 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 


Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 























OAT BIE: a3 8 A133 | 
NO HOUSE CARS! 

At the Crossroads of the Ea 
N-A-D-E 


“ae 


n 


aa iS) ee 


NATIONAL AUTO 
DEALERS EXCHANGE 









x 





NEW YORK TEXAS 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check an 








Title Protection. (Wed.). AMARILLO AUTO 
AUCTION, INC. 
nw oe aon 3202 £. 10TH Phone: DR 2-9503 
TIM ANSPACH INC. WE PICK UP AND SELL 
oe a FOR LEASING COMPANIES ANYWHERE 
Every Monday — I! O'Clock 12 Years Fair Dealing 


80 car sale average 
All Titles and Checks Guaranteed 


Auction Checks Issued 


SALE EVERY FRIDAY 
NORTH CAROLINA Reference: American National Bank 


RALEIGH — Mann’s Auto Auction! Bobby Clark—OWNERS—Pat Patterson 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. | sqmmmmmmmmmemeneenennsenesnssnrenemmmmeen « 


PENNSYLVANIA WASHINGTON 














SOUTH SEATTLE AUTO AUCTION 
$ ie ae $ $ $ $ 10644 E. Marginal Way Seattle 88, Wash. 


TOP DOLLAR FOR) | sac every wep 11 AM. 
LEFT-OVER 75958) wine ion MARKET AREA 


And Hard-to-Sell Used Cars |_"l" Johnsen Bob McConkey 


More Bidders @ Higher Prices 
at the world's only 
3-LANE auction 


MANHEIM AUTO AUCTION 


ROUTE 72, MANHEIM, PA. 
Phone MOhawk 5-2401 





















Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 












North-East-South-West 
Automotive News' 
“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 


of top Auto Auctions EVERY 
WEEK. 
















You will reach both groups 
through an ad in Automotive 
News. 





_ 






hee 
~— 


: ay the Holidays 

é _ leave you safe and happy 

| Sind you prosperous - 

Our thanks to all of you 

} for everything in nineteen-fifty-nine 


wer of Ue 


INVESTMENT COMPANY 
Associates Discount Corporation South Bend, Indiana 


Associates Discount (Canada) Lid. Emmco Insurance Co. 
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Tools, Inc., 2128 Commonwealth Sy Louis, Mo.—Brake School—Theopy 


Ave. North Chicago, Ill. Instruc- Aluminum Foil Is Coiled | principles and practical application 
Training conducted by the Barret 


a a e 
Service Schools In Field tion facilities available through 31 x 
mobile units manned by factory-| For Use in Auto Horns Brake Schools in St. Louis Mian 
‘ . ‘ trained technicians, No instructio CHM ri Das 

Make and Open Sessions in Next Month Listed charge. 5 is "| 1. RICHMOND, ication ft eyttst | and Los Angeles with a new School 
By Vehi . large-scale application of alumi- opening in Philadelphia. For dates 

¥ Vehicle, Equipment Makers AUTO MECHANICS INSTITUTE, num foil strip conductor in a of scheduled classes and e 
‘ Angeles, Calif—Six courses volume production coil—for use a 

DETROIT.—Here is the schedule ng the first Monday of each in more than a million automo- |™ent contact Barrett Equipment 
of field service schools for the next performance troubles, includes | month; tuneup, Robert Steiner, in- bile horns—wasg announced by | °., 2101 Cass Ave., St. Louis 6, Mo, 
month—a regular feature of AuTo- training on regulators, generators, | Structor; automatic transmission; Reynolds Metals Co. BENDIX PRODUCTS DIVISION, 
motive News. : batteries, distributors, ignition cir. rebuilding, John Kamuk, ERE U | J. C. Warford, Reynolds elec- | South Bend—Courses are offered on 

For Make Servicemen cuit and use of Allen scope. Also instructor; eure nce ee, Cronin, | oo, ae rton ‘automo, |Eendix Power brakes and Strom | 
’ ’ , er, 8a a arton mo- . 

FORD DIVISION—From Dec. 28 offered is the Allen PM Tune-Up instructor; engine, Ben Johnson, | tive division of ‘Sparton ‘Corp. oeniess 1 ee onda 
to Jan. 18, the 35 Ford district| school for learning the fundamen- instructor. The third Monday of| Jackson Mich., has switched distributors. The school . ‘a 
service schoo] instructors will be| tals of the tuneup business includ- | each month, a Bear alignment | from copper and aluminum mag- | the basic service and pa rail 
conducting complete service ing servicing and merchandising. course, Jack Cronin, instructor. net wire coils to interleaved alu- for automotive servicemen re. aia 
courses on 1960 Ford cars, Falcons, A nominal fee is charged, For |Contact Frank O, Bregnard, Auto| minum strip conductor coil units |in the development of paviee a ~ 
Thunderbirds and trucks for dealer | starting dates, contact local Allen | Mechanics Institute, 50th & S. Ver-| for its line of horns for 1960- ers. Classes are scheduled b call 
service technicians. representative or write directly to|mont Ave., Los Angeles, for fur-| model cars. distributor to meet local need al 

GMC TRUCK & COACH DIVI- Educational Department, Allen| ther information. the length of an individual coud 
SION—Instruction in the approved| Electric & Equipment Co., 2101 N. | JOHN BEAN DIVISION, Lans-| is three or four evenings or call 
overhaul, maintenance and diag-| Pitcher St., Kalamazoo, Mich, ing.—(A) Wheel alignment, wheel| body alignment, Jan. 4. A combined | ¢4,1) day. No tuition fee is charged, 
nosis procedures using the latest AMMCO TOOLS, Inc., North Chi- balance, steering systems, Jan. 18;/ course (AD) is also available Jan. Additional information may be ob 
tools and no gpg a is available cago—Brake Servicing instruction. | (C) Collision service of front sus-| 18-29, tained by contacting a Bendix dig. 
cal ned /s GMC trock Contact Richard Stevenson, Ammco Pension, frame straightening and! BARRETT EQUIPMENT CO., St. (Continued on Page 22, Col. 1) 
dealer, or a GMC truck fleet opera- ne 
tor. The following courses are 
offered: 1, rear axles, 2. standard 
transmissions, 3. automatic trans- 
missions (Hydra-Matic, twin 
Hydra-Matic, and torqmatic), 4. 


diesel engine (one-week tuneu Pp 
class or two-week overhau)), 5. 

gasoline engine tuneup, 6, gasoline Wy), 

engine overhaul, 7, power steering r 

(in-line or booster type), 8, carbure- 

tion, 9. four-wheel drive, 10. air- 

suspension, 11, hydraulic brakes. 

GMC maintains classrooms in the 

following cities: Atlanta, Jackson- 

ville, Boston, Charlotte, Chicago, 


Milwaukee, Cincinnati, Dallas, El 
Paso, Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Philadelphia, Washington, Pitts- 
burgh, Buffalo, Portland, St. Louis 
and Minneapolis. Address inquiries 
to Service Training Activities, GMC 
Truck & Coach Division, Pontiac 
11, Mich. 

INTERNATIONAL HARVEST- 
ER—Technical training centers lo- 
cated in Atlanta, Dallas, and Har- 
risburg, Pa. are conducting 
training for dealer and fleet serv- 
icemen. Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
emphasized in each Service opera- 
tion. For further information, con- 
tact your nearest International 
truck district or branch. 

INTERNATIONAL HAR- 
VESTER —International truck sales 
districts are now conducting serv- 
ice meetings covering three new 
International low-stress V-8 truck 
engines for dealer and fleet service- 
men. The presentation covers note- 
worthy design features, Special em- 
Phasis on the Proper service meth- 
od of the full-flow bypass cooling 
system, full-pressure, large-capacity 
lubrication system, the new electri- 
cal system and the latest fuel sys- 
tem, 

STUDEBAKER - PACK AR D— 
Technical training centers in New 
York, South Bend, and Los Angeles 
have scheduled courses on all 
Phases of the 1960 Lark and Hawk 
models as well as Mercedes-Benz 
and DKW passenger cars for Dec. 
28-Jan. 18. These courses are tai- 
lored to meet the needs of dealers’ 
mechanics, are frouped in re- 
lation to basic requirements — (1) 
elementary, (2) overhaul repairs, 


(3) advanced classes on heavy re- 
pair procedures and specialized unit 

rebuilding. A Special two-week 

course on Studebaker models is : - 

regularly scheduled for newly ap- € .* 

Pointed dealers. Subjects cover a er 

brief history of Prior models and 

provide a working knowledge of 

the current passenger cars and i ~ 


| 


trucks. Training will be conducted 
at New York by F. X Coghlan, at 
Los Angeles by L. J. Young, and 
at South Bend by A. S. Kidder. 


For All Servicemen oad 

ALLEN ELECTRIC and EQUIP- ie 

NT CO., Kalamazoo, Mic h.— SHOCK ABSORBERS 
The Allen Power-Tune course, cov- 


moron 
MASTER 


DEFIANCE .- OHIO l® 
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How Plan Changed Attitude... 
Cooperation Revitalizes Shop 


(Continued from Page 13) 


tors and Fortner Motors, all in the 
Los Angeles area. 

The Culver deal has some 300 
feet of building frontage split into 
a showroom for convertibles, main 
showroom, lube area and service 
driveway, and parts department 
window space. 

* * * 


2 Service Writers 


USTOMERS entering for service 

drive past two single-post lube 
racks before reaching the service 
writer’s area. Two service writers 
are paid $450 a month, plus five 
percent of net profit on parts and 
labor plus 10 percent of accessory 
sales. 





Roy Behen, Culver service 
manager, told Automotive News, 
“ve told each man: ‘Don’t sug- 
gest anything for a customer’s 
car you wouldn’t want done to 
your car, We have too many peo- 
ple who send their cars in for 
service, leaving it to our judg- 
ment as to what should be done.” 
Among Culver customers is a 
large group of Japanese gardeners. 
Most of these men are not sure of 
American business practices. Ac- 
cordingly, Behen said, Culver goes 
all out to retain their confidence. 
Every mechanic is cautioned that 
when repairing a Japanese garden- 
er’s truck or car, removed parts 
must be returned to the customer 
for inspection. A %-ton pickup 





loaner is available to these com- 
mercial customers. 

Regular customers have use of 
seven loaners (a ’58, 57, 56, three 
’55s and a ’54), a waiting room 
with cigaret and food machines. 
No charge is made for the loan 
cars. 

* * * 
= are urged to be 
friendly with customers inter- 
ested in seeing how work is done. 
There is no restriction on customer 
visits to the shop. 

There are 11 mechanics work- 
ing with revised Allen tuneup 
equipment, Five stalls are 
equipped with newly installed 
twin-post hoists, and two are set 


aside for 
tions. 

Two mechanics specialize in tune- 
ups, one is a front-end man, an- 
other handles trucks, two are Ford- 
omatic men, two do all engine 
work, one does nothing but air 
conditioning, another is a general 
mechanic, while the tow-truck op- 
erator provides some mechanical 
service. 

In addition there are two lubri- 
cation men, three porters and a 
pickup rider. Fordomatic men earn 
the most, with monthly checks 
averaging $1,000 gross, Tuneup 
men are running around $900, with 
lube men ranging from $500 to 
$700 a month, Wages are based on 
a 50-50 split, with no commissions 
for parts or other sales. 

* + * 


Labor Sales Soar 


N THE last 13 months, shqgp 
volume of paid labor has risen 
from an average of $5,200 to $8,614. 


quick service opera- 


CT tLe 


MONRO-MATIC SHOCKS 


AND 





LOAD-LEVELERS ” 


“I’m joining one of the biggest promotional 
drives in the automotive service industry to 
bring you more customers for Monro-Matic 
shock absorbers and Load-Levelers*—two 
products that already have taken the trade 


by storm! 


““My ‘Monroe Sportsreel’ will be beamed to 


BILL STERN’S “MONROE SPORTSREEL” 


ADDS TERRIFIC IMPACT TO THIS BIGGEST 
OF ALL AUTOMOTIVE SERVICE CAMPAIGNS! 


Millions of ar owners— your customers—see big, full-page Monroe ads month 
after month in Lire, THE SaTuRDAY EvENING Post, PopuULAR MECHANICS, 
Sports AFIELD. (This advertising, while national in scope, is designed to whip 
up sales right in your community.) There’s a landslide of Monroe promo- 
tional material available for you—newspaper mats, radio and TV spots, 
24-sheet posters, display stands, window streamers, folders to hand to your 
customers—to help you tie in directly with this all-out campaign! 


Monro-Matic shock absorb- 
ers stabilize a car, keep 
wheels from bouncing off the 
road, prevent hard steering 
and extra tire wear... give 
an extra measure of safety. 
The 60-day Free Ride guar- 
antees customer satisfaction. 


If you’re not already tied in with this greatest of all Monroe promotions, 


Load-Levelers*—Monroe 
stabilizing units with built-in 
ride control for a level ride 
under all road and load con- 
ditions—prevent bumping on 
driveways, swaying on 
curves, and ‘“‘bottoming.” 
Hottest item in the trade! 


o 


millions of car owners twice each morning, 
Monday through Friday, over your local Mu- 
tual network radio stations. I'll be tying in 
with Monroe’s walloping advertising campaign 
in the top-circulation magazines to bring your 
sales of these two great Monroe ride control 
products to an all-time high!” 








check today with your jobber for details on the big profit-making deals waiting for you! 


MONROE AUTO EQUIPMENT COMPANY ° Monroe, Michigan 


In Canada, MONROE-ACME LTD., Toronto, Ontario «+ In Mexico, MEX-PAR Box 21663, Mexico City 


WORLD’S LARGEST MAKER OF RIDE CONTROL PRODUCTS 


19 


In this same time, there has been 
an increase of 18.8 percent in me- 
chanic’s take-home pay. 

Recently a mechanic’s wife 
called one of the Fortner broth- 
ers and complained about over- 
time hours her husband was 
working. When Fortner asked 
the mechanics if the service man- 
ager was working them too hard, 
a@ man stood up in the meeting 
and said “Hell no. Let her holler. 
As long as the pay check stays 
nice and fat, she ain’t got nothing 
to say about how long I work.” 

The number and value of repair 
orders have risen steadily since 
1957, when 903 ROs were written 
each month. Dollar value was 
$19.30, with parts averaging $7.54 
and labor $11.76. 

During 1958, the volume dropped 
to 835 ROs per month. But dollar 
value was averaging $22.55 each, 
with parts holding at $8.94 and 
paid labor at $13.61. 

During the first nine months of 
1959, the shop has written 1,032 
ROs during the average month. 
Dollar value per order is $23.90, 
with parts at $9.32 and labor aver- 
aging $14.57. The service operation 
is open daily from 7:30 a.m. to 
5 p.m., except Saturday when the 
shop closes at 12:30 p.m, 

+ * + 

USTOMER relations have shown 

changes during the same pe- 

riod. This percentage measurement 
is based on number of written 
complaints per 100 new-car sales. 
There was an average of 4.43 com- 
plaints per 100 sales during all of 
1958. 

In the first quarter of 1959, 
the customer-relations average 
dropped to 2.73. In the second 
quarter it dropped even further 
to .31 percent, or one complaint 
for 300 sales. In the third quar- 
ter the average rose slightly. 
The Culver parts operation is 

built around a $75,000 stock oper- 
ated by three men, a girl for inven- 
tory control and a pickup boy. 
Using both floor and mezzanine 
space, there are about 5,500 square 
feet of parts storage. 

Culver recently added 500 square 
feet of new bins for Falcon parts, 
and a new window near the street 
entrance. Mechanics have a sepa- 
rate window to provide faster serv- 
ice, 

Parts manager Bob Priester told 
Automotive News: “By going out 
into the field, I've been able to 
land a few fleet accounts to boost 
our volume, And after we've binned 
all the Falcon stuff, I’m going back 
out for more business.” 

* * o 


Get-Ready Done Elsewhere 


N2WCark preparation at Culver 
is done in a separate building 
by two skilled mechanics assisted 
by a polisher. All fast-moving new- 
car parts are stocked in the new- 
car get-ready area. These items 
include power steering, radios, 
heaters, mirrors and other acces- 
sories, to the tune of some $5,000. 

Area stocking speeds up get- 
ready and saves time 
wasted running back and forth 
to parts room for customer-order 
items. Culver cars are floored 
minus outside mirrors, as they 
found each customer wanted 
them in a different place. 

Maximum get-ready capacity is 
120 units a month, with occasional 
help from a service mechanic or 
two. All 1,000-mile inspections, ex- 
cept chassis lubrication, are taken 
care of in the get-ready area, Air- 
conditioning installations are made 
by the service department. 

Sales promotion at Culver is sim- 
ilar to that of other successful 
dealers. Customers are contacted 
by telephone after work is com- 
pleted to make sure everything is 
satisfactory. This is followed by a 
postcard followup at 30-60-90-day 
intervals. 

If the customer hag not returned 
within 90 days, his card, is pulled 
and a service representative calls 
to inquire whether Culver can be 
of further help. Recently the serv- 
ice manager bought a list of 4,000 
names of Ford customers in his 

(Continued on Page 23, Col, 1) 


BUYING—OR—SELLING 
A DEALERSHIP? 


Contact an Experienced Broker 


RAYMOND E. CECIL 


Midwest 7-0744 
625 S$. Hunter Bivd., Birmingham, Mich. 








FORD FAMILY OF FINE CARS 
CLEARINGHOUSE 
NO. 166 OF A SERIES 


We wish you 
and your family 
a truly joyous 
Christmas 

and a New Year 
blessed with 
peace, 


health 
and prosperity 


FORD MOTOR COMPANY 
The American Road 
Dearborn, Michigan 
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FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD * FALCON * THUNDERBIRD ¢ MERCURY # LINCOLN e 
LINCOLN CONTINENTAL ¢ ENGLISH FORD LINE e 
TAUNUS * FORD TRUCKS « INDUSTRIAL ENGINES 
FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS °¢ 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE « 
FORD MOTOR CREDIT COMPANY 


. THE AMERICAN ROAD, DEARBORN, MICHtGAN 


MOTOR COMPANY 











Service Schools in Field 


Make and Open Sessions in Next Month Listed 


various times during the year, de- 
pending upon the demand. 
UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
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Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, 
N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 





mum profits from _ installationg 
Harry Liebendorfer is conducting 


the clinics on a fulltime basis and) 


instructs in proper tools. 


WEAVER MFG. O©O.—Spring. 


field, TIL, offers a complete wheel- 
alignment instruction course 






By Vehicle, Equipment Makers 


(Continued from Page 18) 
tributor or writing to the Bendix| port—A complete brake service 


motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
matic transmissions (Hydra-Matic), 
(5) New Departure bearings. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 


New Commercial-Car Registrations, 
All States for October, 1959-1958 


Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
.nuffler business and obtain maxi- 


Classes are conducted in the com. 
pany’s laboratory garage the first 
full week of each month. A one 
week advance notice is required 
Address all inquiries to the Weaver 
Mfg. Co., (Division of Detroit Har. 
vester Co.), 2171 S. Ninth S&, 
Springfield, Ill. 


training director in South Bend. 


CARTER CARBURETOR CO., 
St. Louis.—Class No. 331 will begin 
Feb. 1 and Class No. 332 will begin 
Feb. 15. Both classes last two 
weeks. For further information, 
contact Roy Dean, Carter Carbure- 
tor Co., 2840 N. Spring Ave., St. 
Louis 7, Mo. 


DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray 
painting, with emphasis on use of 


course will be held at the Raybestos 
Brake Service School and Work 
Shop located in Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of dll types of both new 
and old brake systems will be cov- 
ered. Personal instruction is aug- 
mented by two technical, sound, 
color, motion pictures showing ad- 
justment procedure and trouble 



































































Truck istrations by states are 
relesced here 


































































































_ the new airless equipment, on| shootin rocedure as well as , 145| 1995; 11104; 2361) 4647 527 222| (537| 1654 1525 

‘spraying pakabnis aad hen ad- shone os made in 1960 brakes. Fort cho en HH e477 Mel 163 cd 7250|__2392|__ 4248 7061 HO} 539|__1320|_1527|_27s 

_ ditive materials, on use of the re-| Individuals who successfully com- | Alabama ‘5? | 489| o] 437; 132/140 . | a 7 oI -_ 

mote cup spray outfit and other| plete the course will receive a cer- 38 460| 7 i ON aT ele rr a ae ee 
new systems and products, Indus-| tificate showing that they are qual- | A!ske ‘5a Fs S24 | ee 10 "| | 3 8|_ 4 
trial, auto refinishing, maintenance | ified to work on all types of auto- | — 59 aa ooh ae 86 69| 9 2+ 41| 66| 10% 
and jobber schools have all been| motive brakes, The course will be| "7°"? 58 230} 29 153| 104) _—62 3 5 42|_39|_— ae 
scheduled at the factory and field| conducted by A, D’Andrea, director | Gyijjomia "59 2825, 17| +517) 3067; 469| 643) 2; 43 53; 194) 604) Basi 
schools for jobbers have been|of service training. For further in- '58 | tar 1581 27;  237| +—20% 343 556 45 15 74 184 629| 5787 
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THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 


New Passenger-Car — All States for October, 1959-1958 


in auto mechanics and diesel, in- 
engine rebuilding, tuneup, 
overhaul, brakes, automatic trans- 


_ t in this report has been compiled — official state documents. Eve regoanens progetee has been exercised to insure 
PM ny ment nd . of the. registrations received at the time the report Is published. & Co. cannot assume any liability by 
reason of Raseateee or omissions."—R. L, Polk & Co. 


servicing, etc. Day and evening 

Resident schools training 
programs start the first school day 
of every month, Contact Paul 


S-P |Miscel- 
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Is designed to place the mechanic over 
the engine. It enables him to make hard- 
- fo-get-ct repairs in the engine compart- 
ment, 





reasonable precaution has been exercised to insure accuracy to the extent of the registrations 
eval Polk & Co. 


“The information in this report has been comatied from official state documents. 
R Polk ility by reason of inaccuracies or omissions,""—R. L. Po 


received at the time the report is published. . cannot assume any li 
The 1958 figures for nofrenes itan and Packard aS included in miscellaneous. 
*Corvair included in Chevrolet totals, Falcon in Ford and Valiant in Plymouth. 
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(Continued from Page 19) 


area. Those who already were cus- 
tomers were taken off the list and 
the remainder solicited for new 
business. 
* * + 

U NIQUE is a promotion directed 

to newcomers in Culver City. 
Each month the Chamber of Com- 
merce provides Culver Motors with 
a list of new residents. Each is 
sent a greeting card, good for a 
free lubrication at the auto owners 
convenience. 

Some 150 to 200 such cards are 
sent out each month, with 35 to 40 
owners coming in for the free lube. 
Service writers are instructed to 
suggest nothing and only thank 
the prospective customer for com- 
ing in. 

Behen, the service manager, 
believes this “soft sell” is more 
effective than using the free lube 
as bait for a service pitch. It 
would seem, on the basis of in- 
creasing business, that this is a 
satisfactory approach. 

“We can’t trace any great 
amount of. business to these jobs. 
But newcomers must have a reason 
for coming to Culver City; a son, 
daughter, relative or job. As far as 


Automotive Reps 
Elect Kitchin 
President for ’°60 


NEW YORK.—Harry G. Kitchin, 
Richmond, Ind., has been elected 
president of the Automotive Affili-| 
ated Representatives for 1960. Other | 
officers are: 

Harry C. Younger, Pasadena, 
Calif., first vice-president; H. P. 
DeGreen, Chagrin Falls, O., second 
vice-president; Lee A. Bergman, 
Chicago, treasurer, and William S.| 





Cowan, Minneapolis, secretary. 
Trustees include J. McEwen 
Cherry, Nashville; J. Austin Elliott, 
Vancouver, B. C., and Claude E.} 
Sharp, Detroit. 
Regional directors are: 
George H. MacDonald, New Eng- | 
land; Vincent Scully, Metropolitan; | 
H. O. Holland, Upstate New York; | 
M. A. Gordy, Middle Atlantic; Wal- 
ter J. Courtley, Steel City; C. C.) 
Campbell jr., Virginia-Carolinas; 
Roy L, Bridges, Florida Sunshine. 
J. T. Clark, Southeast; Herman 
A. Shields, Midsouth; William A. 
Strouse, Lake Erie; F. W. Ham- 
mond, Motor City; Victor H. Drum- 
mond, Crossroads of America (In- 
dianapolis); Lee B. Blakemore, St. 
Louis; Henry E. Davis, Chicago; 
David M. Perlman, Upper Midwest. 
Kemper S. Moore, Heart of Amer-| 
ica (Kansas City); Sid M. McClin- 
tock, Southwest; Jean O. Silvey, 
Rocky Mountairf; S. J. Denehan, 
Golden Gate; Alan F. Parrish, 
Southern California; Robert S. 
Mathewson, Sun Country (Phoe- 
nix); W. A. Hutchings, Pacific 
Northwest; J. E, Cartmel, Cana- 
dian Northwest; E. A. Tipping, 
Western Canada; R. A. S. Boyd, 
Eastern Canada. 


Rotary Turns Out 
100,000th Lift 


MEMPHIS. — The 100,000th hy- 
draulic automotive lift manufactur- 
ed by Rotary Lift Co. has been 
placed in operation in Evansville, 
Ind. The city also was the scene 
of the first hydraulic automotive- 
lift installation 35 years ago, Rotary 
Said. 

Rotary President Hugh Allan 
presented a plaque commemorating 
the lift’s installation to an official 
of the oil company installing the 
lift at an Evansville service station, 
and a permanent plaque was placed 
at the installation site. The lift was 
cpg a shiny gold for the occa- 
on, 





Lucas Opens with Ford 
BURLINGTON, N. J.—Lucas 
Motor Co. has opened a Ford deal- 
ership at Route 130 and Columbus 
Rd. here. Francis J. Lucas, presi- 
dent, is also president of Foss- 
Hughes Co. (Ford), Philadelphia. 
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How Plan Changed Attitude . . . 
Cooperation Revitalizes Shop 


I’m concerned, word-of-mouth ad- 
vertising is better than all the 
paper you can send out.” 

On the subject of gasoline sta- 
tions servicing cars, Behen said 
“we contend that a warranty is 
only valid if work is done by Ford 
factory-trained mechanics. And we 
can get the Ford company to help 
us keep a customer happy, which is 





Schrader, Swiss Firm Form 


New Company in France 

BROOKLYN.—A. Schrader’s Son, 
division of Scovill Mfg. Co., and 
Edouard Dubied & Cie, Switzer- 
land, have established Schrader- 
Dubied to manufacture tire valves 
and air-service accessories in Pon-| 
tarlier, France, 

Scovill will have a controlling in- 
terest in the new firm and Dubied 
will hold the balance. Operations 
will be directed by A. Schrader’s! 
Son, under G, A. Drew, Schrader, 
general manager. 





[mporta 


*1,080. 


more than a service station can 
ever do. 
* te + 


Shortcomings Cited 


FIND that service-station 
attendants are not trained to 
find the small things which may 
need repair, such as U joints, muf- 
flers or leaking filter cans. Then, 
too, we figure we have the finest 
mechanics in the business, with 
good equipment and parts, So 
there’s no benefit for the Ford 
owner to go elsewhere.” 

In the future, Behen said, Culver 
expects to raise its paid labor gross 
to an average of $10,000 a month, 
with parts sales taking care of 
themselves. 

“I can’t do much more in the 
space we have,” he said. “There’s 
little parking space for completed 
jobs. Besides, it’s more important 
to have a profitable shop, with good 
mechanics and happy customers 
than to try doing all the work in 
the area.” 
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Looking In on Culver City Shop— 


This is the entrance to Culver Motors (Ford), Culver City, Calif. The lubrication 
department is on the left and the shop facilities are in the background. 


You should know about 


*Slightly higher in the West 


Since the Vespa “400” was first introduced into the United States a few months ago, over 
300 dealers have been franchised. 


There are 12 spare parts warehouses located in key cities throughout the United States, main- 
tained by Vespa distributors, which guarantee you a steady supply of spare parts, anytime, 


anywhere. 


The dealer profit realized on the sale of a Vespa “400”, is equal to that of a car selling for 


twice the price 


. 


FIND OUT TODAY HOW YOU CAN BENEFIT FROM THE FANTASTIC SUCCESS THE VESPA “400” IS 
ENJOYING. FOR COMPLETE FRANCHISE INFORMATION WRITE: 
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Preserve and Protect 


the investment of your 






> 
customers car... 






with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


Ceryfie and aff present-day finishes. 





















AVAILABLE TO ALL CAR DEALERS 
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Overall Job Profit 41 Pct.... 


Ring Market Boom Seen 


(Continued from Page 13) 


inary facts and figures have been 
released to Automotive News to 
give dealers the essential informa- 
tion on the profit potential in en- 
gine overhauls. 

Ring manufacturers’ representa- 
tives made calls on independent ga- 
rage and car dealer shops in 400 
different areas of the U. S., check- 
ing job tickets on five ring jobs in 
each shop. They got the actual fig- 
ures consumers paid for the piston 
rings, other engine parts used in 
each job, labor charges, gross prof- 
it on each, and the make, year and 
model of the car, truck or tractor. 

The final tabulation revealed 
that the overall profit on a ring 
job was 41 percent. 

A total of 1,980 overhaul] jobs 
were analyzed — 1,050 six-cylinder 
cars, 722 eight-cylinder cars, 208 
trucks, tractors and other vehicles. 
The average spent by the vehicle 
owner per job was $173.80, 

Out of this total cash outlay, 
caused by the need for piston ring 





replacement, only 14 percent was 
for the rings. Labor and other en- 
gine parts averaged 43 percent 
each, or a total of 86 percent of the 
cost of the job. 
+ * 
N OTHER words, according to 
the survey, each piston ring dol- 
lar pulled six extra dollars into the 
repair shop—three for other en- 
gine parts and three for labor. 
Piston ring sales for replacement 


Brunstrum Named Chairman 


Of Grease Institute Unit 


KANSAS CITY.—L. C. Brun- 
strum, section leader in charge of 
research on greases and industrial 
lubricants for Standard Oil Co. 
(Ind.), has been appointed techni- 
cal committee chairman of the Na- 
tional Lubricating Grease Institute. 

He succeeds T. G. Roehner, of 
Socony Mobil Co., who is leaving 
the position after 12 years because 
of a change of responsibilities, 








How to support America’s Peace Power 
with each Christmas Bonus 


If your Company is now planning employee 
Christmas gifts or year-end bonuses, why not 
make each remembrance a gift of thrift—with 
U. S. Savings Bonds? Every Bond you give 
contributes to our nation’s Peace Power; it 
represents for the man or woman who re- 
ceives it, a tangible Share in America. 


By installing and promoting the Payroll Sav- 


THE U.S. GOVERNMENT DOES NOT PAY FOR THIS ADVERTISEMENT. THE TREASURY DEPARTMENT THANKS, 
FOR THEIR PATRIOTISM, THE ADVERTISING COUNCIL AND THE DONOR BELOW. 


x * 





The Newspaper of the Industry 


ings Plan for U. S. Savings Bonds you can offer 
your employees a welcome year-round gift. 
Contact your State Savings Bond Director 
for information about the new 334% Series E 
Bonds and for Payroll Savings materials and 
assistance. Or write to the Savings Bonds Divi- 
sion, U. S. Treasury Department, Washington 


25, D. C, 













— 


have shown a marked increase iq 
1959, the survey showed. 


The 13-member Piston Ring 
Manufacturers Group attributed 
the increase not to the failure of 
any specific engine parts but sim. 
ply to the increase in the number 
of motor vehicles and the greater 
distances they are driven, 

“Piston rings have been so 
greatly improved during the last 
25 years that vehicles now need 
new rings only half ag often, but 
there are three times the number 
of vehicles in use and car-life 
mileage has quadrupled,” the 
Group said, 

“Out of the 68 million vehicles on 
the roads today, about 70 percent 
are from three to eight years old, 
built between 1950 and 1955. Thege 
are the “ring hungry” engines—the 
big potential market.” 

The peak year for production of 
cars, trucks and tractors was 1956, 
with a total of 9,546,246 rolling off 
the assembly lines. Many of these 
four-year-olds have reached or are 
about to reach the ring replace 
ment and engine overhaul stage, 
the Group said, 

Although new-car sales are hold- 
ing up better than expected, a siz- 
able section of an economy-minded 
public will have ring jobs rather 
than buy new cars, it added. 

The Piston Ring Manufacturers 
Group has prepared a complete re 
port on the survey in graphic flip- 
chart form for warehouse and job- 
ber outlets. 


The charts show not only how 
piston ring jobs bring a high per- 
centage of extra profit, but suggest 
various methods jobbers and repair 
shops can use to help get their 
share of this potential engine parts 
business. 








AC Points Out 
Four Overlooked 


Service’ Items 


FLINT.—The “forgotten four,” 
say engineers at AC Spark Plug 
division, are a quartet of service 
items frequently overlooked by 
dealer shops and drivers as winter 
sets in. 

They are the crankcase breather, 
gasoline filter or strainer, oil filter 
and spark plugs. 

Probably the most often forgot- 






ten of the four is the crankcase 


breather, says AC, A plugged 
crankcase breather makes the 
sludge problem more severe by 
trapping blow-by gases in the en- 
gine. 

The gasoline filter can become so 
packed with dust, dirt and other 
foreign particles in the gasoline 
that the flow of gas to the engine 
is completely shut off. In addition, 
modern filters are so efficient they 
even filter water from the gasoline. 

Full-flow type oil filters used on 
modern engines are equipped with 
a bypass valve which opens to pro- 


vide lubricating oil to the engine 


when the filter is clogged with dirt 
and sludge. 

Since cold oil is thicker than hot 
oil, AC notes the bypass valve may 
be forced open even though the 
filter is only partially clogged. 
When that happens, unfiltered oil 
is used to lubricate the engine, ac- 
celerating the formation of sludge 
and other harmful deposits. 

Spark plug servicing is also im- 
portant during winter driving, AC 
engineers say. The plugs run cooler 
in cold weather, so that a fouled 
plug or a plug with a too wide gap 
tends to misfire more easily, 


Faster Distribution System 


Is Adopted by Raytheon 

WESTWOOD, Mass.—A distribu- 
tion system which features use of 
modern communications devices, 
data processing equipment, auto- 
matic inventory controls and _ jet 
cargo planes has been inaugurated 
by Raytheon Co.’s distributor prod- 
ucts division. 

The new Unimarket system elim- 
inates branch warehouses, Ray- 
theon’s 700 distributor customers 
will be served from one Unicenter 
in Westwood. Automatic private 
wire communications equipment 
and jet freight shipments have cut 
order-to-delivery time from an 
average of seven days to one day; 
Raytheon said. 
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Profit Formula for Faddis.. . 
eg ecncensseaeeenen anes 


Dealer Must Call Service Shots 


(Continued from Page 13) 


polts. Hood and trunk latches are 
checked and adjusted, clearances of 
sheet metal and parts such as muf- 
fler and exhaust assemblies are 
checked and tightened. 

The engine gets a complete 
tuneup which includes spark plug 
gaps, distributor points, carbure- 
tor idle speeds, operation of foot 
feed linkage and many other 
things. 

The thought back of this compre- 
hensive program is to eliminate 
any points of customer dissatisfac- 
tion, even though the subsequent 
adjustment would be provided free. 

* * * 
FEEL we have done a much 
_better selling job if our cars 
require no service or a minimum 
of service between specified free 
mileage adjustments,” Pine said. 

“These are the things customers 
talk about when they have a new 
car, If they experience no trouble 
at all, they like to report it to their 
friends, especially if some friend is 
complaining about how many times 
he has had to take his new car to 
some other service department.” 

Main problem in the Faddis 
service department is getting the 
work out rather than getting new 
work in as the department works 
to capacity all the time. The serv- 
ice department has always made 
a profit, Pine said. 

All employes except replacements 
for retiring employes have been 
with the firm from 10 to 15 years. 
Until he retired because of age and 
ill health recently, the service man- 
ager had been employed for 12 
years. 

The lube man recently retired on 
social security. Jobs with Faddis 
are so popular that there were six 
applications for this position, 

* + * 


Expenses Itemized 


om salesmen have keys to the 
front door, the firm has never 
been open on Sunday and the serv- 
ice department is never advertised. 
The dealership has sold one Kansas 
City organization 92 automobiles, 
and it is not unusual for executives 
of this organization to order an 
Imperial by phone. 

But good service costs money. 
Faddis has charted out all the 
items of expense so that officials 
know exactly what a given service 
costs. 

“It costs 12 cents to write a 
service order and about $5 to call 
for and deliver a car that may 
only get a grease job,” Pine said. 
“That is the reason that profits 
in the lube department are hard 
to come by but it can be done, 
if the men are properly trained 
upstairs and down.” 

By that Pine means that good 
diplomacy can péay off in profits. 
For example, when Mrs. Jones 
wants her car called for and de- 
livered so she can go shopping, the 
order taker diplomatically suggests 
that, if Mrs. Jones will stop by and 
give them 30 minutes, they’ll do the 
job immediately. 

If she accepts, she gets the job 
done faster, is pleased with the fast 
Service and special treatment and 
the service department has turned 
a loss job into an excellent profit- 
maker, If this can be done 10 times 
a day, there is a pickup of $50. 

7 a + 
GERVICE stations and independ- 
ent garages are no competition 
to an efficient new-car dealer's 
Service department, according to 
Pine. 

“Few independent garages have 
the trained personnel that the new- 
Car dealer must have,” Pine said, 
“and the smarter ones offer a brok- 
erage business rather than a com- 
Plete repair service. 

“For instance, they remove the 
automatic transmission and send it 
to a specialist. When repaired parts 
come back, he installs them and 
Makes a profit on the job, He also 
charges time and makes a profit 
On the work farmed out. 

“This leads to divided respon- 
sibility as far as the warranty for 
the job is concerned and certain- 
ly much delay for the customer 
&s compared with our service 
which is all taken care of under 





our own roof by our own me- 
chanics.” 

Pine pointed out that he is in 
one of the swanky neighborhoods 
in Kansas City and that he is sur- 
rounded by service stations doing 
a big volume and yet their pros- 


Battery Makers 
Choose Allen 


DALLAS.—C. H. Allen, produc- 
tion vice-president for Vitalic & 
Southland Battery Co. here, was 
elected president of the Assn. of 
American Battery Manufacturers 
at its annual meeting in Chicago. 

He has been with the company 
since 1940 and has been production 
vice-president since 1942. 

Allen holds a patent for a non- 
spillable vent cap used in the man- 
ufacture of aircraft batteries. He 
also helped develop a new oxide 
blend which is used in the battery 
industry. 











perity has not affected the Faddis 
service department’s volume or 
profits. 

* * * 

INE said that, if the new-car 

dealer has a top service depart- 
ment, service stations and inde- 
pendents won't get any of his busi- 
ness. 

One of the greatest needs in 
new-car service departments, Pine 
reported, is training for personnel, 
not only in mechanics, but more 
especially in diplomacy and cus- 
tomer relations, 

Where the average service 
manager or mechanic may have 
had the same complaint several 
times, may tell the customer 
that he’s balmy and suggest a 
place for him to go, the prop- 
erly trained service manager dis- 
covers the cause, whether it is 
real or imaginary, and cures the 
complaint with diplomacy, 

“These things can be done,” Pine 
said, “because we’re doing them 





AUTOMOBILE 


and his crew must know that man- 


25 


of ourselves and the other execu- 
tives to keep our thinking and our 
attitudes headed in the right di- 
rection which must be the ultimate 
in customer satisfaction.” 

* * * 


Manager Key Man 


7s service manager is the key 
man in the service department, 
Pine reported. He said 99 percent 
of dealers fail to recognize this 
fact, either hiring incompetent 
service managers at low salaries or 
failing to recognize that the pres- 
ent service manager does not make 
enough money. 
Pine has just finished hiring a 
new service manager to replace 
his former manager who retired. 
The man hired, John Heinem, not 
only had experience and training, 
but Pine said Heinem was the most 
highly recommended man he had 
ever hired. 
While there is definitely a short- 





agement not only wants this done/age of mechanics throughout the 


but also requires customer satisfac- 
tion no matter how difficult. 


“When tense situations develop, 


country and many dealers experi- 
ence difficulty in hiring good me- 
chanics, almost the opposite is true 


we suggest to the persons in our| at Faddis Motors. 


employ that they may need to take 
a new inventory of themselves and 
their attitudes. We are not adverse 


every day but the service manager| to taking such a personal inventory 


To Chrysler Motors Corporation Dealers: 


‘MoPar’s Dealer Balanced Stock Plan is 
the most profitable system ever devised” 


—says James P. Mulvihill, Jr., President of Imperial Motors, Inc., Grand Rapids, Michigan 





“We always had to concern ourselves with losses caused 
by obsolescence,” explains Mr. Mulvihill, shown above. 
“Before we took advantage of the MoPar plan, we were 
averaging a loss of $600 annually, on parts that were no 
longer in demand. We frequently sold such parts to a 
junk dealer for one cent on the dollar.” 





“There is no question but that MoPar parts are faster and 
easier to install,” Mr. Mulvihill says. “We can guarantee 
our work for longer periods of time. We guarantee our 
repair jobs for 90 days or 4000 miles, engine overhauls, 
10,000 miles.” In the photo above Mechanic Fred Schatz 
points out features of a MoPar filter to a customer. 





MoPar Division, Chrysler Motors Corporation 


Detroit 31, Michigan 


atte 


in Saale Ba: 








oe * * 
“q)UR volume of work which 
keeps the shop overflowing 
(Continued on Page 26, Col, 3) 





“Now, by using the Master Parts Record Control to properly 
control our investment, and exchanging parts on the 
Dealers Balanced Stock Plan, our obsolescence problems 
are eliminated,” he says. “Presently, Imperial Motors is 
selling $10,000 worth of parts each month.” Above Parts 
Manager Northouse sells load leveler to a customer. 








Parts Manager Northouse (left), President Mulvihill and 
Vice President Weiss are shown in the dealership office. 
Imperial Motors employs 45 people and serves Greater 
Grand Rapids, an area with a population of 250,000. 
They handle every type of auto work, ranging from en- 
gine tuneup to reconstruction of total wrecks. 


. 


Call your MoPar Wholesaler today. He'll be glad to give you 
complete details about the Dealer Balanced Stock Plan, the 
MoPar Master Parts Record Control System and the Physical 
Inventory and Analysis Pad. Available only from MoPar. 


invest In your future... buy 100% MoPar 
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THE WHELAND COMPANY 


FOUNDRY DIVISION 





PROTECT-O-TIRE 


For painting wheels, on or 
off the car. 
Can save you $$$ on every car or set of 
wheels you paint. Made especially for 
car dealers, used car lots, truckers, state 
and county road equipment, etc. Any size 
wheel, from lawnmower to airplane. 





For information write or wire: 


PROTECT-O.-TIRE, Inc. 


33638 Michigan Ave., Wayne, Mich. 
P. O. Box 305 


DISTRIBUTORS WANTED 


Lasting Impressions— 
The AUTOMOTIVE NEWS 


Almanac offers your advertisement 
a chance to sell for you all year 


long. 


Referred to time and time again, 
the Almanac is a must on any auto- 
motive advertising schedule. 


— Plan On It For 1960 — 


Publication Date — April 25, 1960 


Automotive News 


965 E. JEFFERSON e DETROIT 7, MICH. 
~ < WOedward 3-9520 








For Best Results .. . 


Wield Service Baton, 
Dealer Counselled 


(Continued from Page 25) 


with work attracts mechanics be- 
cause a mechanic makes more 
money where there is plenty of 
work,” Pine said. 

“These men go to their union 
meetings and talk about the vol- 
ume of business in their respective 
shops, When they learn that the 
shop at Faddis Motor Co. is always 
full of profitable work, many work- 
ing in shops where they can’t earn 
their full potential immediately 
want to change. 

“Since we never seem to catch 
up,” Pine continued, “it would 
seem apparent that adding a few 
mechanics would do the job. But 
we add a new mechanic only at 
long intervals and then only 
when he is a high-type mechanic 
who wants to turn out good work 
that will please and hold our 
customers. We can’t use the aver- 
age mechanic or the other kind 
who seems to have a ‘public be 
damned attitude.’ ” 

One way to ruin a good service 
business and body shop, according 
to Pine, is to try to pad a bill so 
that the customer does not have to 
pay the $50 on $50 deductible in- 
surance, 


+. + * 
A™ bills for Faddis repair work 
will stand stiff inspection as 
being the lowest compatible with 
the job and the quality of the work. 


Clinic Schedule 
Disclosed by NADA 


Service, U. C. Halls 
To Be Repeated 


(Continued from Page 13) 


art-Warner Corp.; Allied Inven- 
tory Co.; Ammco Tools, Inc.; Arm- 
strong Rubber Co.; Arndt-Palmer 
Laboratories, Inc.; V. M. Atkinson 
Co., Automotive Market Report; 
AUTOMOTIVE NEws. 

Baird Dynamic Corp.; Bal- 
crank, Inc.; Barrett Equipment 
Co.; Bear Mfg. Co.; Benmatt In- 
dustries, Inc.; Big Four Indus- 
tries, Inc.; Binks Mfg. Co.; Bish- 
man Mfg. Co.; Blackhawk Mfg. 
Co.; Burroughs Corp. 

Cedar Rapids Engineering Co.; 
Cushman Motor Works, Inc.; Cus- 
tomer Control, Inc.; Dealers Re- 
conditioning Supplies; Ditzler Color 
division, Pittsburgh Plate Glass 
Co.; Doyle Vacuum Cleaner Co.; 
Ernest Holmes Co.; Executone, 
Inc.; Frigikar Corp.; Gestetner 
Duplicator Corp.; Globe Hoist Co. 

Hall-Toledo, Inc.; Heyer Indus- 
tries, Inc.; Hunter Engineering Co.; 
Inland Mfg. Co.; Inter-Communica- 
tion System of America. 

Jack P. Hennessy Co.; John Bean 
division, Food Machinery & Chem- 
ical Corp.; John E. Mitchell Co.; 
John E. Wolf Co.; Joyce-Cridland 
Co.; Kansas Jack, Inc.; Kendall Re- 
fining Co.; Kent-Moore Organiza- 
tion, Inc.; Lincoln Engineering Co.; 
Local Trademarks, Inc.; Look mag- 
azine. 

Master Addresser Co.; Mirror 
Bright Polish Co.; Monroe Calcu- 
lating Machine Co.; Moog Indus- 
tries, Inc.; MoPar division, Chrys- 
ler Motors Corp.; National Auto 
Auction Assn.; National Auto Re- 
search Co.; NAD Used Car Guide 
Co.; National Cash Register Co.; 
National Market Reports, Inc.; 
Nissho American Corp.; Norgren- 
Stemac, Inc.; Norick Brothers, Inc. 

Pennzoil Co.; Perfect Circle 
Corp.; Quaker State Refining 
Corp.; Rawson J. White Co.; 
Reynolds & Reynolds Co.; Rin- 
shed-Mason Co.; Rotary Lift Co.; 
Shure Mfg. Corp.; Snap-On Tools 
Corp.; Staput Cover Co.; Stokes 
Tax Controls, Inc.; Sun Electric 
Corp. 

Television Bureau of Advertis- 
ing; This Week magazine; Time 
magazine; Tyrex, Inc.; Union Oil 
of California; U. S. Trade Schools; 
U. S. Washmobile; Van Norman 
Machine Co.; Walker Marketing 
Corp.; Weaver Mfg. Co.; Weld- 
Built Body Co.; Willys Motors, Inc. 





Insurance adjusters who like to 
feel money in the palm of their 
hands get no place here. 

“If you do any of these things 
which are relatively common in the 
industry,” Pine said, “the word 
soon gets around and your good 
service business is soon gone be- 
cause most customers are honest. 
They will feel that their bills will 
be padded, too, and they’re prob- 
ably right.” 

Another service that is popu- 
lar is the special attention given 
to strangers who come in with 
foreign tags on their cars, 

“We have laid down strict orders 
that these people receive special, 
fast service, friendly treatment, an 
extension of any courtesy possible 

and service under factory warran- 
ties from other dealers pleasantly 
and efficiently,” Pine said. 
+ * ed 


Quick Relief 

— people are away from 
home and car worries loom 

larger when you’re away from 

home,” he continued. “We try to 

relieve the worry immediately. 

“You can almost always figure 
that they are visiting someone in 
the neighborhood, When they go 
back to their host with praise for 
the consideration and service they 
received, you can almost figure on 
having another customer, if the 
host is not already your customer. 

“We have had them tell their 

hosts that our service was much 
better than that of the dealer 
from which they bought the car 
at home,” Pine said, “and we 
have -a file of complimentary let- 
ters from coast to coast from 
customers and owners of our 
make of cars who needed service 
while away from home. 

“A foreign plate on a car of our 
make in the service department 
serves as an alert and an order to 
extend the full red-carpet treat- 
ment including transportation 
while the car is being serviced.” 

—L. H. Houck 


New Carburetors 
Near Rebuilt Price 
Offered by Holley 


DETROIT.—Under an exchange 
program, Holley Carburetor Co. is 
selling new carburetors for $1.50 
to $6 more than rebuilt units, ac- 
cording to John Nyland, general 
sales manager. 

Formerly, Nyland said, new car- 
buretors cost about twice as much 
as rebuilt jobs. A carburetor which 
cost $32 new would have cost $14 
rebuilt, the company said. 

In the exchange program, the old 
carburetor is sent to scrap dealers. 
An allowance from the scrap deal- 
er, based on current metals prices, 
goes back to the distributor. 

Nyland said Holley receives no 
financial return for the old car- 
buretors and is depending upon 
increased sales of new units to off- 
set the price reductions. A stand- 
ardization program, in which 19 
models replaced 42, also helps make 
the move possible he said. 

Holley said its new carburetors 
fit Ford, Lincoln, Mercury, Edsel 
and six-cylinder Rambler models. 


Prestone Slaps 19 
For Price Cutting 


NEW YORK.—Injunctions or re- 
straining orders have been ob- 
tained this fall against 19 retailers 
who sought to sell Prestone anti- 
freeze below fair-trade prices, ac- 
cording to Union Carbide Consumer 
Products Co., a division of Union 
Carbide Corp. 

The company said that for many 
years, its policy has been to en- 
force the fair-trade price of Pres- 
tone in all states where fair-trade 
laws are applicable. This year’s 
minimum fair-trade retail price is 
$2.39 per gallon. 

Since 1953, Union Carbide has 
taken legal action against 238 deal- 
ers throughout the country to pre- 
vent discount selling of Prestone. 
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(Continued 


ble getting proper results from fac- 


: tory recommendations. 


Getting factory recommendations 
followed closely has a direct bear- 
ing on the amount of parts fur- 
L nished on factory warranties but, 

it has more 

bearing on the ultimate satisfaction 

TH of the customer with the product. 
In one case, a service manager 


as one Man explained, 


IFE ordered a new set of rings in- 
stalled in a car with less than 


2,000 miles, When the factory- 


service man got into the job, he 
criticized the installation since 
it did not reduce the oil consump- 
tion, and he pointed out that the 
valve guide seals had not been 
checked. 
















i them all right,” 
ger told the factory man. 


tomer’s car in again and 


for the next five years.” 
ea oe ae 


On the other side, many service 
managers feel they are not ade- 
quately paid for the work they 


e 
k 








Patent Suit Filed 
On Manual Choke 


a CHICAGO.—Legal action on be- 


all} half of the Aldo “universal manual 
cop | choke conversion kit” 


U. S. District Court here. 
@ Patent infringement is claimed 
‘ [] by Coulter against certain Redex 
“hand choke adapters” manufac- 
tured by American Muffler Co. and 
© TF sold by J-E Auto Supply Co., Inc., 
and F. W. Terry, Chicago. 


Kuhn Buys Ford Deal 


TRYON, N. C.—Willis E. Kuhn 
has purchased Tryon Motor Co. 
(Ford), also known as Pierce-Wil- 
son Motor Co., from Tom Pierce, 
head of Pierce Motor Co. (Ford), 
Spartanburg, S. C. Kuhn will oper- 
ate the firm as Tryon Motors, Inc. 


| of Superior Screw & Mfg. Co., in 

















Easy Maintenance— 


New construction trucks introduced by 
White Motor Co., Cleveland, feature sim- 
Plified radiator and fender assembly for 
fast, easy maintenance, reducing down- 
“Hime and the costs of upkeep. A front 
der and the bumper can be removed 
in just five minutes by one man to permit 
"Susy access to engine. 


“I checked one or two and found 
the service man- 


“Yes, but there are 16 of them, 
and if one is defective the engine 
will throw out a quart of oil so 
fast you won’t know where it 
Zs went,” replied the factory rep. 

“Now we have to bring the cus- 
install 
mew seals, and he’s going to be 
‘talking about the trouble he’s had 


HIS brought up a complaint 
from the factory reps that some 
"servicemen don’t believe the fac- 
tory bulletins or the instructions 
given them when they call for help. 


do, This is true in some instances, 


has been 
eed | filed by Albert L. Coulter, president 
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Managers, Factory Reps Speak Up... 


2 Groups Offer Cure 


For Service Problems 


from Page 13) 


although service managers’ sal- 
aries are not low. 




































their efforts, 


methods of handling dissatisfied 


by management, 

As one service manager explain- 
ed: “If I have trouble with a cus- 
tomer he can go to the owner, and 
the owner will eat me out regard- 
less of the circumstances. 

“What I would like is a set policy 
whereby I can do my best for the 
customer and then take him to 
someone in the firm at a higher 
level who will support me but will 
give the customer what he wants. 


would feel that I have exhausted 
my resources and am taking him 
to a higher court so that we can 
give him what he thinks he de- 
serves, In the future then, if we 
can keep the customer, he 
wouldn’t feel that he has effec- 
tively put me in my place—he 
would feel that I can be his am- 
bassador to the top. 


“The result should be that any 
loss we might have incurred could 
soon be brought back by selling 
him service because we are on 
friendly terms.” 

* oe * 

A*CTam complaint is that 

management often does not 
know or seem to care about in- 
equalities in pay, In this instance, 
a@ good-sized shop had a service 
manager drawing a salary of $7,500 
and they appointed an assistant 
and paid him the same amount. 
But a shop foreman, working for 
$3,800 a year, wrote more than 75 
percent of the repair orders. 

When a factory rep asked why 
the shop foreman was not made 


Service managers receiving a 
base salary and an override incen- 
tive percentage based on volume 
seem to be the best satisfied, since 
they can bring home extra cash for 


Dealership service managers 
complain that management con- 
siders their department as a neces- 
sary evil and do not set up any 
fixed policy. They also report that 


customers are not properly set out 





“Under that setup, the customer 





service manager, the management 
replied that “nobody liked the shop 
foreman.” This seemed a new high 
in inconsistency, he reported. 

Some service managers report- 
ed that the importance and the 
significance of some factory bul- 
letins were not properly empha- 
sized, so that they found them- 
selves with owner trouble of 
some magnitude before they 
knew it. 

One reported such a, condition as 
a result of carburetor trouble a 
few years ago. The carburetor had 
to be set most accurately in some 
16‘particulars otherwise hard start- 
ing would result, as well as flooding 
out shortly after starting, 

* * + 


i MOST cases the factory revi- 
sions and bulletins on this were 
entirely adequate, but the conse- 
quences of rich mixtures, starting 
trouble and black exhausts were 
not spelled out. The result was that 
some dealers lost customers and 
the factory lost sales because of a 
condition that was critical] but 
could have been corrected by com- 
plete carburetor servicing and in 
which revisions were made to cor- 
rect the difficulties. 

Had these jobs been followed 
out properly, few, if any, of the 
owners would have been aware 
of the finicky situation. 

Another situation regarding serv- 
ice profits reported by dealership 
service managers concerned, relat- 
ed to labor-saving tools. While 
most shops are well equipped, one 
service manager said that if they 
knew the cost of service on vari- 
ous operations as kept on the 
master records, it would be pos- 
sible in many instances to buy new 
equipment and cut costs. 

In other cases, he reported, a 
change in methods, supervised by 
the shop foreman and the service 
manager, would increase profits. 

All interviewed agreed that, re- 
gardless of makes, customer-owner 
satisfaction would improve greatly 
as service and understanding of all 
problems improve. 








REPUBLIC PARTS BINS 


and Planned Storage... 
control parts inventory 


Inventory control is easy with Republic’s Planned Storage. Factory-trained experts 
use Republic Flexi-Bilt Parts Bins to plan a place for everything and everything in 
its place. You speed parts service, improve customer relations. 


Easy shelf adjustment permits complete flexibility to meet any stock storage 
problem. Shelves can be rearranged in seconds. Simply lift, pull, and reposition. 


Call your Republic-Berger representative for planned storage scientifically 
designed for maximum efficiency. Or, send coupon today for additional information. , 


ie Motor Sales Company, Bel Air, Maryland 
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REPUBLIC STEEL CORPORATION 

BERGER DIVISION 

DEPT. C-7780-A 

1078 BELDEN AVENUE » CANTON 5, OHIO 
I am interested in more information on: 

(C0 Republic Planned Storage Service 

(0 Republic Flexi-Bilt Parts Bins 
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REPLACEMENT MIRROR — Old mirrors 
can be replaced with the “adapter bar" 
and mirror developed by Roberk Co., 
Muller Ave., Norwalk, Conn. The mounting 
device adjusts to fit holes made for the 
original mirror installation. The adapter 
bar is fully adjustable for body or fender 
locations on either the right or left side 
of a car, it is said. The adapter-bar meth- 
od, according to the manufacturer, is also 
ideal for original installations. A socket 
screw and washer are said to secure the 
mirror for the life of the car. Two mirrors 
are available, the Roberk 330 with oval 
square 


mirror and the Roberk 340 with 
hooded mirror. 





TRUCK MIRROR —A Retracting Defrost- 
Lite mirror has been announced by Power 
Brake Parts Mfg. Co., 3441 S. Racine Ave., 
Chicago 3, Ill. The mirror will retract it- 
self if accidentally. bumped, it is said. It 
also provides no-tool retractibility for quick 
adjustments in tight spots. The retracting 
loop gives the driver four inches more ex- 
tension, thus increasing mirror visibility, 
it is said. The unit features an amber clear- 
ance light and contains two defrosting 
bulbs for added heat. The standard de- 
frosting unit operates on 12 volts, although 
units for six-volt systems are also available. 
The unit comes in two sizes: No. 833 which 
is extendable from 12 to 23 inches overall, 
and No. 843 which extends from 17 to 29 
inches overall. 


METALLIC SEALER — Re-Seal, a metallic 
sealing compound, has been announced 
by Reardon Products, 305-07 Cass St., 
Peoria, Ill. The product is said to seal 
leaks in water, steam and gas systems. 
Said to be a combination of metals, Re- 
Seal forms repair under normal operating 


Pressures and temperatures. 
* aa * 


Peerless Pump Augments 
Its Building-Trades Line 


Product descriptions, dimensions, 
application data and performance 
| characteristics of an. augmented 
' line of building trades pumps are 
' ‘imcluded in a 12-page bulletin (B- 
» 2100) available from Peerless Pump 
| division, Food Machinery & Chem- 





AUTOMOTIVE NEWS, DECEMBER 21, 1959 


NEW PRODUCTS 


ical Corp., 2005 Northwestern Ave., 
Indianapolis, Ind. 
According to the manufacturer, 


“AquaLine,” now are available in 
both packed and sealed types in 


inches discharge. The packed type 
also is available through eight-inch 
discharge. 


* * * 


Flashers Added 


A line of directional signals has 
been added to its lines of automo- 
tive hose clamps and switches by 
Ideal Corp., Brooklyn 7, N. Y. 


* * * 


Rust Preventive 


Buckrust, a rust preventive for all 
types of metals, has been an- 
nounced by Buckeye Industries, 
Inc., 868 E. 140th St., Cleveland 10, 
O. Buckrust is available in aerosol 
cans. 

* + * 


Joy Air Hoist Offers 
Several Throttles, Brakes 


Joy Mfg. Co., Oliver Building, 
Pittsburgh 22, Pa., offers a choice 


tems that are said to make it 
adaptable for car spotting at in- 
dustrial plants and mines. The 
hoist has a lifting capacity rang- 
ing from 27,000 pounds at 37 f.p.m. 
to 3,700 pounds at 220 f.p.m. 


(10, 17 or 23 horsepower) with in- 
tegral gear case drives the large 
rope drum through a multiple 
roller chain. The rope drum has a 
capacity of 2,300 feet of %-inch 
wire rope. For portability, the en- 
tire assembly is mounted on a skid- 
type base. 


* * * 


Compact Lantern 


A compact lantern, the Radar- 
Mate, has been introduced by Bur- 
gess Battery Co., Freeport, Ill, The 
lantern weighs 14 ounces without 
batteries and was designed to pro- 
duce a high-powered light output, 
yet be sturdy and compact enough 
to fit into an auto glove compart- 
ment, overnight travel case, tackle 
or tool kit. eee of 


Greater Torque Claimed 


For Rockwell Joint 


A new Blood Brothers universal 
joint that provides greater torque 
capacity than any other unit of 
the same swing diameter has been 
introduced by Rockwell-Standard 
Corp., Coraopolis, Pa. 

Known as model 58WB, the new 
component provides 39,000 inch 
pounds of torque. Yet its swing 
diameter is ‘only six inches—less 


j;than any other unit of the same 


or comparable capacity, Rockwell 
said. The unit has a key type yoke 
for greater ease of assembly and 
maintenance. 

* 





MIRROR—Full vision, West Coast style 
mirrors for trucks and semi-tractors have 
been announced by J. W. Speaker Corp., 
3059 N. Weil St., Milwaukee 12, Wis. 
The mirrors feature a 6 by 16-inch mirror 
head for wide range rear view. The head 
is made of rustproof, ribbed aluminum 
alloy, for least weight at the outer ex- 
tremity of the mirror, preventing vibration 
and assembly “sag,” it is said. The mirror 
glass is mounted on a thick styrofoam 
gasket which is said to prevent glass fog- 
ging when quick temperature changes are 
encountered. The gasket also helps pre- 
vent glass breakage. Mirror arms are ex- 
tendable to bring the mirror head 18 
inches to 30 inches from the side of the 
vehicle. 


these split-case building trades 
pumps, sold under the trade name 


sizes from 1% inches through four 


An air-powered hoist offered by . 


of several] throttle and brake sys-|- 


A. five cylinder, radial air motor| 7 





DISPENSING GU N—The Rubber-Seal 
adhesive and all-purpose dispensing gun 
is said to be the first rubber cement gun 
on the market. Produced by Rubber-Seal 
Products Co., Inc., 29-43 W. Apple St., 
Dayton 2, O., the gun features a seam- 
less nozzle, a steel trigger that will take 
300 pounds of pressure, plastic piston 
valve that is said to be non-clogging, and 
interchangeable tips. , 


PLASTIC LETTERS—Plastic letters for com- 
mon carriers, freight haulers and fleet own- 
ers have been announced by Polyplastic 
Forms Co., Inc., Gazza Bivd., Farmingdale, 
N. Y. The letters, ranging in size from 6 
to 24 inches, are available in 14 colors. 


* - * 


Lubricants 

Molub-Alloy metallic lubricants 
are being marketed in a consumer 
package, according to Imperial Oil 
& Grease Co., Inc., 6505 Wilshire 
Blvd., Los Angeles 48, Calif. Said 
to prevent rust and corrosion, the 
lubricant formerly was sold to in- 
dustrial customers. 

* + * 


Krylon Metal Primer 
Krylon Rust Magic metal primer 
dries in 20 minutes and is compat- 
ible with almost any finish coat, 
according to Krylon, Inc., Norris- 
town, Pa. 
* * * 


Improved Glass Sealer 

A formula which is said to in- 
crease the viscosity of its clear 
liquid glass and gasket sealer has 
been announced by Durkee-Atwood 
Co., Minneapolis 13, Minn. In its 
improved form, the product can be 
used for stopping leaks around 
windshield and rear-window frames 
and for sealing cracked window 
glass, the company said, 

oe oo * 


All-State Welding Alloys 


Offered in Small Packages 

Small packages of its most popu- 
lar brazing alloys are offered by 
All-State Welding Alloys Co., Inc., 
249-55 Ferris, White Plains, N. Y. 

The counter-top display boxes 
feature low-melting silver brazing 
rod (Siltube), phosphor-copper 
brazing rod (Phostube) and silver- 
bearing phosphor-copper brazing 
rod (Silver Phostube). 


* * * 


Hester Battery 

The Hester Duo-Voltage Auto- 
matic Battery has been announced 
by Hester Battery Mfg. Co., Nash- 
ville 10, Tenn. The company claims 
the battery “furnishes 12-volt start- 
ing power to six-volt systems.” 

* + * 


Beam Products Offering 


Filter for Small Engines 


A Beam filter, Model F-101, with 
sintered bronze filter element, has 


been introduced by Beam Products 
Mfg. Co., Los Angeles 65, Calif. 
The filter is suitable for most 
small engine conversions in fork 
lifts, farm tractors and smal]. sta- 
tionary engines, the firm said. 
J cd * 


‘Wright Makes Ratchet 


Wright Tool & Forge Co, E. 
State and Wright Aves., Barberton, 
O., has introduced two models of 
a rachet designated as Series 500. 
They are available in three-eighths- 
inch drive and half-inch drive, the 
firm said, and are slip-proof and 
have oil-proof rubber grips and 
double safety pawls. 

* * * 


Auto-Body Putty 


Unican Plastics Co., Inc., 915 
Hartford Pike, Shrewsbury, Mass., 
is marketing “Redskin,” a brick- 
red color, flash putty for the auto- 
body field. It is packed in one- 
pound tubes, quarts and gallons, 

















Inc., P. O. Box 1021, Bridgeport 2, Conn, 
The complete brake service tool set con- 
sists of: Brake spring tool, star adjuster, 
combination 7/16-inch by %-inch special 
offset box wrench, special star adjuster 
spoon, brake adjuster wrench for internal 
expanding parking brakes. Also 5/16 by 
%-inch combination brake bleeder and 
cap wrench, L-shaped tool to remove and 


TOOLS FOR COMPACTS—Tools requir. 
ed for brake service on Corvairs, Falcons 
and Valiants have been designed by. 
Raybestos Division, Raybestos-Manhattan, 






the firm said. 


* * ® 


Muffler Sealer in Bulk 







Availability of Magic Muffler 


replace brake shoe return springs, 15/16 
inch combination box and open end 
wrench, 7/16-inch deep throat offset box 
wrench and brake spring pliers. 


* * * 


* |tubes, has been announced by 
| Magic Iron Cement Co., Inc., 5403 


»|pound cans for garage and fleet 



























Sealer in bulk containers, as well 
as individual six-ounce plastic 


Bower Ave., Cleveland 27, O. The 
product now is packaged in three- 


use. 
* * * 


Road-Grader Tire 


A road-grader tire, said to have 
improved traction and wear char- 
acteristics, has been introduced by 
B. F. Goodrich Tire Co., a division 
of B. F. Goodrich Co., Akron, O. 
Called the “Power Grader,” it has 
an all-nylon cord body and extra- 
large tapered cleats. 





% é ‘ MOTOR SCOOTER—The Rockford Silver 
z : : Pigeon motor scooter parks in a space 
Tire Chain Clips approximately 3 by 6 feet and travels 
Easy-On chain clips for putting} 110 miles on a gallon of gasoline, accord- 
on tire chains have been announced | ing to the manufacturer, Rockford Scooter 
by Easy-On Chain Clips, 1040 Eu-| Co., Inc., 1911 Harrison, Rockford, Ill. The 
gene Drive, Fullerton, Calif. line offers five models and two horse- 
i ke powers — 4.9 and 7.5. Features include 
i front and rear directional signals, expand- 
Gasoline Tank Cap ing brakes, sealed beam headlights and 
A plastic gasoline tank cap said| lighted speedometer. 

to eliminate fuel leakage and re- 
duce fire hazards has been intro- 
duced on some engines produced 
by Clinton Engines Corp., Maquo- 
keta, Ia. The cap is designed to do 
away with spillage caused when 
engine vibration expels fue] from a 
full, or nearly-full gasoline tank, 

the firm said. 








BRAKE DRUM LATHE — Ammco Tools, 
Inc., 2100 Commonwealth Ave., North Chi- 
cago, Ill., has announced production of 
the Model 5000 Giant “Safe-Turn" brake 


t 


Re EES aa le aoe 


drum lathe. It is designed to handle heavy 
trucks, yet will turn car drums with the 
speed of a smaller lathe, Ammco said. 
Among its features are twin boring bar 
carriages, cross feeds and controls. The 
4%-inch diameter spindle, with infinitely 
variable feeds of .0025-inch to .025-inch 
per revolution, feeds in both directions. 
Its speed of from 30 to 150 r.p.m. are 
dial controlled. The lathe will handle dual 
wheel assemblies of up to %4-ton in weight 
without the use of an outboard support, 
it is said. 


TIRE CINCH — The Parco Tubeless Tire 
Cinch is designed to take the problem 
out of inflating. tires. The cinch is a 17- 
foot piece of armored rubber, 114 inches 
wide and Y, inch thick. To prepare tube- 
less tires for inflating, the cinch is 
wrapped around the tire several times and 
the loose end tucked under. The cinch is 
said to be so effective that tires can then 
be inflated even with a hand pump. Par 
Sales Co., 1647 N. Gower St., Hollywood 
28, Calif. 
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(Continued from Page 13) 


sold when it comes time to buy 
a new car or truck and that the 
yehicles they will take in on trade 
will have higher values to them 
because they know how they have 
been taken care of. 

But how about other dealers who 
have practically everything to give 
them a highly successful service 
operation but seem to continue 
missing the boat? 

They remind one of the foot- 
ball teams who fumble their 
games away, setting up the scor- 
ing chances for their opponents. 
They lack coaching on the funda- 
mentals. 

Both Herbert Galles, president of 
NADA, and Benson Ford cited the 
need to continue the efforts to win 
public confidence at a recent Ar- 
kansas dealer convention. 


“You can’t buy faith, you must 
earn it,” Galles said. 
+ * + 


Poor Service Blamed 


HILE it is lamentable that 

some “blitz” dealers bring the 
wrath of the public down on the 
heads of dealers, many believe 
the irritating hangnails of poorly 
rendered service do more to give 
the dealer body, as a whole, a bad 
name than the occasional blitz 
dealer. 

I asked a good friend of mine, 
a dealer who has been successfully 
selling the same line in a small 
town adjacent to a large city where 
he combats all the tricks of price 
selling and still holds his custom- 
ers, how one could reach the dealer 
who seemingly has everything with 
which to do a solid, profitable job 
but continues to fumble his oppor- 
tunities. 


His answer surprised me no 
end—but I wonder if he wasn’t 
right. 

He said it would have to be done 
by the factories. 

x + a 
HE REASONED it out this way. 

Most of the dealers who are 
missing out on building up a sound 
service following are those who 
came into the business during or 
since World War II and were suc- 
cessful in making money up to the 
middle of 1957 by just selling new 
and used vehicles. 


They never had to learn to run 
the four major departments of 
their business, and their factory 
sales department contacts have 
not tried to change their opera- 
tion. All the factories did was 
beat them over the head for 
More registrations in their area. 
These dealers do not know how 

to turn their business around so 
that they can earn the respect and 
confidence of their customers. Top 
Management in the, factories either 
hasn’t recognized the need for it as 
yet, or does not know that much of 
the ill will and high warranty costs 
that have plagued the industry for 
the last few years have been the 
direct result of poor, discourteous 
and inefficiently rendered service. 
* * a 


Money, Men Lacking 


THs occurs despite the fact that 
the factory service departments 
are striving manfully to lead deal- 
ers toward a more profitable and 
Tewarding retail operation. 

Unfortunately their voice of au- 
thority is weak. Although all have 
developed programs that, if fol- 
lowed, would aid many dealers get 
their feet on solid ground, the serv- 
iee departments still are not given 
the men and money to sell the 
Worth of these_ programs to their 
dealers. 

I wonder just how many deal- 
ers realize that they should gross 
not less than 50 percent on cus- 
tomer labor and 25 pereent on 
Parts sales? Or that the net profit 
bogie they should set up for their 
Service department should be 10 
Percent net and for the parts de- 
Partment 12.5 percent net? 

I wonder how many dealers study 

eir service operations enough to 
know that they may be. missing 
§00d profits on work that is being 

med out? Or that unless watch- 
ed; the used-car reconditioning de- 
partment can become a WPA proj- 





ect right in their own shop and be 
a sweet place to hide expenses that 
should be charged to customer 
labor or some other department? 
* * * 

O*® THAT in a soundly run deal- 

ership both sales and service 
absorption should run approximate- 
ly 70 percent? 

Or that unless they watch the 
writing of repair orders, over 
half of the orders written will 
cost money because the total 
ticket will not cover the cost of 
doing required work and writing 
the R. O.? Too many dealers still 
fail to alert customers to service 
jobs that need to be done. 

Dealers do not have to depend 
upon their factories for this in- 
formation. There are several well- 
written management books avail- 
able like Harold Draper’s Manage- 
ment for Superior Profit that cover 


all profit angles in running a deal-! either. . 


a HOW-TO- DO- IT ™ instruction Sheet 


 _e a 
Backshop . 


ership and point out the loopholes. | 
* * + 


Handy Device for Pushing 

SAW a vehicle the other day in 

a country filling station that 
many dealers in the “frozen north” 
could copy to a great advantage. 
It was a pickup truck that this 
serviceman used to push cars out 
of snowdrifts and to get them 
started on cold mornings. 

This operator had fastened the 
conventional broad plank to the 
front bumper to give him sufficient 
width to accommodate all bumper 
heights but he didn’t stop there. 

He had taken an old truck tire 
and cut it into four sections. Each 
section he had fastened to the 
board by the bead so that the 
inside of the tire was facing the 
board. 

This gave him four spongy bump- 
ers that not only prevented marring 
the customer’s bumper but also 
eliminated that bumping jar that 
comes when the pushed car goes 
a little faster than the pushing 





Road Testing a Car Indoors— 


The Autorol, produced by Bear Mfg. Co., Rock Island, Ill., is designed to give a 
car a road test without taking it out of the shop. The car is run over turning steel 
truck for just a moment and then| rolls; it get nowhere but it operates under the same conditions as on the street or 
is hit as the truck catches up. | highway. Though it can be used as freely turning rolls, the Autorol is said to per- 

I'll bet the gals he pushes love|form best when coupled to the Bear load unit. The latter duplicates the varying 
him for his invention. And, crude|load conditions a car would encounter in actual service. Instruments for recording 
as it was, it didn’t look too bad| gasoline mileage, throttle requirements; true miles per hour and transmission shift 
points are mounted on a portable test tower. 


Any of your mechanics can 
do brake :relining jobs with 


Wasner Lockheed 
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is furnished with every set of lined brake shoes 


Wagner does more than any other manufacturer to help 
you handle brake relining jobs profitably—and with com- 


plete confidence. 


Wagner was first to include a “HOW-TO-DO-IT” Installa- 
tion Instruction Sheet in every set of lined brake shoes. These 
easy-to-follow instructions enable any mechanic to quickly 
turn out a trouble-free job. 

THERE’S A WAGNER LOCKHEED LINED SHOE SET to meet 
your needs: CoMaX Lined Brake Shoe Sets for passenger 
cars and light trucks... WP Lined Brake Shoe Sets for 
high horsepower vehicles equipped with or without auto- 


Waener Lockheed 





LOCKHEED BRAKE PARTS, 


matic transmission or power brakes. Sets are available with 
either standard or oversize thickness lining for all popular 
passenger cars and some light trucks. 

THE WAGNER SHOE EXCHANGE PROGRAM. lets you take 
full advantage of mass production facilities when you ex- 
change old shoes with worn lining for quality-builte Wagner 
Lockheed Lined Shoe Sets. 

FOR DETAILS consult your nearest supplier of Wagner 
Products, or mail the coupon for a free copy of Catalog 
BU-579. 


Wagner Electric tion 


6393 PLYMOUTH AVE., ST. LOUIS 33, MO., U.S. A. 
(Branches in principal cities iq U.S. ond in Coneda) 


Please send us Catalog BU-579 on Lined Brake Shoe 
Sets. We understand there is no charge or obligation. 


Name 
Firm. 
Address 
City & State 
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POSITIVE FILTRATION 


Tee au Ts 


eat ga) 


THIS 1S i7!! The ONLY gas filter that combines BOTH most-important, most- 
wanted filtering features . . . incorporated in a mighty midget, 
no bigger than the palm of your hand!! Three sizes... LG-1/4, 
LG-5/16, LG-3/8 . . . fit the fuel lines on all gasoline engines. 


KEEP IT CLEAN...PREVENT Write for Catalog 


GAS LINE FREEZE-UPS LEE FILTER CORP., 
North Arlington, N. J. 





YOUR OPPORTUNITY TO PRESENT 


ULTIMATE PERFORMANCE 


WITH 


UNEQUALLED PERFECTION 


The American market for Lancia offers an unparalleled opportunity 
to dealers who recognize that no other line of motor cars covers such 
a broad range of style, price and desirable features. 


CONVERTIBLES @ #£=SPORTS CARS 
COUPES 
| ECONOMY AND LUXURY SEDANS 


*2892 to *6485 


RETAIL — P.O.E. N. Y. 
Exclusive, Profitable Dealer Franchises Available in 


| OHIO 
FOR COMPLETE DETAILS WRITE OR PHONE 


AUTOMOTIVE IMPORTS CORP. (Dist.) 


3020 MAYFIELD ROAD, CLEVELAND HEIGHTS 18, OHIO 
PHONE YELLOWSTONE 2-5700 








Used-Car Auctions 


(Continued from Page 16) 





’57 (88) Super 4-dr., $1,340* (ps), 

‘56 (88) 4-dr., $785*; 4-dr. Holiday, 
$625°. 

'55 (88) Super 2-dr, Holiday, $825*; 
(88) 2-dr, Holiday, $710*. 

*54 (88) Super 2-dr., $585* (ps); (98) 
conv., $565* (ps), $560* (ps). 

PACKARD—’53 Clipper 4-dr., $180* (ps). 

PLYMOUTH—’58 Suburban (8) Custom 4- 
dr., $1,750* (ps). 

’57 Suburban (8) Custom 4-dr., $1,400* 
(ps); Belvedere (8) 2-dr,. hardtop, $1,- 
200* (ps), $1,145*; Savoy (8) 4-dr. 
hardtop, $1,000*. 

PONTIAC—’59 Bonneville 2-dr., $2,885* 
(ps). 

’56 Chieftain 4-dr., $635*; Star Chief 
4-dr. Catalina, $485*. 

’55 Chieftain 2-dr, Catalina, $675*; 4- 
dr., $530*; Star Chief 2-dr, Catalina, 
$545*, $500*. 

RAMBLER—’55 Custom 4-dr., $550*. 

STUDEBAKER—’59 Lark (8) 2-dr. hard- 
top, $1,500. 

MISCELLANEOUS—’59 Ford~(8) Ranch- 
era, $2,050*; Chevrolet (6) El Camino, 
$1,785. 

"58 Chevrolet (6) %-ton Apache pickup, 
$1,100; Ford (6) F-100 %-ton pickup, 
$1,050. 

57 Ford (8) %-ton pickup, $1,035; (8) 
F-100 pickup, $975; Chevrolet (6) %- 
ton pickup, $925, $800. 

’56 Ford (8) %-ton pickup, $715; (8) 
1%4-ton panel, $500. 

’55 Dodge (8) %-ton pickup, $525; (8) 
1-ton tractor, $400; International %- 
ton pickup, $525. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Dec, 12. 


BUICK—’58 Special conv., $1,595*; 2-dr. 
Riviera, $1,520*. 

°57 Special 4-dr., 2 at $1,215*; 2-dr., 
$855. 

’56 Special 4-dr. Riviera, $650*. 

’55 Special 4-dr., $550*; 2-dr. Riviera, 
$460*; RM 2-dr., $375* (ps). 

CADILLAC—’59 (62) 2-dr., $4,050* (ps). 

56 (62) Sedan de Ville, $1,515* (ps); 

Coupe de Ville, $1,475*. 
CHEVROLET—’59 Bel Air (8) 2-dr., $1,- 
885*, $1,810*. 

"58 Nomad (8) 4-dr., $1,525* (ps); Bel 
Air (8) 4-dr. hardtop, $1,475*, $1,- 
450* (ps); Biscayne (8) 4-dr., $1,250, 
$1,200*; Biscayne (6) 4-dr., $1,100. 

’57 Bel Air (6) 2-dr., $1,140*; One-fifty 
(6) 2-dr., $800. 

56 Nomad (8) 4-dr., $780. 

’55 One-fifty (6) station wagon 2-dr., 
$530. 

CHRYSLER—’55 NY 4-dr., $650* (ps). 
DeSOTO—’ 57 Fireflite 4-dr., $1,250* (ps); 
station wagon 4-dr., $960* (ps). 
DODGE—’57 Custom Royal (8) 4-dr., $1,- 
125*; conv., $1,025* (ps); 2-dr, hard- 
top, $1,010*; Coronet (8) 4-dr., $725*. 

56 Custom Royal (8) 4-dr., $650*. 

"55 Coronet (8) 2-dr. hardtop, $510*. 

EDSEL—’58 Pacer 2-dr. hardtop, $1,180*. 
FORD—’59 Galaxie (8) conv., $2,190* 
(ps); Country Sedan (8) 4-dr., §$2,- 
015* (ps); Fairlane 500 (8) 4-dr. Vic- 
toria, $1,900*; Custom 300 (8) 2-dr., 
$1,525; Custom 300 (6) 2-dr., $1,520. 

58 Fairlane 500 (8) skyliner, $1,635* 
(ps); 2-dr. Victoria, $1,380* (ps); 
Fairlane (6) 2-dr. Victoria, $1,220*; 4- 
dr., $1,150*; Country Sedan (8) 4-dr., 
$1,375*; Custom 300 (6) 4-dr., $1,- 
155*; 2-dr., $1,050*, $1,000*, $975. 

°57 Country Squire (8) 4-dr. (9 pass.), 
$1,200*; Country Sedan (8) 4-dr., $1,- 
020; Fairlane 500 (8) 2-dr, Victoria, 
$925* (ps); Ranch Wagon (8) 2-dr., 
$810, $750; Custom 300 (6) 2-dr., 
$750; Custom (6) 2-dr., $710. 

’56 Fairlane (8) 4-dr., $745*, $725*. 

MERCURY—’59 Park Lane 4-dr. hardtop, 
$2,375* (ps); Monterey 2-dr, hardtop, 
$2,180* (ps). 

"58 Commuter 4-dr., $1,425*; Monterey 
4-dr., $1,400*. 

’57 Monterey 2-dr. hardtop, $1,010*; 2- 
dr., $925*. 

56 Montclair 4-dr. hardtop, $720* (ps); 
Medalist 2-dr. hardtop, $620*, $600*; 
Custom 2-dr., $525, 

NASH—’55 Ambassador 2-dr., $425*. 
OLDSMOBILE—'58 (98) 4-dr. Holiday, 
$1,850*; 4-dr., $1,770* (ps). 

’57 Fiesta 4-dr. hardtop, $1,400* (ps); 
(88) conv., $1,350*; (88) Super 4-dr., 
$1,260* (ps). 

56 (98) 4-dr, Holiday, $875*. 

’55 (88) Super 2-dr. Holiday, $650*. 

PLYMOUTH—’58 Plaza (6) 2-dr., $880*, 
$705. 

’57 Belvedere (8) 2-dr. hardtop, $990, 
$975; Suburban (8) Custom 4-dr., 
$970 (ps); Savoy (8) 4-dr,. hardtop, 
$815*; 4-dr., $585; Savoy (6) 2-dr. 
hardtop, $630; 4-dr., $610*, $600; 
Plaza (8) 2-dr., $660*. 

"56 Savoy (8) 4-dr., $505*; Belvedere 
(8) 4-dr., $390*; Plaza (8) 4-dr., $300. 

PONTIAC—’59 Star Chief 2-dr., $2,185* 
(ps); Catalina 4-dr., $1,800*, 

"56 Star Chief 2-dr. Catalina, $670*; 

Chieftain 4-dr., $600*. 
RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,800*. 

’57 Super (6) Cross Country 4-dr., $950*. 

MISCELLANEOUS—’56 Chevrolet (6) %- 
ton panel, $580; Willys station wagon, 
$450. 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday, Prices are for sale of Dec, 8. 


BUICK—’57 RM 4-dr. Riviera, $1,250* 
(ps). 

56 Special 4-dr. Riviera, $930*. 

’55 Century 2-dr., $845* (ps); 2-dr, Rivi- 
era, $800*; Super 2-dr. Riviera, $845; 
Special 4-dr., $725, $650. 

"53 Super 2-dr. Riviera, $300; 4-dr., 
$270* (ps). 

CADILLAC—’59 (62) 4-dr. hardtop, $4,- 
175* (ps). 
’55 (62) 2-dr. hardtop, $1,490* (ps). 
OHEVROLET—’60 Corvair (6) 4-dr., $2,- 


275°. 

*59 Impala (8) 2-dr. hardtop, $2,250* 
(ps). 

"58 Impala (8) 2-dr. hardtop, $1,955* 


(ps); conv., $1,820* (ps), $1,745* 
(ps); Biscayne (8) 4-dr., $1,515*, $1,- 
450*; Delray (6) 2-dr., $1,345. 

"57 Bel Air (8) 2-dr. hardtop, $1,590*; 
conv., $1,450*; 4-dr, hardtop, $1,325; 
Bel Air (6) 4-dr., $1,400*; Two-ten 
(8) station wagon 4-dr., $1,500. 

‘56 Bel Air (8) station wagon 4-dr, (9 
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CHRYSLER—’58 NY 4-dr. 
075* (ps); Saratoga 4-dr. hardtop, $1,- 


P 
DODGE—’'57 Coronet 
’54 Royal 4-dr., $400*, $345". 





Delray, , FORD—’59 Galaxie (8) 2-dr. Victoria, 2. 


hardtop, §$2,- 


$1,070* (ps). ’58 Country Sedan (8) 4-dr., $1,6 


Firesweep 4-dr., 


‘56 Windsor 2-dr. 
DeSOTO 
295. 
’57 Country Sedan (8) 4-dr., 





—_ 








300* (ps); Country Sedan (8) 4 
$2,240* (ps), $2,235* (ps), 52,12 
Custom 300 (8) 2-dr., $1,800*, tl, 
710*; Fairlane 500 (8) 4-dr., 51,7im 


(ps); Fairlane (8) 4-dr., $1,350", $l, 


$1,635 


(Continued on Page 31, Col, 1) 








NOW GRAYMILLS GFVES YOU A REALLY 


NEW LINE OF PARTS WASHERS 


WITH 8 EXCLUSIVE FEATURES 
MECHANICS AND SERVICE 
MANAGERS WANT... 

AND OWNERS NEED! 





1. Comfortable Height 
2. Bi-level work shelves 
3. Filter above liquid level—Service in 


4. Pistol grip jet nozzle—AND Flexible 
Metal Hose 

5. Hydro-Jet or Air Agitation 

6. Self setting Safety Cover—Thumb 


7. FRONT Switch and Signal Light 

8. Sludge Collecting Trays—and-drain 
valve (you can drain and clean the 
tank in minutes, NOW) 

And so rugged —so dependable the pump 
—and tank carries a 5 year warranty 


Join the trend to Modern 
Equipment for MORE | 


Profits. Send for catalog or 
ask your jobber for facts. = 


-l¢ 
GRAYMILLS CORP. C/ 
3761 N, LINCOLN AVE. ¢ CHICAGO 13, ILL, 





i LEAN-O-MATIC 
PARTS WASHERS 


LESS CLEANING TIME 


—— 








a 


Phone: GRaceland 7-4100 


MORE PROFIT TIME 











For Painting 
Wheels! 


¢ No more masking 

e No more paint on tires 
e 10 Seconds to attach 
e Fits any size wheel 


Bua 


Sian | 


Patent Pending 


TEMPLE TOOL Cw 


3516 Imperial Hwy., Lynwood, Calif. 










$14.95 Set of 4 or $3.95 Each 


ORDER FROM 


YOUR JOBBER 
OR WRITE DIRECT 



















\ 


2 sa 
—S ea 


SAVE FREIGHT — HAUL YOUR OWN CARS 
FOR SALE 


Auto transports. ‘Nine B-61 Mack diesel tractors, 1957 models, low mileage, like 
new. Fully equipped all safety equipment, tachographs. i 
Ten trailers, 1957 models, designed to haul seven imports, easy conversion will /j 
haul five domestic cars. 


Good tires, ready to roll. Lease purchase arrangements can be made with small 
down payment. Must sell immediately. 
Height loaded 13’4”. 


Call or Write KURLAND MOTORS, 1134 Broadway, Denver, Colo. 
AComa 2-5771 


SS) [Shi =a Ite Sa 
=a iS a i 


No reasonable offer refused. Length 
50’ overall. 










ey 
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(ps), $1,490* (ps); Fairlane 500 (8) 
4-dr., $1,250°; Fairlane (8) 2-dr., 
290%; Custom 300 (8) 2-dr., $1,060*, 
$u40*; 4-dr., $1,055*. 

56 Country Sedan (8) 4-dr., $985*; 
Fairlane (8) 2-dr. Victoria, $985*; 2- 
dr., $680*; Custom (8) 4-dr., $805; 
2-dr., $750; Custom (6) 2-dr., $400. 

65 Fairlane (8) 4-dr., $835*; 2-dr., 
$585*; Custom (8) 2-dr., $620*; Ranch 
Wagon (8) 2-dr., $585. 

54 Ranch Wagon (8) 2-dr., $650* (ps); 
Crest (8) 2-dr., $435. 

: MERCURY—’58 Montclair 2-dr. hardtop, 
$1,850* (ps). 

55 Montclair 4-dr., $920* (ps); Mon- 
terey 4-dr., $810* (ps); 2-dr, hard- 
top, $775* (ps). 

‘54 Monterey 2-dr., $680*, $420. 

~ OLDSMOBILE—'59 (88) 2-dr. Scenic, $2,- 
430* (ps). 
°57 (98) 4-dr., $1,275* (ps); (88) 4-dr. 
Holiday, $1,090* (ps). 
‘56 (98) 2-dr. Holiday, $1,250* (ps). 
55 (88) 2-dr. Holiday, $960* (ps); 4- 
dr., $880* (ps); (88) Super 4-dr., 
$820* (ps). 
54 (88) 2-dr. Holiday, $460*; (88) Su- 
per 4-dr., $375* (ps). 
53 (88) Super 4-dr., $250*. 
PACKARD—’56 Clipper 4-dr., $980* (ps). 













4 {PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
635° (ps). 

‘57 Savoy (8) 4-dr., $1,445". 

56 Savoy (8) 4-dr., $570*. 

65 Suburban (8) 4-dr., $795*. 

"54 Belvedere 4-dr., $470*. 

‘51 Belvedere 4-dr., $260. 

PONTIAC—’58 Star Chief 2-dr. Catalina, 
$1,890* (ps). 

66 Chieftain 4-dr. Catalina, $1,000*; 

Star Chief 4-dr, Catalina, $960* (ps). 
LL, ‘55 Chieftain station wagon 2-dr., $615*; 
° 2-dr., $615°*. 
RAMBLER—’59 Super (6) station wagon 
2-dr., $1,650*, 

‘65 Custom Cross Country, $840. 
sTUDEBAKER—’53 Champion 2-dr., $280. 
MISCELLANEOUS—’55 Ford C 700 truck, 

3 at $1,100; Chevrolet %-ton pickup, 
$715. 

’52 Chevrolet %-ton pickup, $470; Ford 

— F 16 panel, $150. 
SOUTH SEATTLE 

South Seattle Auto Auction, Sale every 
Wednesday. Prices are for sale of Dec, 9. 
BUICK—’57 Special 4-dr. Riviera, §$1,- 

240°. 

66 Super 4-dr. Riviera, $825* (ps). 

‘655 Century 4-dr, Riviera, $795*, 
CADILLAC — ’59 de Ville 2-dr. hardtop, 

$4,370* (ps). 

"58 (62) Coupe de Ville, $3,235* (ps). 

S$ | °55 (62) Coupe de Ville, $1,625* (ps). 


"54 (62) 4-dr., $1,275* (ps), 

CHEVROLET—’'59 Impala (8) sport coupe, 
$2,365; 4-dr. hardtop, $2,255* (ps); 
Brookwood (8) 4-dr., $2,245*, 

"58 Nomad (8) 4-dr., $2,050* (ps); Im- 
pala (8) sport coupe, $1,820* (ps); 
Brookwood (8) 4-dr., $1,815* (ps); 
Biscayne (8) 4-dr., $1,480*, $1,430*; 
Delray (8) 2-dr., $1,140*. 

‘57 Two-ten (8) station wagon 4-dr., 
$1,390* (ps); 4-dr., $1,045* (ps); Bel 
Air (6) 4-dr. hardtop, $1,095*. 

‘56 Two-ten (8) station wagon 4-dr., 
$1,200*. 

‘55 Bel Air (8) conv., $945*; One-fifty 
(6) 2-dr., $525*. 

“ (HRYSLER—’55 Windsor 2-dr. hardtop, 
“4 $905* (ps). 
. 50 ‘57 Firedome 4-dr, hardtop, $1,- 

470* (ps). 

"55 Firedome 4-dr. hardtop, $995*. 

ODGE — ’57 Coronet (8) 4-dr. hardtop, 
$1,300* (ps), $1,200*. 

‘55 Royal (6) 4-dr. hardtop, $500* (ps). 

[IDSEL—’58 Pacer 4-dr. hardtop, $1,375* 


(ps). 

DRD—’60 Country Sedan (8) 4-dr., $2,- 
780°. 

59 Country Sedan (8) 4-dr., $2,285* 
(ps), $2,085*. 

"58 Fairlane 500 (8) 4-dr. Victoria, $1,- 
400* (ps); Fairlane (8) 2-dr., $1,315*. 

"57 Country Sedan (8) 4-dr., $1,245%, 
$1,075* (ps). 

‘56 Thunderbird (8) 2-dr, hardtop, $1,- 
960* (ps). 

55 Fairlane (8) 4-dr. Victoria, $825*; 
Ranch Wagon (8) 2-dr., $800*; Cus- 
tom (8) 2-dr., $555*. 

‘54 Custom (8) 4-dr, Victoria, $535*, 
$465*, $375*. 

UDSON—’54 Hornet (6) 4-dr., $310*. 

IMPERIAL — ’55 Imperial 2-dr. hardtop, 
$1,150* (ps). 

IERCURY — ’58 Monterey 4-dr. hardtop, 
$1,650* (ps). 

*57 Monterey 4-dr., $1,000*. 

*55 Monterey sport coupe, $700*, $695*. 

'54 Monterey 4-dr., $395*, $390*. 

VLDSMOBILE — ’56 (88) 4-dr. Holiday, 
$1,000*. 

"54 (88) Super 4-dr. Holiday, $670* (ps). 

YMOUTH — ’58 Belvedere (8) 4-dr. 

hardtop, $1,490* (ps). 

"56 Savoy (8) 4-dr. hardtop, $745*. 

‘55 Belvedere (8) 2-dr., $765; 4-dr., 
$625*, $500*; Savoy (8) 4-dr., $420. 

"54 Savoy 4-dr., $560*, $350*. 

ONTIAC—’56 Chieftain 4-dr., $845* (ps). 

*55 Chieftain 4-dr. Catalina, $850* (ps), 

$745*, $680*; 4-dr., $720* (ps). 

BLER—’59 Super (6) 4-dr., $1,450. 

*58 Custom (8) 4-dr., $800. 

’55 Custom (6) Cross Country, $790*. 

DEBAKER — ’55 Champion (6) sta- 

tion wagon, $700*. 

HSCELLANEOUS — ’'58 Ford (6) F-100 

: %-ton pickup, $1,275. 

56 Ford (8) F-100 %-ton pickup, $830. 


FLINT 


Flint Auto Auction. Sale every Wednes- 

may. Prices are for sale of Dec, 9, Con- 
“snment down from previous week, Good 
Ponsignment of clean sharp cars, Sold 170 
fars from 272 consignments, 

UICK—'59 LeSabre 4-dr. hardtop, $2,- 

, 380* (ps), $2,050*; 4-dr., $2,220* (ps). 

58 Century Estate Wagon 4-dr., $2,005* 
(ps); 2-dr. Riviera, $1,700* (ps); 4- 
dr. Riviera, $1,685* (ps); RM 4-dr., 
$1,900*; Super 4-dr. Riviera, $1,830* 
(ps), $1,730* (ps); Special 4-dr. Rivi- 

£ta, $1,700* (ps); 4-dr., $1,555*. 

57 Century 2-dr., $1,160*; Special 2-dr. 

E Riviera, $1,080*. 

56 Super 2-dr. Riviera, $785* (ps); 4- 
dr., $705* (ps); Special 4-dr. Riviera, 
$770* (ps); 4-dr., $680*, $560*; 2-dr., 

4 . $655°. 
‘@ ‘55 Super 2-dr., $670* (ps); Special 2- 





















Used-Car Auction Prices 


(Continued from Page 30) 
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$2,710* (ps). 




































’54 Royal 4-dr., $300. 
EDSEL—’58 Citation 4-dr., 


_ ARE YOU FACED WITH 


PROFIT SHRINKAGE BECAUS 
OF A NEW CAR SHORTAGE? 


.../f So, here is a dealer proven plan that will: 


QUALITY CARS DESERVE QUALITY CARE 


COMPLIMENTARY 
MONTHLY CHASSIS LUBRICATION 


especially for 


JOHN DOE MOTORS, INC. 
PHONE 1-1958 
405 AMERICA STREET ANYTOWN, U.S.A. 


WE USE KENDALL QUALITY LUBRICANTS 





ACE 


MOTOR OILS 





Send this coupon for 
additional information 


’54 Windsor 2-dr., $220* (ps). 
De 


SOTO — ‘56 Firedome 2-dr. hardtop, 
$565°, Model Breakdown alina, $1,100°. 
DODGE—’60 Matador (8) 2-dr. hardtop, 


55 Royal (8) 2-dr. hardtop, 


$1,275; 4-dr. 
hardtop, $1,230*; Ranger 4-dr., $865. 





300°. 
’57 Star Chief 4-dr., $1,215*; 4-dr, Cat- 





Of A ti A es '55 Chieftain 4-dr., $475*, $210. o . 
r RAMBLER—'59 Rebel (8) Cross Country 
uction ve ag 4-dr., $1,900* (ps), $1,750; Super (6) 
Dec., 1959 Nov., Oct., 4-dr., $1,550*%; Custom (8) 4-dr., $1,- 
To Date 1959 1959 155. 
$2,701 *58 Custom (6) Cross Country 4-dr., $1,- 


$410*. 














inger 4-dr., $865.) 1960... G2yTOR — neneieee sessere see? Cpa), aan 1,000. 
USD Galaxie (8). dear, Victoria, $2,800° | 2OGB-....c.cs.n 2,486 $2,574 $2,536 | sruDEBAKER—'56 | President (8) 4-dr., 
59 Galaxie (8) 4-dr. Victoria, $2,300 
dr., $635; 2-dr, Riviera, $590* (ps), (ps); Fairlane 500 (8) 2-dr. Victoria, be .. 1,606 1,588 1,641 $400°. 
$445*; conv., $590* (ps). $2,040*, $2,035*; Fairlane (8) 2-dr., 1,111 1,153 1,171 ’55 Champion (8) 4-dr., $140*. 

’54 Super 2-dr. Riviera, $385* (ps); $1,740*; Country Sedan (8) 4-dr., $2,- 7139 7190 816 | MISCELLANEOUS—’56 Ford (6) %-ton 
Century 2-dr. Riviera, $355*; RM 4- 000* (ps); Custom 300 (6) 2-dr., $1,- pickup, $360*. 
ar ($220*; Special 2-dr, Riviera, 650°; 4-dr., $1,625; Custom 300 (8) pn oa on '54 Ford (6) %-ton pickup, $360*. 

. 2-dr., $1,590. 53 Ford (8 -ton pickup, $350. 
OT Yan) tae wa” $4,075* (ps). ’58 Thunderbird (8) 2-dr. eee es 243 254 260 ae ‘i 7 

; -dr., $2,015, 625* (ps); Fairlane (8) 4-dr., $1,270*,| Jo.o 

56 (62) 2-dr, hardtop, $1,580*. $1,180°: Gountey Godan (8) Sr, Gi,-| BOOB cvccccoresss ssooeee 194 213 DANVILLE, VA. 

— (sae aan — $1,225* (ps), 220*; Custom 300 (8) 2-dr., $1,165; -__-_ Danville Auto Auction, ee 

— -dr., . 4-dr., $1,130. nesday. Prices are for sale of ‘ * 

CHEVROLET—‘60 Biscayne (6) 4-dr., $2,-| '57 Seay foie 0) Ot, $1,208, Average $1,221 $ 939 § 954 | Weintismand for good clean cars, 
. $925; Fairlane 500 (8) 4-dr., ’ . , * . 

'59 Corvette (8) conv., $2,930*; Im- $870* (ps); 4-dr. Victoria, $1,080* me yt hemee ~ tepegatie 
pala (8) sport coupe, $2,150*, $1,800* (ps); Fairlane (8) conv., $900*; Cus- *58 (98) 4-dr., $1,910, $1,750* (ps); (88) 4 _ . tote. 865*, $760*; Centu 
(ps). tom ‘300 (8) 2-dr., $930*, $890*. 2-dr., $1,400*, $1,100*, Sa ae Ge.’ ; 7 

’58 Impala (8) conv., $1,600*, 56 Ranch Wagon (8) 2-dr., $655*; Fair- ’57 (88) 2-dr. Holiday, $1,260* (ps). 9 ‘cane 1 2-dr. $565 

’57 Bel Air (8) 4-dr., $1,250*, $1,020°; lane (8) 2-dr. Victoria, $655* (ps);| °56 (88) 2-dr. Holiday, $715*, $700*. 55 Gente 4-dr., $445*; Special 2-dr 
Two-ten (8) 4-dr., $1,065*; 2-dr., $1,- 2-dr., $530; Custom (8) 2-dr., $565.| ’54 eo Ee. ane. $350*; (88) Super oes05°. ae ” ’ . 
010; Two-ten (6) 4-dr., $930. ’55 Country Sedan (8) 4-dr., $500*; Cus- 4-dr., ps). . , _ * 

’56 Bel Air (8) 4-dr, hardtop, $975*, tom (8) 4-dr., $490., $490, $480°; 2- ’53 (88) Super 2-dr., $165*, $100*; (98) ae sae dr., $1,510* (ps). 
$955*, $950*; 2-dr. hardtop, $600; dr., $485*, 4-dr., $105* (ps). OMY ROLET..’60 Corvair (6) 4-dr., $2,- 
Two-ten (8) 2-dr., $625, $575*; Two- ’54 Custom (8) 2-dr., $275, $155*; Cus-| PACKARD—’55 Clipper 4-dr., $300*. 050* ” 
ten (6) 2-dr., $670; station wagon 4- tom (6) 2-dr., $225*; Main (6) 2-dr.,| PLYMOUTH—'59 Suburban (8) 4-dr., $1,-| ,.0°y.pala (8) 2-dr., $1,785* (ps); Bel 
dr., $620*; One-fifty (6) 2-dr., $545. $105, 950°. Ai (8) 4-dr., $1,410° (ps); 2-dr., $1,- 

’55 Bel Air (8) 2-dr., $665; 2-dr. hard-| LINCOLN — '57 Premiere 2-dr. hardtop,| °58 Suburban (8) 4-dr., $1,280. 335: Delray (8) 4-dr $860° Fa 
top, $615; conv., $485*; Bel Air (6) $1,575*. 'S7 Suburban (8) 4-dr., $1,015*; Sub-| 7B. Trt) 4-dr., $1,290%,, $1,195* 
2-dr., $625*; 2-dr. hardtop, $615*;| '55 Capri 4-dr., $320*; 2-dr., $250°. urban (6) 4-dr., $1,000*; Savoy (8)| ,2% Hel Alt (8) sear $1,080°, $820° 
Two-ten (8) station wagon 4-dr.,| MERCURY —’58 Parklane conv., $2,000* 4-dr., $680*; Plaza (6) 4-dr., $510. $805°; Siretan (6) 4-dr.. $700; Two- 
$660*, $635, $545*, $520*; Two-ten (6) (ps), ’56 Suburban (8) 4-dr., $835* (ps). teu (8) 2-dr., $400*; One-fifty (8) 2- 
4-dr., $595, $450*, ’55 Monterey 2-dr. hardtop, $580*; Cus- 55 Plaza (6) 4-dr., $350. sy $645 se : 

54 Bel Air 4-dr., $400. tom 2-dr., $460*, ’53 Cranbrook 4-dr., $150. ‘ hn ten (6) 4-dr., $760*; 2-dr 

’53 Two-ten 4-dr., $170*. NASH—'55 Ambassador 4-dr., $410*; Cus-| PONTIAC—'59 Catalina 4-dr.,  $2,725*| 8 .OWOnOR gel. Mey Air (8) 2dr, 

"52 Deluxe 4-dr., $100. tom 4-dr., $115*. (ps); 4-dr. Vista, $2,350* (ps). 700°: 4-dr., $670° oe 

CHRYSLER — '56 Windsor 4-dr., $825*| OLDSMOBILE—’59 (88) Super 4-dr. Holi-| ‘58 Chieftain 4-dr., $1,650*; 2-dr, Cata- $ ; ” . 
(ps). day, $2,550* (ps); (88) 4-dr., $2,115*. lina, $1,450* (ps); 2-dr., $1,310*, $1,- (Continued on Page 32, Col, 3) 











» Create new customers. 
* Increase service sales 30% within 90 days. 


e Provide you with the best prospects for the time when 


new cars are again plentiful. 


/t’s a plan that will immediately produce profit to offset 


the loss of new car profit. 


| 
| 
4 


KENDALL REFINING COMPANY 


Bradtord, Penna. 





Name 
“ Firm y 
ee 
I . Address : 
Pi 
Ke City Zone State 
| ole 
rr nn ne we 








AUTOMOBILES 
since 1891 
85 


$1797 


| PANHARD 
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125*, $1,085*; Fairlane (8) 2-dr, Vie 
toria, $1,305*, $1,045*; Country 
4-dr., $1,140*; Custom 310 (%) 
, $1,000, $845; Custom (8) 4.q 
$615". , 
’56 Fairlane (8) 2-dr. Victoria, $1,105 

$905*; 4-dr., $910*, $900*, : 

$550, $545; Custom (8) 4-dr., $529, 
‘55 Fairlane (8) 2-dr. Victoria, $925+ 


$830*, $825*; Custom (8) 4-dr., $525¢ 


$405*; Main (8) 4-dr., $460*. 
passenger m.p.g. m.p.h. P.O.E. ’54 Two-ten 2-dr., $410; 4-dr., $295, | LINCOLN—’54 Capri 2-dr., $635* (ps). 53 Crest (8) 4-dr., $290, $240, 
“i - $145. MERCURY—’'57 Monterey 4-dr., $1,205*| MERCURY—’57 Monterey 4-dr. hard 
True ECONOMY—less parts, easily serviced. '53 Bel Air 4-dr., $245* (ps). (ps). $1,160". ™ 
DeSOTO—’53 Firedome 4-dr., $250*. 56 Medalist 2-dr., $745*; Monterey 4- ’55 Monterey 4-dr., $665*. 
True COMFORT—101.4 whibse. 180 length. FORD—'60 Fairlane 500 (8) 4-dr., $2,330°. dr., $715*. OLDSMOBILE—'59 (88) 4-dr., $2,155¢, 
z 7 - ’59 Custom 300 (8) 2-dr., $2,170. "55 Monterey 4-dr., $380*, ’58 (88) 4-dr., $1,800* (ps), 
True LONG LIFE—oaluminum air cooled engine. '58 Fairlane 500 (8) “ay $1,470* (ps);| '54 Monterey 2-dr, hardtop, $555* (ps).| °57 (88) 4-dr, Holiday, $1,495*; (9) 
- ‘ ‘airlane ) 4-dr., $1,360*, $1,310; 2-| OLDSMOBILE — ’'57 (88) 4-dr., $1,435* Super 2-dr. Holiday, $1,365*. 
True PERFORMANCE— over 950 Sports Car Victories. dr., $1,090; Custom (8) 2-dr., $1,285*. (ps), $1,405* (ps). '56 (88) Super 4-dr., $1,020"; (88) 4g 
‘ ’57 Fairlane 500 (8) skyliner, $1,510* '56 (88) 2-dr., $910* (ps), $870". . 
*4-door sedan, convertible, 4-door wagon, sports cars. (ps) ; 7e.. Bae Oe a $1,-| PACKARD—’55 Clipper (8) 4-dr., $585*| °55 (88) 2-dr. Holiday, $755*. 
50*; Custom (8) 2-dr., 45*, $905°, (ps). PLYMOUTH—'57 Savoy (8) 2-dr., $78 
A PROVEN CAR WITH MORE WANTED FEATURES $885*; 4-dr., $800, $850; Ranch Wagon| PLYMOUTH — ‘57 Belvedere (8) 2-dr.,| ‘56 Savoy (8) 4-dr., $675*; Plaza 4j 
Franchises available in OHIO, MICHIGAN, INDIANA, ILLINOIS, (8) eo $910*; Country Sedan (8) $955*. 4-dr., $470. 
WISCONSIN, MINNESOTA 4-dr., d. ’56 Plaza (8) 4-dr., $440. ’'55 Belvedere (8) 2-dr, hardtop, $58 
ee mae s DAKOTA. ’ ’56 Country Sedan (8) 4-dr., $960, $935*, ’55 Belvedere (6) 2-dr., $465*. $555; 4-dr., $340; Savoy (8) 4dr 
. A, S. ; —- “a eae aioe, a eeee. ’54 Savoy (6) 4-dr., $320. $530; Plaza (8) 4-dr., $350. ; 
. oa . ustom -dr., ; 2-dr., $460;| PONTIAC—'57 Chieftain 2-dr., $1,155*. PON TIA C—’57 Chieftain 2-dr., $999» 
Phone or write for franchise information. Fairlane (8) 4-dr., $735* (ps). '56 Chieftain 4-dr., $550*. $875*. a 
HOOSIER INTERNATIONAL MOTORS — "55 Custom (8) 4-dr., $710*, $710, $435*;| ‘55 Chieftain 2-dr., $760*, $695, $540*;| ‘56 Chieftain 4-dr., $775*, $730*, $695», 
. Fairlane (8) 2-dr., $750*, $605; 4-dr., Star Chief 4-dr., $470*. ’55 Chieftain 2-dr, Catalina, $690*; 4 
MIDWEST DISTRIBUTOR $585, $265°; Ranch Wagon, $705*. ‘54 Chieftain 2-dr., $500°, dr., $610*, $540*, 
" "54 Custom ) 2-dr., $635* (ps), $305;| STUDEBAKER—'58 Scotsman (6) station ’54 Chieftain 4-dr., $430* (ps). 
South Bend, Indiana—Telephone CE 4-1118 Main (6) 2-dr., $205. wagon, $435. 53 Chieftain 4-dr., $300*, 
== *53 Custom (8) 4-dr., $280. MISCELLANEOUS—’58 International %-| RAMBLER—’58 Rebel (6) 4-dr., $1,370 
ton, $700. ’57 Custom (6) Cross Country 4-dr., $1, 
’56 Ford (6) %-ton -pickup, $535. 205°. 
’48 Willys Jeep, $375. *. * #* 
° ° ° 
NASHVILLE, TENN — raed a “a 
Nashville Auto laine Sale “ ery aus 
. Great Chi Auto Aucti 
Wednesday, Prices are for sale of Dec. 9. every, Tecsiay (Dee 10) “sold 363 en 
Sold 114 cars from 210 consignments. from 637 consignments F 
BUICK—’57 Special 4-dr., $1,130*. , i ae > ae 
’56 Special 4-dr. Riviera, $985* (ps), 
ae - BORDENTOWN, N. J. 
’55 Special 2-dr, Riviera, $680*, $675*, National Auto Dealers Exchange, Sak 
$570*, every Wednesday (Dec. 9). Sales an 
54 Special 4-dr., $460*. prices on all clean cars remain firm across 
CADILLAC—’57 (62) 2-dr. hardtop, $2,-| the board with average cars taking a drop, 
285* (ps). Sold 72 percent of 437 consignments. 
"56 (62) 4-dr., $1,800* (ps). * ¢ * 
or eG '55 (62) Coupe de Ville, $1,575* (ps). CALDWELL, N. J. 
CHEVROLET—’'60 Corvair (6) 4-dr., $1,- Skyline Auto Auction, Sale every Thurs 


Every Chevrolet Service Department 
Needs this great combination!... 


Ausco’s new Corvair Engine and Power Train Adapter and 
the heavy duty D-8200 Transmission Handler provide 

the fastest; safest and most convenient means 
for removing and replacing the Corvair rear 
engine, differential and transmission as a 
single unit as specified in the 
Corvair Shop Manual. 








Suggested 
Dealer Price 


Corvair Adapter 
and Transmission 
Handler. 


$302” 











REMOVES AND 
REPLACES 
COMPLETE 
CORVAIR 

ENGINE AND 

POWER TRAIN 











eSupports complete 
power train at engine 
pan rail as recom- 
mended in Corvair 
Shop Manual. 


e@Provides controlled 
lowering to avoid dam- 
age to components when tight 
clearances are encountered. 


@ Repairs to power train can be made 
while on the jack. Positions engine 
and power train at comfortable 
bench height for all servicing and 
dismantling operations except 
complete overhaul. 





e Sturdy, safe and steady with 
ample capacity. Long overhang of 
power train will absolutely not 
cause tipping. 


@ The Ausco D-8200 Transmission Handler is itself a versatile 
piece of equipment that speeds up many jobs. Handles car 
and truck transmissions, differential, front and rear axle units 
weighing up to 2000 Ibs. with ease, speed and complete safety. 


@ Does not tie up twin post or other special lifts. 
No need for special height garage horses. 
Use only shop crane or chain lift and regular 
garage horses to lift and support chassis 
during removal and replacement. 








AUTO SPECIALTIES 
MANUFACTURING CO. 


St. Joseph, Michigan 


Write for complete information on the 
Corvair Engine and Power Train Adapter 
and other Ausco lifting equipment: 





955. 

59 Bel Air (8) 4-dr, hardtop, $2,095*, 
$2,015*, $1,955°. 
‘58 Impala (8) 2-dr. 
(ps), $1,840* (ps); 
$1,455*, $1,400* (ps); 
4-dr., $1,215, $1,005. 
57 Bel Air (8) 2-dr. hardtop, $1,470* 
(ps), $1,415*, $1,375*; Two-ten (8) 
2-dr., $1,055; Two-ten (6) 4-dr., $930. 
"56 Nomad (8) 2-dr., $1,255*; Bel Air 
(8) 4-dr. hardtop, $1,230; Two-ten (6) 
2-dr., $815. 
'55 Two-ten 
Two-ten (6) 
2-dr., $550. 
’54 Bel Air (6) 4-dr., $575*, $550. 
‘53 Bel Air 2-dr., $350. 
DeSOTO—'53 Powermaster 


hardtop, $1,900* 
Bel Air (8) 2-dr., 
Biscayne (6) 


(8) 2-dr., $700, $650, $545; 
2-dr., $675; Bel Air (6) 







4-dr., $200* 
(ps). 
FORD—’60 Galaxie (8) 2-dr. Victoria, $2,- 
655* (ps), $2,605* (ps). 
’59 Galaxie (8) 2-dr, Victoria, $2,260*. 
’58 Thunderbird (8) conv., $2,655* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
625*, $1,515* (ps), $1,475*, $1,115; 
conv., $1,430. 
’57 Fairlane 500 (8) conv., $1,335* (ps); 
2-dr. Victoria, $1,315*, $1,130*, $1,- 


ALBANY 
Renault—’57 Dauphine 4-dr., $650. 
Volkswagen—’'57 sunroof conv., $775. 


’56 station wagon 2-dr., $825. 


BORDENTOWN, N. J. 

Isetta—'57, $300. 
Jaguar—’56 conv., $1,130. 
MG—’59 MGA conv., $1,665. 
Mercedes-Benz—'58 4-dr., $2,800*. 
Simea—’59 4-dr., $1,220. 

’57 4-dr., $1,130. 
Triumph—’'54 4-dr., $135. 


CALDWELL, N. J. 
Citroen—'57 DS19 4-dr., $510. 
Fiat—’59 station wagon 4-dr., 

"58 600 2-dr., $660. 
MG—’54 roadster, $595. 
Renault—’57 Dauphine 4-dr., 
Simea—’59 Alsia 4-dr., $680. 
Triumph—’58 2-dr., $1,400. 
Volkswagen—’60 2-dr., $1,550. 
’59 Microbus, $1,530. 


CHICAGO 
Austin-Healey—'58 roadster, 
Hillman—'57 conv., $645. 
Jaguar—'57 XK140 conv., $1,010. 
Metropolitan—’'54 2-dr. hardtop, $400. 
Vauxhall—’'58 4-dr., $850. 


DAYTONA BEACH, FLA. 
Fiat—’58 4-dr., $800. 
Ford (English)—’58 Consul conv., $965; 
$665. 
Renault—’'58 Dauphine, $705, $665. 
Volkswagen—’'59 Karmann-Ghia 2-dr., $1,- 


$780. 


$525. 


$1,850. 


900. 
"58 2-dr., $1,260. 


DETROIT 
Austin—'57 4-dr., $550. 
DKW—'58 2-dr. hardtop, $1,050. 
Ford (English)—'58 2-dr., $680. 
MG—’58 roadster, $1,355. 
Renault—’'57 Dauphine 4-dr., $665. 
Volkswagen—’'56 conv., $750. 


FLINT 
Opel—’59 4-dr., $1,435. 
'5S station wagon, $1,000. 
Volkswagen—'57 2-dr., $1,020. 


LOS ANGELES 
Borgward—'59 TS deluxe 2-dr., 
Fiat—’'58 600 2-dr., $550. 
Goliath—’57 station wagon, $325. 
MG—’53 roadster, $600. 
Metropolitan—'55 2-dr., $515. 
Opel—’58 Rekord 2-dr., $1,000. 
Renault—’58 Dauphine 4-dr., $1,000, $985, 

$895. 
Vauxhali—'58 Victor 4-dr., $1,050. 
Volkswagen—’59 conv., $1,545. 
’58 sunroof, $1,420. 
'56 sunroof 2-dr., $975; 2-dr., $835. 
Volvo—’59 2-dr., $1,650. 


MANHEIM, PA. 
Alfa-Romeo — ‘59 Super 2-dr., $3,300; 





$1,595. 





day (Dec. 10), Dealers bidding very s 
lectively as holiday season approaches. 
Market off slightly on late model cars. 
Sold 190 cars from 260 consignments. 
* * * 
MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (Dec. 11), Weather: Cloudy. Sold 71 
percent of 699 consignments, 

* * * 
MASON CITY, IA. 

Central States Auto Auction. Sale every 
Wednesday (Dec. 9), Very active, Rough 
cars dropping fast. Sharpies still bringing 
top dollar, Good market, Sold 71 percent 
of 176 consignments, 

* * * 
VALDOSTA, GA, 

Tom Hewitt Auto Auction, Inc. Sak 
every Friday (Dec, 11), Good sale, Lots 
of clean cars bring top dollar, Sold 1 
percent of 300 —. 

* * 


CHICAGO 
Arena Auto Auction, Sale every Tuesday 
(Dec, 8). All sharp cars sold, Sold 503 
cars from 733 consignments. 


Used Imported Cars 





(2000) roadster, $3,050. 
"58 conv., $1,600, 
Austin—'59 conv., $1,110. 
Austin-Healey—’'58, $1,710. 
Borgward—’60 station wagon 2-dr., 
400. 
"59 2-dr., $1,700, $1,250. 
Fiat—’59 station wagon, $950. 


$2, 


"58 (1100) 4-dr., $855; station wagon 
4-dr., $850. 
Hillman—’'59, $700. 
"58 4-dr., $710. 
Jaguar—'59 4-dr., $3,400. 


‘57 4-dr., $1,350. 

’55 conv., $1,000, 

*54 Mark VII 4-dr., $550. 
Lancia—’59 4-dr., $1,835. 
Lloyd—'59 station wagon 2-dr., 
MG—’'59 Magnette 4-dr., $1,325. 

"58 roadster conv., $1,400; 2-dr. 

top, $1,285. 

Mercedes-Benz—’'59 conv., 
’58 4-dr., $2,650. 

’53 2-dr., $450. 
Metropolitan—’59, $875. 

"56 2-dr., $560. 
Opel—’60 2-dr., $1,575. 
Renault—'59 Dauphine 4-dr., 

$880. 

"58 4-dr., $760. 

Simea—’'60 Aronde 2-dr., $1,300. 
*59 station wagon 2-dr., $860. 
’58 Aronde, $700. 

Triumph—’'60 roadster, 
"59 4-dr., $900, $310. 
’58 4-dr., $645. 

‘57 TR-3, $1,120. 
Vauxhall—’'58 Super 4-dr., $800. 
Volkswagen—’60 2-dr. hardtop, $1,650; 2- 

dr., 2 at $1,600, $1,510. 

59, $1,470, $1,430, $1,410, 2 at $1,400; 
conv., $1,410; 2-dr., $1,325, $1,300. 
*58 Karmann-Ghia, $1,410; $1,255, $825. 

’57 2-dr., $810, $750. 

’55, $710. 

Volvo—’'59 PV 544, $1,435. 

Wartburg—'59 station wagon, $700; conv. 

$550. 


$395. 
hard- 
$3,300. 


4-dr., 


$900; 


$2,400. 


MASON CITY, IA. 


'59 Minx station wagon, $1,300. 
$1,000 


Hillman 

Renault—'59 Dauphine 4-dr., 

Volkswagen—'60 2-dr., $1,650. 
"59 2-dr., $1,360. 


SACRAMENTO 
Borgward—’'57 2-dr., $760. 
Isetta—’58 1-dr., $285. 
Jaguar—’52 sport coupe. $570. 
Porsche—’59 hardtop, $3,250. 
Vauxhall—’58 4-dr., $1,080. 


SEATTLE 
Metropolitan—'56 sport coupe, $670. 
Morris—’59 4-dr., $990. 
Renault—’59 Dauphine 4-dr., 

075. 
Volkswagen—’56 2-dr., 
'55 Microbus, $990. 


VALDOSTA, GA, 
Renault—’58,. $675. 


$1,095, $1, 
$900. 
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Via Private Industry’s Methods .. . 
Cae erence reece 


U. S. Launches Drive 


By William Ullman 
Washington Bureau Chief 


WASHINGTON. — The Federal 
Government is beginning an inten- 
sive drive to improve the ‘manage- 
ment and operation of its huge 
motor vehicle fleet to pare down 
costs. 

To do this Uncle Sam is ac- 
centing the techniques that pri- 
vate industry has found benefi- 
ficial in getting more efficiency 
and economy out of its motorized 
units, according to John B. Han- 
son, director of the General Serv- 
ices Administration’s office of 
motor equipment. GSA is the au- 
tomotive buying agent for civil- 
ian agencies. 

The Government operates .about 
225,000 civilian-type vehicles 
in the U. S. and around the world, 
the bulk being sedans, station wag- 
ons, and light and medium trucks. 
The slightest saving in cost per 
unit is vital, Hanson points out, 
for the Federal fleet rolls up two 
billion miles per year. Even a sav- 
ing of one-tenth of a cent per mile 
would shave $2 million yearly in 
fleet costs. 


GSA is doing several things in 
the cost-cutting campaign, the first 
being to improve the ability of its 
drivers through a better training 
program, In courses conducted 
around the country personnel are 
trained to be “defensive” drivers— 


Obituaries 


Frank L. Hoover 
WAYNESBURG, Pa.—Frank L, Hoover, 
an automobile dealer here, died Dec. 10 at 


the age of 73. 
* * * 


Warren G. Mollenkamp 
LEXINGTON, Mo.—Warren G. Mollen- 
kamp, an inventor and distributor of a 
driving device for the handicapped, died 


Dec, 10. He was 43. 
+ * * 


George S. Connell 
MIAMI.—George S. Connell, a former 
member of the editorial staff of the Miami 
News, died here. A newspaper man for 50 
years, he had served as Automotive News 
correspondent in Miami since 1947, 
* * * 


Ludwig Charles Boos 
cos COB, Conn.—Ludwig Charles Boos, 
56, U. S. Rubber Co. vice-president and 
general manager of its international divi- 
sion, died of a heart attack Dec. 7. 
* * * 


J. Burl Buckman 
ROCHESTER, N. Y.—J. Burl Buckman, 
73, secretary of Bonenblust & Buckman, 
Inc, (Oldsmobile), died Dec. 7. He had 
been in the auto business in this area 
since 1912. 
* 7 * 


Lee Kendall 
REDONDO BEACH, Calif.—Lee Kendall, 
a Chevrolet dealer here, is dead. 
* 


Ernest Ratcliff 
CHARLESTON, W. Va.—Ernest Ratcliff, 
former manager of a Studebaker dealer- 
ship, died Dec. 7. He was 53. At the 
time of his death he operated Ratcliff 
Parking. 
* * * 


Forrest Webb 
MESA, Ariz. — Forrest Webb, 42, a 
partner in T&S Motor Co. (Studebaker), 
died of injuries suffered in an automobile 
accident. 
* * * 


Gabriel J. Deswysen 

FORT LAUDERDALE, Fla.—Gabriel J. 
Deswysen, 62, truck and fleet manager for 
Powell Motor Co. (Ford), died Dec. 10. 
He entered the auto business in Detroit 
in 1927 and came to Fort Lauderdale 20 
years ago. 

* * * 


Joseph S. Ball 

ELKHART, Ind.—Joseph 8S, Ball, 61, 
president of Ball Service, Inc., died Dec. 
12. He was a former president of the Elk- 
hart Auto Dealers Assn. and past director 
of the Automobile Dealers Assn, of In- 
diana. 

* * * 


Martin J. Weir 
LITCHFIELD, Conn.—Martin J. Weir, 
73, president of Weir Motor Sales Corp. 
(Ford), died Dec. 9 while at work in his 
dealership, He was a director of the First 
National Bank of Litchfield. 
* = * 


Harold A. Staples 
BOUNTIFUL, Utah.—Harold A, Staples, 
57, owner and operator of Staples Chevro- 
let Co, here, died Dec. 5 in a Salt Lake 
hospital of cancer, 
* * * 


Edward A. Black 

CHARLOTTE, N. C.—Edward Amos 
Black, 60, vice-president of the Erwin 
Jones Motor Co. and for 30 years parts 
and service manager for Nash dealers with 
Burrell-Harris Motors and Mack Sanders 
Co., died Dec. 11. In 1950 he founded the 
Black Appraisal Service. 

* * * 
Roy Marion 

ATHENS, Tex.—Roy Marion, 63, Athens 

auto dealer, died Nov. 30. 


SS 
SSS 


“tTo Cut Its Fleet Costs 


drivers who not only are being 
taught good safety rules but learn 
how to avoid accidents caused by 
the carelessness of others, such as 
pedestrians. 

The courses consist of 10 hours 
of classroom instruction on how 
to drive safely, supplemented by 
on-the-highway training. Train- 
ees receive a standard road test 
and are given additional training 
if they flunk it. In addition, driv- 
ers who seem to be accident- 
prone are retrained completely. 

The training program is manda- 
tory for all GSA drivers, with the 
courses being available to employes 
of other agencies. 

Hanson said the drivers also 
study good operating and mainte- 
nance techniques as a method of 
keeping costs down. On tires, for 
instance, they are taught about 
proper inflation, correctly matching 











tires and vehicles, checking for cuts 


and bruises, and to avoid chuck- 
holes, curb burns, sharp objects 
and spinning the wheels. Sudden 
braking and jack-rabbit starts also 
are ruled out, not only to save tires 
but gasoline. 


GSA also is working up a better 


vehicle replacement schedule, Han- 
son said, so that units will be dis- 


posed of before major overhauls | 


are needed. Present standards re- 
quire that a vehicle be kept in 
Government inventory for six years 


or 60,000 miles before being sold at 


public auction. 

But Hanson disclosed that new 
GSA studies indicate that an ear- 
lier turnover date—four years 
and 50,000 miles—would result in 


substantial maintenance savings | 
for the Government, Any change | 


in disposal standards would re- 
quire approval of the administra- 
tion and Congress. 

Hanson told Automotive News 


that GSA hasn’t formally recom-| 


mended a change yet but will do so. 
The Government also is saving 
on fleet cost by letting more of its 


major repair work to private com-| 


mercial establishments, Hanson 


said this has been found to be'buy the new compacts at $200 to’ the Federal fleet as a whole. 





Falcon Leads Compacts 


In Detroit Sales 


DETROIT. — According to the 
Detroit Auto Dealers Assn., com- 
pact-car registrations in Wayne 
County were divided as follows 
in November: 

Falcon, 736; Rambler, 583; Vali- 
ant, 219; Corvair, 214, and Stude- 
baker, 126. Falcon was outsold 
only by the standard-sized Ford 
and Chevrolet. and by Plymouth. 





cheaper than for the Government 
to maintain a lot of its own shops. 

Government shops still exist, he 
| said, but they are being cut down 
in number. 

GSA also expects some savings 
from the new economy compacts 
being built by the Big Three. New 
purchasing specifications will be 
“developed shortly,” Hanson said, 
to allow Corvair, Falcon and Val- 
iant to bid for Government busi- 
ness. Current specifications al- 
ready permit the buying of Ram- 
blers and Larks, he added. 

The GSA official declared that 
| the Government should be able to 
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$300 under the cost of standard-size 
cars—and save on operation, too. 


Finally, cost-conscious managers 
of the Federal fleet hope to econo- 
mize through a new record-keeping 
system now being worked up that 
will provide all agencies with a 
standardized record of vehicle use 
and costs. 

The Government’s new empha- 
sis on improved fleet manage- 
ment and operation is supple- 
mental to GSA’s motor-pool 
program of the past six years. 
There are presently 46 pools in 
areas of high Federal density 
around the country, and eventu- 
ally the number may climb to 70 
or 75. About 14,000 vehicles are 
in the pools. 


Under the pool system, GSA rents 
cars to the Federal agencies at 
actual cost, including operation, 
maintenance, depreciation, over- 
head, etc. The minimum monthly 
rate for a sedan averages $33, plus 
five cents per mile for each mile 
over 300, Comparable rates are 
charged for daily or trip use. 


Experience shows pools have paid 
off. Cost of a pool vehicle—all ex- 
penses included—averages 7.3 cents 

| per mile, compared to 11.8 cents for 
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LL BUY 


Guide-Matic Power Headlight Control . . . with its trend-setting 
Safety Salute . . . is the exclusive GM option that will ease any 
prospect behind the wheel of the 1960 GM cars you sell. 


1960’s NEWEST There’s never been anything like Guide-Matic 
with its new slim-line styling, new efficiency, exclusive new 
features, and new low price. 


CAPTIVATING PERFORMANCE Prospects will be amazed when 
you show them the exclusive Safety Salute dimming sequence 
on your showroom floor. This newest of GM contributions to 
night-time driving safety is an easy clincher for any sale. 


NIGHT FLIGHTS Night-time’s the proof time for Guide-Matic 
and the exclusive Safety Salute. Feature a Night Flight in your 
1960 car and give yourself more profitable selling hours. 


LOOK FOR PRESOLD WALK-INS Starting with four-color ads 
in Life and the Post, Guide will keep pre-selling your prospects 
through winter and spring. And you can tie in with the Guide 
furnished window displays and customer brochures. 


DEVELOPED BY GUIDE 


LAMP DIVISION . 


GENERAL 


GUIDE-MATIC 


HERE'S HOW IT WORKS Energized by the beams of an oncoming 
car, Guide-Matic softens the brights OO 1 OO toa glare- 
free glow @@ 2 @@ . Here’s the first signal for oncoming 
drivers to dim their brights. A split second later, the inboard 
beams wink off @@ 3 @@,, restating . : . with greater ur- 


gency... a Safety message that can 


't be ignored. When the cars 


have passed, in perfect safety, Guide-Matic makes sure the 
brights come back on O© 4 OO, instantly. Guide-Matic is 


always there with the right light for 


every driving problem. 


QUICK PROFITS Guide-Matic is in the same price class as white 


sidewall tires. Both are easy to sell 
that sweeten the profit on any deal. 


AVAILABLE ONLY ON 1960 


, both are high profit extras 


CHEVROLET - BUICK 


PONTIAC + OLDSMOBILE AND CADILLAC CARS 


GUIDE-MATIC 


POWER HEADLIGHT CONTROL 


MOTORS CORPORATION 


. ANDERSON, IND, 
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Anglia, Met Expect Biggest Gains... 


Captive Imports See No Setbacks 


(Continued from Page 1) 


90 countries must be supplied by 
the facilities of Ford of England. 
* oa *~ 
A SIMILAR shortage of cars 

has plagued Watson, whose 
Metropolitan sales will exceed 15,- 
000 this year among 1,744 Rambler 
dealers and two who do not handle 
Ramblers. 

“We could have sold twice as 
many Mets this year, if Austin and 
British Motor could have furnished 
the cars,” said Watson, a former 
Nash general sales manager. “But 
they were hit by labor troubles and 
a flu epidemic, and we had to take 
what we could get.” 

Watson has ordered a mini- 
mum of 24,000 Mets for 1960, sale 
of which would more than triple 
the average annual volume in the 
1954-56 period when Metropolitan 
was in its infancy. The Met con- 
cept, of course, goes back 10 
years to the NXI and NKI proto- 
types pioneered by the late 
George W. Mason, Nash presi- 
dent. 

Kemp and Watson forecast un- 
troubled sailing for the small-econ- 
omy-car price class, in which Ang- 
lia and Met contend. The Anglia 
105-E lists for $1,583 at p.o.e., the 
Met hardtop for $1,672 and the Met 
convertible, which accounts for 25 
percent of sales, for $1,696. 

“Small economy cars,” Kemp 
said, “took 63 percent of this year’s 
import market. They should rise 
to 75 percent next year as some of 
the higher-priced imports ease off.” 

* +. 


Simca ‘Economy-Plus’ 


VID R. CRANDALL, Simca 
sales manager for Chrysler 


Corp., said the French car expected 


to hold its sales at a level of ap- 

proximately 3,000 a month through- 

out 1960, or 15 percent of the “econ- 
* + - 


omy-plus” price class in which it 
primarily competes. 

Estimating Simca sales this year 
at 35,000, against 16,472 last year, 
Crandall said Simca would concen- 
trate next year on penetration in 
the $1,700-$2,000 price class. Offer- 
ings in this grouping include 
Etoile and Elysee four-door sedans 
and the Grand Large two-door 
hardtop, which account for 76 per- 
cent of Simca sales. 

Higher-priced V-8 Simcas, the 
Ariane and the Vedette, will be 
available on special order. 

“In our Group 1-A, slightly high- 
er in price than VW and Renault,” 
Crandall explained, “we almost 
equal Opel in volume and beat 
Vauxhall, Sales of makes in this 
import group, offering quality to- 
gether with economy, should run 
to 230,000-250,000 of next year’s im- 
port volume.” 

+ + * 

IMCA now counts 765 dealers in 

the U. S., of which 40 are exclu- 
sives. Simca’s top dealer this year, 
the Reedman brothers in Lang- 
horne, Pa., also are winning Ram- 
bler selling honors. 

“I feel some of the big import- 
ers are fooling themselves when 
they forecast king-sized increases 

a * * 





‘Captive’ Glance 


Est. Sales Goals 
This Year For 1960 
45,000 
5,000 
15,000 
24,000 
40,000 
36,000 
10,000 
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197,500 
500,000 

















It’s Anglia vs. VW and Dauphine— 


In promoting the newly designed ‘60 Anglia, Ford uses the above comparison of 
trunk capacity in three leading small-economy-car makes. Ford expects to sell 45,000 


Anglias in the U. S. next year, exceeding 
Ford imports in 1959. 


the projected 44,000 sales for all British 





Met's Trunk Easier to Open— 


Trunk accessibility is @ Rew Metropolitan feature. A top-opening exterior trunk lid 
has been added to complement the folding rear seat-back. Other.new Met highlights 
are side window vents, a new seat-adjustment mechanism and larger tires. 


in U. S, volume next year,” said 
Crandall. “Realistically, it’s cer- 
tain that the field is too crowded 
and that the new compacts will 
take their toll. 

“On the other hand, the market 
for small economy cars is still un- 
affected by American makes and 
imports with quality and service 
availability should suffer no set- 
backs. Our pitch will be economy 
plus quality.” 

+ * * 
Compacts Still in Line 


._—, denied reports that Ford 
would freeze out its compact 
imports, including the British Con- 
sul and Zephyr-Zodiac and the 
German Taunus. The unchanged 
four-door Prefect, listing for $1,661, 
and the Escort two-door station 
wagon, priced at $1,651, will be 
available, too, albeit in reduced 
quantities. 

“Our compact British models,” 
Kemp said, “will continue to be of- 
fered on special order, requiring 
about a-three-month wait. Taunus 
is sharply limited by production 
squeezes, but we'll sell 6,000 this 
year and should hit 10,000 or more 
next year, when the lower-priced 
12-M series is available to us.” 

Taunus now has about 200 Lin- 
coln-Mercury dealers, none of 
whom handles the British Ford 
line. Most of the Anglia dealers 
are dualled with L-M, but some 
are carryovers from the late 
1940’s when Ford dealers intro- 
duced imports to the U. S. mar- 
ket. 

Kemp said he would like to fill 
100 open dealer points with the 
Anglia line, but wants to be sure 
that cars are available in sufficient 
quantities before accepting appli- 


cations from L-M dealers. 
* + * 


— is making no “organ- 
ized” effort to add Met dealers. 
Rambler dealers who apply for the 
Met franchise get “careful consid- 
eration” in terms of Watson’s de- 
sire to make service accessibility as 
broad as possible. 

“Met dealers must stock a $300 
parts inventory,” said Watson. “We 
operate 15 parts warehouses to 
make certain that Met parts are 
always available. We have 60,000 
Met owners now, and we have a 
big obligation to keep them on the 
road.” 

In its small-budget way, Met has 
piled up sales records year after 
year in line with Rambler. 

But Watson has found, along 
with the other U. S. import man- 
agers, that dealers are inviting 
trouble when they try to “sell 
apples with oranges.” 

“Trying to trade up a Met pros- 
pect into a Rambler American or 
something larger more often than 
not leads to a walkout,” he advised. 
“The Metropolitan serves a distinct 
function as a’ personal car. It can’t 
be merchandised in the same 
breath with a larger product. 

“As a personal car, Metropolitan 
preceded the single-seat Thunder- 
bird (introduced in 1955). This type 
of transportation has a definite 
place in the market, just as the 
Rambler American has its place 
and the larger Ramblers their 
places. Besides, Met offers the only 
convertible and hardtop in the 
AMC line.” 


* * * 


Dallas Dealer Leads 


oe has organized a Metro- 
politan owners club, which 


GM Loses Move 
To Kill Bus Suit 


DETROIT.—A General Motors 
motion for dismissal of a Govern- 
ment antitrust suit charging a bus 
monopoly has been denied here by 
Federal Judge Arthur F. Lederle. 

GM sought a summary judgment, 
which is granted when the court 
rules there are no disputed facts 
and the judgment in the case is 
strictly a matter of law. The suit 
has been before the court since 
1956. 

Rejection of the motion also de- 
nies GM’s implied contention that 
there are no facts in dispute, a 
court observer said. The motion 
also asked for dismissal of the suit 
as not constituting a valid legal 
case. 





boasts 16,000 members and a quar- 
terly newsletter. Leading Met deal- 
er this year is Clark Auto Co., Dal- 
las, which sold 215 Mets in the first 
10 months, including 29 in October. 

For once with import makes, Los 
Angeles and environs are not No. 1 
in Met or Anglia sales. 

The Atlanta zone has led in Met 
volume this year, with Los Angeles 
second and Detroit third. 


In English Ford’s case, Kemp 
said, Miami is far and away the 
sales champion. English Fords 
not only have enjoyed a whop- 
ping 22 percent of their U. S. 
business in Miami’s Dade County, 
but they also have outstripped 
everybody in sales except the 
U. S. Ford and Chevrolet. 
Kemp’s servic e-consciousness, 

born of service both as a Ford dis- 
trict man in Chicago and as gen- 
eral domestic sales manager of 
Ford of England, has sparked an 
attentiveness on the company’s part 
to car conditioning at 15 ports of 
entry. 

“Unlike one or two of our major 
competitors,” Kemp said, “we serv- 
ice any cars damaged in ocean voy- 
age at the ports, instead of making 
the dealers do it.” 

* * * 


ie ie its new Anglia, Ford is 
borrowing a leaf from Simca 
in entering direct “name the names” 
competition with Volkswagen and 
Renault. Anglia promotions will 
stress its “modern” styling, which 
admittedly once was considered for 
the Falcon; fresh-air heating, which 
solves a misting problem; greater 
trunk space, and, it goes almost 
without saying, the front engine lo- 
cation. 

Anglias are rolling off the lines 
of a recently opened Dagenham 
plant, which is unusual for Britain 
in that it has “maximum automa- 
tion,” in Kemp’s words. British auto 
makers, spared from foreign com- 
petition by heavy customs duties, 
have been notoriously slow to auto- 
mate. 

The predecessor to the new 
Anglia, now called the Popular, 
has remained in production for 
the British domestic market. At 
a list price of less than $1,000, it is 
the lowest-priced car sold in Eng- 
land. 

“We're pleased as punch,” com- 
mented the British-born Kemp, 
“with American dealers’ reception 
of the new Anglia. It was the first 
major change made by Ford of 
Britain since 1953 and, we feel, 
definitely gives us a modern styling 
touch we lacked before. 

“As for the new compacts, mo- 
tives in buying them differ greatly 
from the needs of prospects for 
Anglia or another small economy 
product. If they hurt anyone, the 
new compacts are more likely to 
hurt imports that are priced higher 
than those in the Anglia class.” 

* ok cs 


‘Far from Extinct’ 


AUTOMOTIVE NEWS spoke to 
Kemp a day after the New 
York Herald Tribune published a 
UPI interview in which Henry 


Ford II forecast eventual extinc- 
ok *K * 








Planning Simca's '60 Campaign— 








Warrior Is Readied 
For Compact Wars 
HAMTRAMCK, — Engineering 
and manufacturing planning is 
progressing on the second Chrys. 
ler Corp. small car which will be 
sold by Dodge dealers, and prob. 


ably will be 
spring. 
Factory personnel call the car 
the “Warrior” at present. It’s re. 
ported that this car will have » 
108-inch wheelbase —1% _ inches 
longer than the Valiant—and 
that many of the components 
and body stampings will be inter. 
changeable with the Valiant, 


introduced next 





tion of the import market in the 
U. S. because of the new compact 
cars. 

Taking mild issue with his com. 
pany’s president, Kemp reiterated 
his contention that the small econ- 
omy-car market should continue to 
expand for lack of American 
pricing competition. 

“Certainly the way the dealers 

have accepted our new Anglia 
we’re far from extinct,” he said. 

Detailed marketing discussions of 
the compact Opel and Vauxhall are 
conspicuous by their absence at 
Buick and Pontiac, which appear to 
be content to harvest the fruits of 
steady selling without drumbeating. 

At Pontiac’s 1960-model press 
preview, General Manager S. E. 
Knudsen estimated sales of 20,000 
British Vauxhalls for the 1959 cal- 
endar year. This target was sur- 
passed last month as Vauxhall de- 
liveries reached 20,686. 

Knudsen added that another 20, 
000 Vauxhalls should be retailed by 
Pontiac dealers next year, although 
the car is priced in the Corvair- 
Valiant-Falcon category. 

* * od 


= German Opel, retailed by 
Buick dealers, has ranged as 
high as 3,814 registrations a month 
this year. Buick General Manager 
Ed Rollert, also answering a ques- 
tion at his ’60 preview, said aver- 
age Opel shipments of 3,200 a 
month were below U. S. demand, 
but the Russelsheim plant is run- 
ning at full capacity and couldn't 
send any more to this country. 

As for the compacts — Corvair, 
Rambler & Co.—Rollert foresaw no 
effect on Opel because of the Ger- 
man make’s shortage here, while 
Knudsen told reporters their guess 

was “as good as mine” in apprais- 
ing Vauxhall’s future. 

The fact that neither Opel nor 
Vauxhall cars were shown news- 
men at the Buick and Pontiac 
previews led to speculation that 
the two captives were being de- 
emphasized, if not shelved. Both 
Vauxhall and Opel, however, held 
firm in October and November 
retail volume. 

Mercedes-Benz, the only captive 
which owns stock in its domestic 
affiliate, is banking on its new 220 
series to hoist U. S. sales from 12,- 
000 this year to 15,000 next year and 
25,000 in 1961. 

S-P has reported that the Mer- 
cedes tieup will bring it about $1.5 
million in 1959 distribution profits. 

* * + 


Simca's plan to increase sales of its deluxe economy models were outlined last week 
by D. R. Crandall, national director of Simca sales for Chrysler Corp. before Simca 
area sales managers. Inspecting one of the new 1960 Simca ads are, from left, Cran- 
dall (seated) and J. R. Barlow, manager of product advertising and sales promotion, 
Chrysler Corp.; rear row, from left: Richard N. Meltzer, president of Richard N. Melt- 
zer Advertising, Inc., and five Simca area sales managers: A. R. Marzelli, Eastern; 


A. W. Rowbottom, Central; 
Washington, Midwest. 


E. L. Joseph, Western; C. E. Miller, Southern, and H. J. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jan. 1 = 1 
Ended Same Ended Output, To 
Dec. 19, Week, Dec. 12, December, Dec. 20, Dee c-19, 
1959 1958* 1959* To Date 1958** 
AMERICAN MOTORS 
Rambler. ............0000..000 9,500 7,797 10452 28,386 207,099 389,307 
CHRYSLER CORP, .... 18,700 680 2,339 23,633 561,036 700,454 
CRB FOIOE  onscsncsescsccccsvevesss Tt — Watheetites ‘| sveniints 1,942 47,553 65,588 
OID. covcsscecrrscisesssevsses 450 712 34,985 40,112 
I iit iceeivedievcniivs 6,500 fee 7,066 109,585 180,554 
TOTTI \ ciccen sc osescerscsseees 750 482 396 1,146 13,058 19,938 
Piymouth Total .......... 9,800 106 1,943 12,767 355,855 394,262 
Plymouth. .................. 6,500 ae 7,524 355,855 380,256 
. i ee - Oe 1,943 , ee 14,006 
FORD MOTOR .............. 42,165 43,127 39,809 112,294 1,171,349 1,690,876 
A iniinactporeecicerveccsses grvauunss a ies nian 24,392 29,677 
Ford Division .............. 37,605 35,229 34,921 99,701 999,430 1,481,597 
EE ii teiserccenisccseese ee Sterne 8976 25,762 ........... 88,596 
Ford (Standard) .... 26,680 33,755 24,178 68,887 947,705 1,319,354 
Thunderbird ............ 1,760 1,474 1,767 5,052 51,725 73,647 
IE sicsecccncesisccssessenes 945 856 933 2,645 24,392 29,293 
a 3,615 5,117 3,955 9,948 122,621 150,309 
GENERAL MOTORS .. 76,912 81,023 30,671 107,583 2,075,784 2,449,955 
SEN, beisdrocbseocetovscsactiodeses 7,307 10,616 4,013 11,320 246,008 220,521 
PUI. deneovencncvesseconsers 3,600 3,778 2,978 6,578 120,749 133,229 
Chevrolet Division .... 47,000 45,866 14,203 61,203 1,202,117 1,370,263 
PIII, scveavsccccocevesseore nn ~ ehwaxelen 3,783 12,483 ............ 69,495 
Chevrolet (Stand.).. 38,300 45,866 10,420 48,720 1,202,117 1,300,768 
Oldsmobile .................... 9,405 11,024 4,645 14,050 298,203 351,237 
SEES Wi stescverssovescesinseine 9,600 9,739 4,832 14,432 208,707 374,705 
S-P CORP. 
Studebaker .................. 3,310 3,334 3,295 9,165 51,1438 149,211 
Total Cars, U. S.** ....150,587 135,961 281,061 4,068,156 5,379,803 








*Revised. 


**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U, S. PRODUCTION ONLY) 





























Week Week dan. 1 dan, 1 
Ended Same Ended Output, To To 
Dec. 19, Week, Dec. 12, December, Dec. 20, Dec. 19, 
1959 1958* 1959* To Date 1958* 1959 
CHEVROLET ................. 7,300 10,141 1,616 8,916 267,344 314,160 
DIAMOND T .................. 58 153 55 154 5,740 5,273 
hi accsdincembinsthianenio 80 57 69 226 2,772 3,440 
I al alestenkiciaianeennebeesetha 1,500 1,887 823 2,323 57,055 68,877 
5,590 6,361 17,431 233,441 323,200 
1,600 1 1,444 59,394 13,757 
neds 2,475 6,894 79,604 139,720 
298 297 874 13,7380 16,723 
MUN. | i wcdecias . - iemiakindl 9,964 10,695 
428 432 1,227 16,827 19,419 
IS rahe bcisiisieestbeces  Seaevevees SE. -sebeeiaen 1418 88,668 108,596 
MISCELLANEOUS** 70 V7 71 190 4,335 4,241 
Total Trucks, U.S. .... 19,707 23,395 12,200 41,097 838,924 1,088,101 
Total Cars, Trucks, 
RN od oii casdireaeiiel 170,294 159,356 98,766 322,158 4,907,080 6,467,904 
Total Cars, Trucks, 
ES SS 7,405 9,037 5,036 15,232 344,298 355,294 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....177,699 168,393 103,802 337,390 5,251,378 6,823,198 








"Revised. 


**Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 


***autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


N.B. All U. S. totals include cars and trucks for military orders. 


150,000 Cars Built... 





Chevy Record Rockets 
Output to 59 Peak 


(Continued from Page 1) 
blies during the week ended July| ada last week as GM and Chrys- 


18. 
* 


om * 

eo the biggest percentage 

increase over the previous week 
was Chrysler Corp., which finally 
got all except its Los Angeles plant 
back into action. Chrysler Corp. 
turned out an estimated 18,700 cars 
last week, compared with 2,339 as- 
semblies a week earlier. 

A breakdown of Chrysler oper- 
ations showed Plymouth division 
turning out 9,800 cars, of which 
6,500 were Plymouths and 3,300 
were Valiants, Dodge equalled 
Plymouth’s output with 6,500 
cars; Chrysler turned out 1,200; 
Imperial, 750, and DeSoto, 450. 
GM more than doubled its output 
of a week earlier — jumping from 
30,671 to 76,912 assemblies—as all 
of its divisions were back on full 
work schedules. Chevrolet, how- 
ever, was the only division working 

six days. 

A breakdown of GM operations 
showed Buick up from 4,013 to 
7,307 assemblies; Cadillac up from 
2,978 to 3,600; Pontiac up from 
4,832 to 9,600; Oldsmobile up from 
4,645 to 9,405, and Chevrolet up 
from 14,203 to. 47, 000. 


ORD MOTOR awed the small- 

est percentage change among 
the Big Three as it boosted its 
output from 39,809 to 42,165 cars. 

Ford division turned out an 
estimated 37,605 cars last week, 
of which 26,680 were standard 
Fords; 9,165 were Falcons, and 
1,760 were Thunderbirds. The 
previous week’s output included 
24,178 standard Fords; 6 Fal- 
cons, and 1,767 Thunderbirds. 

Lincoln, working six days last 
week, turned out 945 cars, while 
Mercury, with its Metuchen (N. J.) 
unit down the entire week, turned 
out 3,615 cars. The previous week 
Lincoln assembled 933 cars and 
Mercury, 3,955. 

Studebaker, working five days, 
boosted its output from 3,295 as- 
semblies a week earlier to an esti- 
mated 3,310 units last week. 

oe co ~ 


yp mone gear ae output rose 
from 12,200 units a week earlier 
to an estimated 19,707 units last 
week as Chevrolet resumed assem- 
bly operations at all of its plants 
on a five-day schedule. 

Last week’s output, however, was 
still below the 23,395 trucks turned 
out during the week ended Dec. 20 
a year ago. 

Output also picked up in Can- 


Magazines Cite Pulling Power 


By Martin L. Whitmyer 
Staff Writer 
DETROIT. — Backed by volumi- 
nous data collected in a survey last 
| summer, the Magazine Advertising 
Bureau of the Magazine Publishers 
Assn. is presenting its case to ad- 
vertising agency men and adver- 
tisers throughout the nation. 
The bureau’s latest presenta- 
- tion, “The Profitable Difference,” 
| points out the present and future 
values of magazine households 
_ in comparison with those viewing 
a evening television. It was pre- 
4 sented in both Detroit and Cleve- 
_ land last week. 
The presentation team consists of 
Gibson McCabe, president of News- 
/ week and chairman of MAB; Ed- 


| ward Miller, publisher of McCalls, 


and E. C. Von Tress, senior vice- 
president and advertising director 
of Curtis Publishing Co. Presenta- 


| tion text was given by Richard 


Coffey, general promotion director 
of Life magazine. 

The data used in the presentation 
Was compiled from a survey con- 
ducted over a six-week period by 
the Market Research Corp. of 
America through its National Con- 
sumer Panel. 

Three restrictions were made in 
conducting the survey. The maga- 
zine had to enter the home; the 
magazine had to be looked into by 
either the male or female head of 
the household, or both, and the 


magazine had to be looked into 


during the calendar week it entered 
the home. 

Despite the restrictions on 
qualification of a household as a 
magazine household, the 35 mag- 
azines used in the course of the 
six-week period reached nearly 
41.5 million households, or 80.8 
percent of all households. 

At the same time, 30 of 120 spon- 
sored evening network television 
programs were surveyed with like 
restrictions. 

One or more of the 30 programs 


Lillge Heads Up 
Idaho Dealers 


BOISE, Id.—Fred Lillge, man- 
ager of Roy C. Davidson Co., Boise 
Ford dealer, has been named presi- 
dent of the Idaho Automobile Deal- 
ers Assn. to fill out the term of 
the late Clare A. Walker. 

Mr. Walker, 56, died in mid-No- 
vember. A Chevrolet dealer in the 
north Idaho mining center of Kel- 
logg, he had been elected IADA 
head at the group’s annual conven- 
tion last May. Lillge, an IADA 
member for 14 years, was named 
vice-president at the same conven- 
tion. 

Leon Weeks, IADA secretary, 
said the association will follow its 
customary practice of electing a 
new president at its next conven- 
tion, scheduled to be held in the 
spring. 


had to be viewed by either the male 
or female head of the household, 
or both. The size of the evening 
television market was about 7 per- 
cent higher than magazines at 44,- 
309,000 households. 

Both the magazine and television 
households were arrayed by degree | 
of exposure, from light to heavy, 
and then divided into four approxi- 
mately equal groups. 

The number of households in 
the two groups most effectively 
covered by both magazine and 
television — medium-heavy and 
heavy—totalled approximately 22 
million, 


Some of the findings of the sur- 
vey ‘were: 

1. With magazines, the households 
most heavily exposed have the 
highest income; with television, the 
reverse is true. 

2. With magazines, the house- 
holds most heavily exposed have 
the most education, fewer unskilled 
workers, more professional people; 
with television, the reverse is true 
in all cases. 

3. In the more rapid turnover 
items, there is a direct relation be- 
tween degree of buying and the 
degree of exposure to magazines; 
the reverse with television house- 
holds. 

A full report on the study will 
be available in about three months, 
officials said. 


ler both resumed normal output 
paces. 

The Canadian makers turned out 
an estimated 7,405 vehicles last 
week, compared with 5,036 assem- 
blies a week earlier, The week 
ended Dec, 20 a year ago, however, 
saw the makers turn out 9,037 
cars and trucks. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 6,160 cars and 1,245 trucks last 
week, compared with 4,364 cars 
and 672 trucks a week earlier. 

* + + 


Olds Speeds Shipments 


To Fill Dealer Orders 


LANSING. — Oldsmobile dealers 
received shipments of 1960 Oldsmo- 
biles last week, following resump- 
tion of production at Oldsmobile’s 
main plant here and at the six 
B-O-P assembly plants in various 
parts of the country. 

J. F. Wolfram, Oldsmobile gener- 
al manager, said that the five-week 
suspension of manufacturing oper- 
ations, caused by the steel short- 
age, has not dampened the enthu- 
siasm of Oldsmobile’s dealers. 

“Our dealers,” Wolfram said, 
“have had an excellent opportun- 
ity to analyze the popularity of the 


1960 Oldsmobile among their cus-| ’ 


tomers during the shutdown, and 
as a result have grown increasingly 
enthusiastic about their business 
prospects. 

“Over 25,000 of their customers 
have ordered new Oldsmobiles to 
insure early delivery following the 
resumption of production,” Wolf- 
ram added. “We will do everything 
possible to fill these orders rapidly. 

“We have every reason to believe, 
now that 1960 Oldsmobiles are 
again available, that the high rate 
of sale we enjoyed during the new 


History of Auto 
Filmed for AMC 






35 


model announcement period will 
continue,” Wolfram said. 
Oldsmobile had announced ear- 
lier that October retail deliveries 
of nearly 40,000 cars represented 
the highest monthly total since 


May of 1956. 
* co + 


January Output Rates 
Stepped Up by P-D-V 

DETROIT. — Plymouth and Val- 
iant will turn out a combined total 
of an estimated 35,950 cars in Jan- 
uary—a 24 percent boost from the 
28,989 cars rolled from the division 
assembly lines in November. 

The daily rate schedule for Jan- 
uary will be increased 32 percent 
over November, according to Harry 
E. Chesebrough, P-D-V chief. De- 
Soto’s January output will be 66 
percent above November, he said. 

Adding Valiant assemblies to 
Plymouth’s total, Plymouth division 
still holds third place in calendar- 
year assemblies. Subtracting the 
14,006 Valiants made through last 
Saturday, however, Plymouth is re- 
placed in third place by Rambler. 

Rambler had built an estimated 
389,307 cars through last Saturday. 
Plymouth’s total output through 
Dec. 19 was an estimated 380,256 
without Valiant and 394,262 with 
Valiant included. 





WANTED 


100 Car Dealers 
in the states of 





ARIZONA UTAH 
NEVADA IDAHO 
NEW MEXICO 
WASHINGTON 


DETROIT.— A _ full-color sound OREGON 


movie tracing the history of the 
automobile through the eyes of a 
typical American family has been 
produced by Metro-Goldwyn-Mayer 
for American Motors Corp. 

The 38-minute movie, “America— 
The Automobile Age,” is designed 
for showing to fraternal, church, 
youth, business, school and civic 
groups. 

Frank Blair, television newscast- 
er, narrates the film. 

The 16 mm film will be available 
for showings without charge after 
Jan. 1. Bookings may be made 
through any Rambler dealer or 
through Modern Talking Picture 
Service, Adams said. 


Kintigh Succeeds 
any at Buick 


FLINT.—Lowell A. Kintigh, as- 
sistant chief engineer at Oldsmo- 
bile, has been named Buick chief 








L, A, Kintigh 0, K, Kelley 
engineer, succeeding Oliver K. 
Kelley. 

Kelley, Buick chief engineer since 
September, 1957, has been named 
technical assistant to the general 
manager of the General Motors de- 
fense systems division. 

With GM since 1929, Kintigh was 
transferred to Oldsmobile as dyna- 
mometer operator in 1930, and was 
made foreman in the dynamometer 
laboratory in 1935. Following World 
War II, he was made experimental 
engineer and in 1949 was promoted 
to assistant chief engineer, 


and CALIFORNIA 


to sell Italy’s most 
beautiful sports car 


the new 
1960 Model 


MORETTI 


Convertible and Coupe 
Suggested Retail 


‘2,645 


plus accessories. 


Each car carries 90-day or 
4,000 Mile Warranty. 


Dealer Profit 


‘500 


Adequate stock of parts 
available. 


Also available 
Key Dealer Franchise for 
each of the above states. 


Write for free brochure. 


NORWITT 
MOTORS, INC. 


1245 Howard St. 
San Francisco, Calif. 
Underhill 3-9100 
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The Man Behind the Wheel. . . 





Sales Testing the Ford Falcon 


(Continued from Page 6) 


shifting is another story. It is nec- 
essary to double-clutch, or else 
gears clash. 

The shift pattern is standard, 
and internal gear noise is negli- 
gible. The optional two-speed 
Fordomatic conforms to Ford 
practice for efficiency and opera- 
ation. 

Comments about acceleration 
should be qualified ag to the differ- 
ential gear ratio. Early Falcons left 
their nest with 3.10 ratios, which 
have been found ideally suited for 
flat sweeps of Texas. In mountain 
and thick traffic a 3.10 equipped 
car refuses to “lug” in high and is 
difficult to hurry off the line when 
a signal changes. 

An optional (at no extra cost) 
gear ratio, 3.56 to 1, is provided, 
which gives plenty of zip. The 3.56 
ratio cuts top speed and highway 
fuel economy slightly. 

* ae 


Easy to Handle 


NORMAL roads the Falcon 

is a delightful car to drive and 

handle. Conventional] suspension 

and engine location require no re- 
learning of driving habits. 

The car is satisfactorily quiet, 
and wind noise at a minimum. 
Undercoating might reduce noise 
transfer to the back seat passen- 
gers. The Falcon ride is solid in 
the imported-car sense. It does not 
have the soft, plushy feel associ- 
ated with Detroit products. 

Vent panes can be opened wide 
before noise becomes trouble- 
some. Quite a contrast to some- 
full-sized automobiles coming 
from Detroit, which seem so de- 
signed that vent panes make 
more noise than air is worth. 

Wheel fight, tire squeal and body 
Sway are minimal, due in part to 
stiff suspension and short wheel- 
base. This is not a sports-car 
though, for it can be broken loose 
by hammering into a corner too 
fast. 

The Falcon might best be describ- 
ed as reacting like the average 
American car with previously men- 
tioned benefits of solid suspension 
and short wheelbase. 


* * * 


‘Should Last Forever’ 


OUGH-ROAD travel with a Fal- 
con is excellent, though wheels 
dance and the car pitches, There’s 
some body noise on dirt and chuck- 
holed roads, and you'll feel a bit 
of the road vibration through the 
car. 
Nevertheless, if body solidity is 
anything, a Falcon should last for- 
ever. On the roughest roads we ran, 





Appeals Court Upholds 
Damage Given Truckers 


PHILADELPHIA. — The U. S.| 


Circuit Court of Appeals in a two- 
to-one ruling, has upheld the $852,- 
074 damage verdict awarded to 
trucking interests in their three- 


Woolson Suffers 
Mild Stroke 


ROYAL OAK, Mich.—L. Irving 
Woolson, Chrysler Corp. vice-presi- 
dent, entered William Beaumont 
General Hospital here last Monday 
(Dec. 14) for a 
diagnostic exam- 
ination after suf- 
fering a mild 
stroke the day 
before. 

His condition 
was reported as 
good late last 
week. Chrysler 
said the diagnos- 
tic studies were 
expected to be 
completed “in a 
few days.” 

Woolson, 55, has. been director 
of manufacturing s@rvices for 
Chrysler since April, 1958. Before 
that, he was general manager of 
DeSoto division. 
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ly developed enough heat to operate 

the heater. It still doesn’t. 
Optional thermostats may be 

helpful. The system is quiet and 


doors held solidly, and the hood did 
a minimum of dancing. 

Hill work requires use of the 
gearbox if you have the 3.10 ratio. 
With 3.56 you should do better. 

On canyon roads in the Los 
Angeles area, second gear proved 


throughout the car. Unusual to 
heater systems is the knob which 


moa is pulled to admit air from outside. 
the best ns to make time. The It can be rotated to run the heater 


moment the engine slowed, it lost 4 
all semblance of power. Perhaps fan at va aed = ae speeds. 


minor revisions of camshaft or 
23.8 Miles Per Gallon 


ignition would place the torque 
curve at a more useful speed. FUEL economy in the Falcon is 
outstanding, considering its size 


The Falcon heating system ap- 
pears to be a weak point. Early! and keeping in mind it weighs 2,366 
press releases mentioned that the * * «* 
new engine was so efficient it bare- 


Car Tested: 
FORD FALCON 


Body Type: Two-door sedan 
with deluxe trim package. 

Basic Price: $1,912. 

Engine: OHV Six. 

Carburetion: Downdraft, 
single throat. 

Displacement: 
inches. 

Bore & Stroke: 3.50 by 2.50 
inches. 

Compression Ratio: 8.7 to 1. 

Horsepower: 90 at 4,200 r.p.m. 

Horsepower per Cubic Inch: 
62. 

Torque: 138 pounds-foot at 
2,000 r.p.m. 

Running Weight: 2,366 pounds 
without driver. 

Power-Weight Ratio: 26 
pounds per horsepower. 

Brake-Weight Ratio: 20.5 
— per square inch of lin- 
ng. 

Transmissions: Thre e-speed 
manual or two-speed automatic. 

Clutch: Single dry-plate, 8% 
inches in diameter. 

Differential Ratio: 3.10 to 1 
(Std.), 3.56 to 1 (Optional). 

Steering: Five turns lock-to- 
lock. 

Dimensions: Overall length, 
181.2 inches; width 70 inches; 
height, 54.5 inches; wheelbase, 
109.5 inches, and tread, 55 
inches. 

Suspension: Front, independ- 
ent on coil springs. Rear, semi- 
elliptic leaf, 

Tires: 6.00 by 13, four ply. 

Gas Mileage: City, 23.6 m.p.g. 
Highway, 24 m.p.g. Test aver- 
age for 753 miles, 23.8 m.p.g. 

Accessories: Deiuxe trim pack- 
age, wheel covers, windshield 
washers, tinted windshield, 
radio, heater and other FoMoCo 
accessories, 

















144 cubic 















Doors Open Wide— 

The Falcon is easy to enter and leave. 
The doors open wide, and the floor drop 
is not drastic. 







* * 


pounds and was driven hard as are 
all Automotive News “Sales Test” 
cars. 

For 753 miles, we averaged 23.8 
miles per gallon. City traffic drop- 
ped this to 23.6, while highway 
travel turned in 24 m.p.g. The car 
had the 3.10 ratio. 

The gas tank is in the rear at the 
center of the car. It cannot be filled 
completely without slopping over 
due to curvature of the inlet tube. 

It’s questionable if Ford has 
ever built, since the Model A, a 
car in which the engine was so 
accessible. Inspection discloses 
little under the hood that could 
not be repaired with a monkey 
wrench and pliers. 

Engine mounting is conventional, 
with oil filter, distributor, fuel 
pump, coil and dip stick on the left 
side of the engine. Generator, start- 
er and manifolds are on the right, 
with the battery up front for cool- 
ing by slots in radiator shroud. 

Projecting into the engine com- 
partment are McPherson-type front 
spring hangers and shock absorber 
caps strutted to the center of the 
cowl to reduce vibration and shock 


transfer from front wheels. 
. * * 


Trunk Is Large 

IHERE’S been so much commo- 

tion about trunk space in the 
compacts, it might seem that Fal- 
con’s capacious rear trunk is with- 
out fault. It’s certainly large, and 
well laid out with the spare for- 
ward and out of the way. 

However, the doggone key turns 
backwards (to the left), and Fal- 
con buyers are going to be key- 
twisters for a while. Women pur- 
chasers may object that full 
shopping bags cannot be stood in 
the trunk and the lid closed. 

Coachwork in the Falcon sam- 
ples inspected seems about aver- 
age for Detroit production. In- 
teriors are well done and trim 






































year battle with 24 Eastern railroads. 

In supporting the ruling of Fed- 
eral District Judge Thomas J. 
Clary, the appeals court said his 
opinion “is soundly predicated on 
the facts and law of this litigation.” 


The truckers charged the rail- 
roads with conspiracy in the re- 
straint of trade, claiming that the 
ra‘l interests had conducted a cam- 
paign of vilification against truck- 
ing concerns. . 

The appeal was filed by the rail- 
roads, the Eastern Railroads Presi- 
dents’ Conference and Carl Byoir 
& Associates, Inc., New York pub- 
lic relations firm, against whom the 
damages were assessed. 

Judge Clary ordered them to pay 
$652,074 in treble damages to the 
Pennsylvania Motor Truck Assn. 
and $200,000 in counsel fees. He 
also awarded 18 cents to each 
trucking firm involved and d's- 
missed a countersuit by the rail- 
roads. 

In a dissenting opinion, Chief 
Judge John Biggs jr. said he would 
have given the truckers nothing. 
He explained that “the record dem- 
onstrates that no cognizable of- 
fense has been proved under the 
Sherman (antitrust) Act.” He 
agreed that the railroads’ counter- 
suit should have been thrown out. 


Johnson Drops Mercury, 
Joins Brother’s Deal 


HARTFORD, Conn.—Vincent T. 
Johnson has terminated his sales 
agreement with Mercury. He has 
been named a _ vice-president of 
J. R, Johnson (Chrysler-Plymouth) 
and sublet a portion of his Mer- 
cury dealership to J. R. Johnson. 

Vincent Johnson said he will con- 
centrate on used-car sales unti] he 
can secure a new-car franchise 
with a broader price base. 

Johnson attributed the termina- 
tion of his franchise with Mercury 
to “the increasing demand for 
small cars and the decreasing mar- 
ket for single-line middle-priced 
cars.” He is J. R.’s brother and 
president of the Hartford Automo- 
bile Dealers Assn. 


offers good distribution of air 


panels carefully fitted. Falcon 
unit-body repair will require cut- 
ting of panels and replacement of 
sections—except for front fend- 
ers, which unbolt. 

There’s plenty of parting seams, 
with largest sections being the rear 
quarter panels. Front frame mem- 
bers, which support the engine, are 
welded to the body. Rear spring 
hangers are hung in stamped sheet 
metal sections, part of a stub frame 
extending rearward to the bumper 
(which it supports) and around the 
gas tank to protect it from rear 
end .wallops. 

Falcon has one of the longest ex- 
haust pipes used today. A single 
pipe leads from the manifold to the 
muffler at the rear bumper. 

* * * 


Style: Simple, but Lasting 
HE Falcon is a conventional car, 
and it’s hard to find a single 

unique feature in the package that 

can be sold as a tremendous ad- 
vance in engineering or styling. It 
suffers from lack of power, as 

90 horses are hardly enough to pro- 

vide exciting transportation. 

Exterior styling is considered dull 
and uninspired, but interiors are in 
the best of taste. Some women may 
complain about lack of power steer- 


ing or power brakes, neither of # 


which is needed. 

The very conventionality of a 
Falcon is a major selling point. 
Here’s a car with so few styling 
features, it’s hard to visualize it 
ever going out of style. 
Secondly, its well-finished interior 

presents a lasting appearance. And 
it’s one of the most comfortable 
compact cars available. One of the 
very few in which six feet, two 
inches of Bill Carroll can sit up- 
right in the back seat without dent- 
ing the skull to fit a “stylish” roof 
line. 

Handy-Andys, the monkey 
wrench and pliers could do almost 
anything in light repair and main- 
tenance. Body panels are of utmost 
simplicity and should materially re- 
duce collision repair expenses. Con- 
trols are simple and well placed. 
The dash is fairly safe in spite of 
protruding knobs. It seems Falcon 
can supply all basic transportation 


like to experiment or to be too un- 
usual. 

It’s a car anyone can drive 
without the slightest mental or 
physical ‘strain. A car the buyer 





will be happy with from the first 
minute behind the wheel. And a 
car he (or she) will grow to en- 
joy even more the longer it’s 
owned; somewhat like a favored 
pair of shoes. 

Falcon may not be the best look- 
ing thing on the road, but it meets 
requirements of many thousands of 





Americans without stipulation or 
compromise. If there’s such a thing 
as a thumbnail description of a 
Falcon, it could be, “A city-sized 
car for full-sized people.” 


At Renault Dealers .. . 


needs of the motorist who does not — 





— 


Falcon Features 





Trunk Is Roomy— 


The Falcon has a large, well-laid-oy 
is located far for. 


trunk. The spare tire 


ward and out of the way. 
* a. 


Easy to Reach— 


All components of the Falcon engine 


are easy to reach. It's a 90-horsepower 
unit that displaces 144 cubic inches and 
has a compression ratio of 8.7 to 1. It 
delivered 23.8 miles per gallon in the 
753-mile Automotive News sales test. 


Stylish Interior— 

Dual visors and foam-rubber seat pad- 
ding are standard on all Falcons. The car 
can be dressed up with a deluxe trim 
package which includes cigaret lighter, 
rear-seat arm rests and ash trays, window 
frames and white steering wheel with 
horn ring. 


Here Comes Caravelle 





(Continued from Page 6) 


Renault in the Midwest, now has 
150 dealers but is aiming for 200 
by next spring. These dealerships 
are expanding in anticipation of a 
growing market, Walker said, and 
so far no dealer has surrendered a 
Renault franchise because of pres- 
sure from U. S. makers. 

“All dealers are making a full 
margin of profit on Renault,” he 
said, although a dealer might oc- 
casionally throw in an undercoat- 
ing or a side-view mirror as an “in- 
centive.” 

Walker said it is his aim to 
provide each of his dealers with 
a 30-day supply of new cars, in- 
cluding all three series. In his 
area, this would amount to a 
total inventory of 1,500 to 2,000 
units, he said. 

First of the forthcoming light 
trucks by Renault are expected in 
three to four months, Walker said, 
although no firm date has been es- 

tablished. 

Renault, admittedly battling to 
take over top spot in imported-car 
sales in the U. S., is counting on the 
Caravelle to help achieve that goal. 
Renault had 73,944 new cars regis- 
tered at the end of 10 months, com- 


pared with 94,344 units for Volks- 
wagen. 

In the most recent month for 
which figures are available, VW 
led Renault 11,589 to 8,700, 

The Caravelle has a wheelbase 
of 89 inches and an overall length 
of 167.8 inches, Its water-cooled 
rear engine is a development of 
the 32-horsepower Dauphine en- 
gine which produces 40 horse- 
power by means of a different 
camshaft and carburetor and 
larger intake ports. 

Weight of the Caravelle varies 
from 1,645 to 1,720 pounds, depend- 
ing on the model. 


Wyoming Won’t Require 
Extra Lights on Wide Cars 


CHEYENNE, Wyo.—The Wyom- 
ing Highway Patrol] has announced 
it will not require special clearance 
lights on 1960 cars that are wider 
than 80 inches. 

State law requires clearance 
lights for any vehicle 80 inches oF 
more wide but is designed pri- 
marily for trucks, according to Col. 
W. R. Bradley, patrol chief, Head- 
lights and taillights of the new 
cars constitute sufficient “clear 
ance” lights, he said, 
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and Chrysler agreed to sever ties; able to win court permission to 

with Universal CIT and Commer-| reenter the finance business, 

cial Credit, respectively. The Ford move brought specula- 
GM fought to keep GMAC in a | tion that Chrysler might set up a 

case that dragged into 1952. When | finance company, A Chrysler 

GM was not forced to give up | spokesman said last week that the 

company is studying the situation. 





Ford Motor Co.’s Indianapolis sales 
district which includes Indiana and 
nine counties in eastern Illinois. 
The district has 189 Ford dealers. 

Olson said that Joseph P. Hen- 
ley will manage the Indianapolis 
branch, located at 966 N, Merid- 


. Indianapolis & Chicago “ss 


Ford Credit Offices 





with the banks’ and should give 
the dealers something really com- 
petitive. We want to sell more Ford 
products.” 
* * * 
ae operation does not now in- 
clude the writing of liability in- 
surance for owners of financed ve- 
hicles. Customers will have to 
secure liability insurance on their 
own from another source. 
1-out Ford Credit initially will 
for %. charge dealers 5% percent inter- 
est on floor-plan loans, The rate 
is the same as that charged by 
major finance companies, includ- 
ing the General Motors financing 
arm—General Motors Acceptance 

Corp. 

A spokesman for the company 
gaid that no decision had yet been 
made on any charges other than 
the interest on floor-plan loans. 
Most finance companies have a 
surcharge or flat amount charged 
on each unit under floor plan, in 
addition to the interest charged on 
the loan. : 

a + 


= spokesman said that Ford 
Credit’s capital had not been 

increased over the $25 million or- 

iginally advanced when the com- 
/ pany was set up. The company 
ym f has not borrowed money from the 
wer F public nor has it obtained any 
and | short-term funds from the public 
_ tt | sale of commercial paper, he said. 
the Of course, the company could 
: decide to begin borrowing at any 
" time. Short-term funds could be 

obtained through sales of com- 

mercial paper in a very short 





Olson said the company will 
carry on a program of continued 
expansion and will eventually have 
branch offices in major cities 
throughout the country. He gave 
no details on the expansion pro- 


Stockholders Veto 
Daimler’s Offer 
To Acquire BMW 


MUNICH, Germany.—An offer 
by Daimler-Benz and a banking 
group to ta'’te over Bavarian Motor 
a. Works has °een rejected at a meet- 
= ing of BM*’ stockholders. 
2 After the «jection, Daimler-Benz 
"™ Tserved notice that the time limit 
le, Bon the offer had expired. Daimler 
ow Breserved judgment on whether to 
ith fmake a new offer for the smaller 
company, 
The Daimler offer was made 
while BMW was losing a reported 
$1 million during the first 10 
months of this year 





Open in Two Cities 


(Continued from Page 2) 


gram, other than to say that addi- 
tional offices would be opened this 
month and in January. 

* ok ck 

NDIANAPOLIS was chosen as 

the location for the first office 
after surveys were made of 12 or 
15 other metropolitan areas, Olson 
said. Two factors led to the selec- 
tion of Indianapolis. 

One was the proximity of the city 
to company headquarters in Dear- 
born, which will allow close super- 
vision while the program is being 
developed. The other factor was 
the market—a survey showed that 
Ford dealers are not being financed 
as favorably as General Motors 
dealers in the area, he said. 

Olson indicated that the Indian- 
apolis office will initially serve 


ian St. Henley was Indianapolis 
district manager for Universal 
CIT before joining Ford Credit. 
He has been in the auto financ- 
ing business since 1950. 

Ford announced last Jan. 13 that 
it was reentering the financing field 
and soon was involved in Senate 
hearings on auto financing. 

Bills barring vehicle manufactur- 
ers from the financing field were 
under consideration, When the sen- 
ators decided to take no action on 
the bills this year, Ford set up the 
finance company and began getting 
ready to go into business. 

* Cd * 
ORD first entered the finance 
field with its Universal Credit 
Corp. in 1928 but sold the company 
to CIT Financial Corp. in 1933, The 
Ford unit eventually became a part 
of Universal CIT Credit Corp. 

In 1938, the Government tried 
to get the automotive Big Three 
out of the financing field. Ford 





Union Leader Sees Hope 
For Railroad Peace 


(Continued from Page 3) 


the Teamsters not to cross their 
picket lines. They no longer can 
count on this support. 

Hoffa’s new order requires truck- 
ers to drive through all recogni- 
tional, organizational and primary 
picket lines, with one exception. 

Teamsters, according to Hoffa, 
will observe any primary picket 
line if the striking union will agree 
to guarantee the Teamsters Union 
against losses through lawsuits or 
by any other action. A primary 
strike is one where the employer 
is required to recognize the union. 

Meanwhile, the Teamsters Union 
last week announced a record mem- 
bership total for the month of 
November. 

Hoffa announced the per capita 
payments from local unions for the 
month amounted to 1,677,961, top- 
ping the previous high of 1,633,417, 
recorded in August of this year. 

The November, 1959, record total 
is said to be 46,154 over the Novem- 
ber, 1958, total of 1,631,807. 


Jobs at Record Level 


7s Labor Department reported 
that the number of Americans 
holding jobs in November declined 
by 1,191,000 compared with October. 
Although the decline was 
slightly greater than usual for 
the month, the total of 65,640,000 
with jobs was the highest for any 
November. 
The total persons looking for 





up into the $95 and more per 
e | share class. 
h Even as experienced a stock- 
d | market operator as Louis Wolfson, 
f j once a leading American Motors 
'- | Shareholder, liquidated most of his 
+ ‘holdings shortly before the stock 
it {began its spectacular climb. 

a a * 

THE ENGINE INSTALLED in 
es|the rear of GM’s Corvair is not 
d-| wholly of aluminum, but it is the 

Nearest thing to an all-aluminum 

engine yet attempted in a modern- 

day American-made automobile. 

_ Of course, there were earlier-day 


Send pemplos you want matched. 
Hundreds of factory matching colors. 


ANY Prepaid Or 
COLOR $10.50 c.0.D. 
ANY CAR or eanee waeon 
ALEXANDER AUTO HEADLINING CO. 
5440 Monte Vista St., Los Angeles 42, Calif. 








Wilkie Views... 


99 Was a Big Year 
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efforts to use all-aluminum engines, 
but they were too costly to be feas- 
ible. Also, as most oldtimers will 
recall, engines were installed in the 
rear of the pioneer automobiles, 

+ - 


THE PRICE LABELLING law 
that requires an itemization of the 
charges that make up the total 
price of the car to appear promin- 
ently on all new vehicles may have 
brought some unhappiness to some 
dealers. As far as the customer 
is concerned, however, it has been 
a help in determining actual car 
prices, and in sharply curtailing 
price packing, 

on + * 

THE FEDERAL COURT order 
requiring duPont to divest itself 
of its 23 percent holdings in GM 
stock will be carried out by the 
sale of the stock to duPont em- 
ployes. 

Fears had been expressed by GM 
and in financial circles generally 
that if the stock were placed on 
the open market it would have ser- 
ious repercussions not only on GM 


ket. 


stock but on the overall stock = 


jobs, according to the Government, 
rose by 389,000 during the month. 
This was less than expected. But 
the jobless total of 3,670,000 was the 
second largest for any November 
since World War II. Last year’s 
3,833,000 was the post-war record 
for the month. 

The labor force consists of per- 
sons with jobs and those looking 
for jobs. A person without a job 
is not considered unemployed un- 
less he is seeking work. When the 
number of job holders drops by 
1,191,000 and unemployment goes 
up only 398,000, obviously many 
persons have left the labor market. 


GMAC, Ford and Chrysler were 








Grille Extension Caps 


FOR RENEWING 
Chevrolet 1954 & Ford 1953 Grilles 






SAVE EXPENSIVE GRILLE REPLACEMENT 
AND BODY SHOP TIME 


It is a known fact thaton these cors the grille extensions which wrop around the 
fenders are rusting out and in nearly all cases ore beyond repair or replating. 
Our grille extension cops are quickly and easily instolled WITHOUT REMOVING 
THE GRILLE. Our grille extension cops ore chrome plated and VERY NEATLY 
cover the rusted out port. 


FOR FASTER SALES AND CUSTOMER SATISFACTION 
TRY A PAIRNOW! 










Shaded portions show where our repair caps fit 
- EASILY and NEATLY - 










CHEV. 1954 cucc. $10.75 pr. 
FORD 1953 ‘'S" $12.75 pr. 


WE PRODUCE MANY OTHER CHEVROLET. 
REPLACEMENT GRILLES - CUSTOM 
CUSTOM GRILLES. WRITE FOR OUR 
CATALOG. 


DETROIT GRILLE MANUFACTURING CO, 
258 E. Vernor Hwy. Detroit, Mich. 


peacer’s $6.45 pr. 
= 67 08 or. 


FORD. AND PLYMOUTH 
GRILLES - TUBULAR 
LATEST ILLUSTRATED 
AN 



































FOREIGN CAR PARTS 


LARGEST 


BRITISH CAR PARTS 


HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 
JAMES—Valves & Guides 
TERRY—Valve Springs 
PAYEN—Gaskets & 
BORG & BECK—Clutches 
LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—Ignition, Lamps, etc. 
GLACIER—Engine Bearings 
VANDERVELL—Engine Bearings 
ES—Ball & Roller Bearings 
WHITELEY—Water Pumps, Tie Rods, Universals 
@ other top lines 


ITALIAN CAR PARTS 
MARELLI—Ignition, Spark Plugs 


SPESSO—Gaskets 


AKRON—Oil Seals, Rad. Hose 
R.1.V.—Ball and Roller Bearings 
@ other top lines 


WHOLESALE ONLY 
Only Dealers may 
apply for catalog 


il Seals 





GERMAN CAR PARTS 
KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 
ATE—Valves, Ring Sets 
F & S—Clutches 
REINZ—Gaskets 
SIMRIT—Oil Seals 
SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
HELLA—Lamps, Horns 
BOSCH—Spark Plugs & Ignition 
ENERGIT—Brake and Clutch Linings 
VARTA—Batteries 

@ other top lines 


FRENCH CAR PARTS 


MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 
VANDERVELL of FRANCE—Engine Bearings 
COUSSINETS MINCES—Engine Bearings 
SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 
SOCIETE S.E.V.—Ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 
JAEGER—S.N.A. —Speedometers, Instruments 

e@ other top lines 


Quick Service Available In Ali Parts of the U. S. A. 
and Hawaii Through Authorized Beck Distribétors 


BECK DISTRIBUTING CORP. 





70 East 131 Street, New York 37, N. Y. 
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HELP WANTED 





Earn $15,000 or More! 
Key Territories Open 


it @re a top salesman now earning 

g10,bo, you can earn $15,000 or more 
year as exclusive agent selling Childers 

Carports to car dealers. National advertisin 

and direct mail support. No investment. 

car dealers already using. Agents will be 

appointed in these key territories immedi- 


ly: 
California Cleveland New York 
Florida Philadelphia New England 
Indiana Nebraska Georgia 
Tennessee Louisiana Alabama 
Colorado Kentucky 
Airmail your sales background with refer- 
ences to Bob Childers, Childers Mfg, Co., 
P. ©. Box 7467, Houston 8, Texas. We will 
send you complete information immediately 


with names of recently appointed agents who 
@re already proving what can be earned b 


men who can qualify. Our references: Firs 
a, National, Houston; Dun & Bradstreet 
rating B+-1. 





‘OPEN OPPORTUNITY’—If you are a 
qualified truck salesman-specialist, or an 
assistant truck sales manager, or a 
truck sales manager with limited oppor- 
tunities, then you should be interested 
in talking to this super duty franchised 
Ford store about closing this opportun- 
ity. We are located in the midwest in a 
trade area of 125,000 immediate popula- 
tion and 80,000 population city limits. 
There is large truck ownership in our 
area, therefore, there is a tremendous 

unity for someone who is qual- 

. We are a six-year-old organization 

with still rather unlimited opportunity 

for the right person. Please write Box 
1012, c/o Automotive News, Detroit 7. 


I-WANT._AMAN as general saies man- 
ager, capable of assuming complete man- 
os of a Pontiac deal—midwest city 

50,000—-trade area, and a good one, 

of 150,000. This man must be sober, 
must not be a promiser—lI’m tired of 
both kinds. No drifter. Must be able to 
meet people, be a top flight salesman 
and closer; also direct and train sales- 
men and get a job done with profit, We 
offer ultra-modern showroom and shop, 
used car lot next door. Fifteen years of 
successful, high grade and profitable 
dealing—a fine reputation—c heck for 
yourself. If you can qualify, will pay 
substantial salary and up to 25% of 
total net profits. I'm not fooling, I want 
permanent relief. Qualify, and you have 

a home. Box 1016, c/o Automotive News, 

Detroit 7. 


THREE OR FOUR TOP AUTOMOBILE 
PARTS MEN to work in the southwest’s 
largest Ford dealership, located in Al- 
buquerque, New Mexico. New facilities 
on 15 acres, 15,000 sq. ft. parts depart- 
ment—trivals anything in U. 8, Good job 
und pay, room for advancement, need 
not have Ford parts experience, Sunny 
year round climate and recreation, plenty 
housing. Send complete data, present em- 
Ployer will not be contacted. Send in- 
formation on personal data, work ex- 
perience, education, references and snap- 
shot to: Frontier Ford, 1600 Lomas, 
N.E., Albuquerque, New Mexico. 


CHEVY SERVICE MANAGER, progressive 
thousand car deal, western New Eng- 
land. Now operating smoothly in fine new 
building. High absorption rate, excellent 
crew. Top income to qualified man. 
Leader Chevrolet Company, West Spring- 
field, Mass. 





ACCOUNTANT - OFFICE MANAGER: 


Major GM medium priced line dealer in 
Atlanta needs experienced, executive- 
type office manager and accountant. 
Must have experience in sizable GM 
dealership and be capable of directing 
seven girls in office. Excellent salary, 
bonus and use of car to qualified indi- 
vidual. Exceptional opportunity for fu- 
ture growth with top caliber organiza- 
tion. Please send resume and background 
to a 1026, c/o Automotive News, De- 


GENERAL MANAGER for large metro- 
politan Chevrolet dealership in large 
southwestern city, Please submit refer- 
ences and resume of your background, 

ptograph of yourself if avail- 
1 be kept confidential. 
omotive News, Detroit 





wanted for Pontiac 
twenty-five years. 
are ability to super- 
y iw lesmen and increase 
ow car sales. detail or administra- 
tive work. Salary, plus per car bonus 
and percentage of profits; All inquiries 
confidential. Write or phone collect: 
R. W. Hughey, Ralph Pontiac, Inc., 626 
West Main St., Rochester, New York. 
Phone: BEverly 5-3635. 


SALESMEN capable selling intangibles to 

dealers. Wide travel. $15,000-$30,000 
commissions no pipe dream for workers. 
Annual repeats from 80% of clients 
builds permanent annuity for men of in- 
tegrity. Write fully or please don’t reply. 
Edward Fiske Co., 2 Depot Plaza, White 
Plains, New York. 





ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 


Automotive News can help you 
by bringing your wants to the 
attention of manufacturers. 
An advertisement in this sec- 
tion will do the trick at a nom- 
inal cost. 


AUTOMOTIVE NEWS 
Classified Want Ad“ Department 


HELP WANTED 


SERVICE 
MANAGER 


WANTED 


By GM Dealer 
Handling Buick, Opel 
and Lark. 


This opening is not only an 
excellent job opportunity, 
but presents a challenge to 
a man of ability and imag- 
ination. Proper man should 
increase customer labor by 
fifty percent within a year. 
Salary open. Have excellent 
facilities and line personnel. 
Located in a southeastern 
city of 150,000 metropolitan 
population. Many employe 
benefits. Box 1030, c/o Au- 
tomotive News, Detroit 7. 





SERVICE MANAGER—Chevrolet dealer- 
ship with unlimited potential wants ex- 
perienced, high caliber individual to man- 
age moderniy equipped service depart- 
ment. Compensation open—many com- 
pany benefits. Located adjacent to cone 
of the finest vacation and recreational 
areas anywhere. Excellent schools. Give 
photograph and resume stating experi- 
ence and personal data to Box 1033, 
c/o Automotive News, Detroit 7. 


WANTED: MECHANIC. Excellent oppor- 
tunity for top notch man, Must have 
experience with sports and imported 
small cars. Pay commensurate with 
ability and experience, Send resume and 
references to: Stoddard Imported Cars, 
Inc., 38845 Mentor Ave., Willoughby, 
Ohio. WH 6-1040. 


WANT TO MAKE additional $50 weekly? 
Sideline men to sell new idea, used car 
promotion, Sells for less than $20, Write 
and tell us what you are doing, Box 
1006, c/o Automotive News, Detroit 7. 


WANTED: A-1 Mechanic qualified tc han- 


die all phases of Bear Alignment and 
frame work. Weaver Auto Parts, Se- 
bring, Florida. 





SALES MANAGER-GENERAL MAN- 
AGER, 12 years’ experience same deal- 


er, 600-700 new car operation, College 
background, accounting major, Christian 
character — can build loyal sales and 
profit organization, Familiar with latest 
sales training techniques and retail used 
car operation, Prefer southwest. Box 
1011, c/o Automotive News, Detroit 7. 





ACCOUNTANT -OFFICE MANAGER, age 
31, five years’ experience in GM and 
Motors Holding accounting, daily oper- 
ating control, Excellent references of 
ability and character. Box 1007, c/o 
Automotive News, Detroit 7. 





USED CAR MANAGER—Thoroughly ex- 
perienced wholesale-retail all shases, in- 
cluding complete knowledge of body shop 
business. Can estimate and appraise 
wrecks. Interested in buying-in under 
right conditions. Location within 30 
miles New York City. Short term trial 
period will answer all questions. Box 
1027, c/o Automotive News, Detroit 7. 


SERVICE MANAGER AVAILABLE—Able 
administrator with 14 years’ experience. 
Fully capable, responsible and qualified 
to coordinate large department. Inter- 
ested in volume operation only. Nine 
years Cadillac-Olds. Best references. 
Will relocate. Box 1028, c/o Automo- 
tive News, Detroit 7. 





43 YEARS OLD, happily married, Own 
and operate Ford-Mercury dealership, 
fourteen years, Annual volume average 
$500,000. Have buyer. Looking for em- 
ployment. Will send references and de- 
tailed information upon request. Box 999, 
c/o Automotive News, Detroit 7. 


CARS, TRUCKS DELIVERED. Anywhere. 
Rubbish, ambulance, etc. Tow-bar, 3- 
way. Carls, 6381 Ellsworth, Detroit. 
UNiversity 2-4895,. 





POSITION WANTED 








GENERAL MANAGER 

Present'y ores with large Ford Dealer 
doing volume 2,000 New, 2,500 Used and 
500 Trucks per wer 

PERSONAL ALIFICATIONS: Age 38 yrs., 
married, 3 children, reliable, dependable, 
honest, aggressive and intelligent. Active in 
community and Civic affairs. Character of 
the highest standards. 
OCCUPATIONAL QUALIFICATIONS: Col- 
lege, 12 yrs. experience in Factory Manage- 
ment as well as an unequalled retail record 
of accomplishment, Capable and experienced 
in development and installation of effective 
controls and operational and Sales pro- 


cedures, Highest Factory and Dealer recom- 
large Ford 


mendations. 

Desire association with either 
or Chevrolet Dealer where earning potential 
will be in the $30,000 to $50,000 range. 
of salary to be on a partial ‘Buy In" 


dential for the benefit of both parties. 
Box 1032, c/o Automotive News, Detroit 7. 





ASSISTANT TO CHEVROLET DEALER. 
Years’ of experience. Can manage suc- 
cessfully during dealers absence and as- 


sume other duties at other times. tee 
c/o 


southeast. Please reply Box 1017, 
Automotive News, Detroit 7. 





SERVICE MANAGER—23 years’ experi- 


ence Genéral Motors and Ford servicing 


—Past 12 years’ service manager, 43 
years of age, excellent references. 
relocate. Box 1018, c/o Automotive News, 


Detroit 7. 


GENERAL MANAGER—Profitable volume 


Presently employed—good rea- 
son for wanting change, Exceptional 
background in sales and business man- 
agement, Interested in Ford or Chevro- 
let, volume 75 to 200 per month, Box 
1019, c/o Automotive News, Detroit 7. 


operator. 





GENERAL MANAGER or SALES MAN- 
AGER—33 years old, married, two chil- 
dren, two years university, graduate 
Ford Merchandising School Twelve 
years’ experience in all phases of deal- 
ership operation with both Ford and 
General Motors products. Capable of 
responsibilities, well trained and quali- 
fied. Resume and references furnished. 
Prefer southwest. Box 1020, c/o Automo- 
tive News, Detroit 7. 


ASSISTANT TO OWNER or manager— 


western location, No promises. Middle- 
age. Character references’ unlimited. 
Write Box 1021, c/o Automotive News, 
Detroit 7, 





SALES or GENERAL MANAGER—South- 
west or central—would consider other. 
Hire, train and supervise. Control vari- 
ables, work with Daily Operating Con- 
trol, emphasize sound business practices. 
Wide experience office, sales or supervi- 
sion, with last ten years volume Chevro- 
let dealership, Family man, age 44. 
Available January ist. Box 998, c/o Au- 
tomotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


PALM BEACH, 
FLORIDA OPPORTUNITY 


AUTOMOTIVE 


Successful Dealership 
Available Now 


REPLY BOX 982, c/o Automotive 
News, Detroit 7. 





FORD DEALER, on account of age and 
health, desires to sell dealership han- 
dling Ford in thriving small town in 
eastern North Carolina. Write Box 1029, 
c/o Automotive News, Detroit 7. 





TEXAS—Olds, Cadillac, Rambler, small 
well located dealership, annual sales over 
$1,000,000. Over 200 new units retailed, 
all used units wholesaled, Approximately 
$40,000. Factory approval of buyer re- 
quired, Box 967, c/o Automotive News, 
Detroit 7, 





Dealership Handling 
FORD AND MERCURY 


in county seat with 200 to 300 car potential, 
four car showroom, large used car lot. Will 
sell at actual inventory of parts and equip- 
ment. Will finance part to responsible buyer. 
Long lease on building. $20,000 will handle. 
Box 1025, c/o Automotive News, Detroit 7. 








FOR QUICK RESULTS 
TRY AUTOMOTIVE NEWS 
CLASSIFIED ADS 





Part 
basis. 
All inquiries to be considered highly confi- 


will 





DEALERSHIPS AVAILABLE 


SKODA 


Europe’s 
Beauty Winner 
Now Here 
To Win Profits 
For You 


Featuring 
World's Finest 
Convertible 


Chosen as World's Most 
Beautiful Car, Wiesbaden, 
Germany—Sept., 1959 


%& 4-Cylinder Engine 

% 40.36 Miles Per Galion 

% Twin Carburetors 

%& 4-Speed Gear-Box 

% Cruises at 80 Miles Per Hour 
% Swing Rear Axle 

% Coil Spring Suspension 


% Extra Accessories 
at No Extra Cost 


GOING LIKE ‘60 


Franchises Available 


Illinois, Wisconsin, Ohio, 
lowa, Michigan, Indiana, 
Minnesota, Missouri 


MARTIN J. KELLY, INC. 
DIRECT IMPORTERS 
441 EAST OHIO STREET 
CHICAGO 11, ILLINOIS 
MOHAWK 4-1200 





OLD DEALERSHIP HANDLING BUICK, 
Opel, Rambler and GMC trucks in north 
central part New York State. 100 car po- 
tential. Must qualify with franchise hold- 
ers. Will sell or lease building new in 
1945; size 60’x120’ with 35’x35’ building 
attached. Owner has ill health, Box 1000, 
c/o Automotive News, Detroit 7. 


DEALERSHIP WANTED 


WANTED: 100 to 550 Rambler franchise 
with used car lot. Miami area, Immedi- 
ately. Confidential, Box 1022, c/o Auto- 
motive News, Detroit 7. 

WILL BUY CHEVROLET OR FORD deal- 
ership, Florida or Gulf Coast, Prefer 
200 car potential—up. No blue sky, Box 
1002, c/o Automotive News, Detroit 7. 

WANTED: General Motors, Ford or Ram- 
bler agency in Midwest. Will lease or 
buy facilities. Pay your price, All cash. 
Factory approval assured. Box 979, c/o 
Automotive News, Detroit 7. 


DEALER SERVICES 











1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
‘60 edition today for only $1l0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Box 224, Dept. 6, New York I, 
N. Y. 





DEALER SERVICES 
MR. DEALER— 


Use our Albicrome Dealer Kit ang 
get extra $$$ from your used cq 
sales. Quickly removes all RUST 
from chrome parts and then acty. 
ally REPLATES where worn off o 
damaged. Enough to clean ang 
touch-up chrome on several cars, 
Results guaranteed. 


List $24.95 
DEALER INTRODUCTORY OFFER 
$9.95 Prepaid 


Checks or money orders ONLY, 


ALBICROME 
P. O. Box 373, Auburn, Maine 








| 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods, 


APPRAISAL SERVIC 


For Buy/Sell A Annual Fiscal 
greements, 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO, 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 








Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per 
sonnel . . , because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non 
commissioned officers of pay grades & 
and above . . . on a simplified, non 
recourse basis. 


MILITARY ACCEPTANCE CORP, 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApito! 5-6756 
“Worldwide Financing for Military Personnel” 
(USAA Insurance available 
to qualified officers) 








HAVE CREW, WILL TRAVEL! 


Certified physical inventories of parts, 
accessories and equipment. 


Model 


Bin space for new model parts. 
Reports for dealer terminations. 
Certified reports for tax, insurance and 


The Service That Counts 


ALLIED INVENTORY CO., INC. 


7508 So. Cornell Ave. Chicago 49, Illinois 
TEL.—NOrmal 7-0065 








BUSINESS OPPORTUNITIES 


“Exclusive Profitable 
Distributorship" 


“In the Foreign Car 
Replacement Market" 


areas available in the U. S. A. For further 
information, write Box AN-8, c/o Automo- 
tive News, Detroit 7. 


i CREAR ASP MRE IA OUR CS Ce Ee nA ah 


FOR LEASE with option to buy: Good 
going business in Holland, Michigan. 
Building and equipment with modern six 
room apartment. Automatic transmis- 


sion, general repairs; with gas pumps. 
Real opportunity. Box 1031, c/o Auto- 
motive News, Detroit 7. 





AUTO RENTAL: 60 units: plus space for 
body shop. Avon Motors, 424 Washington 
Ave., Miami Beach, Florida. 








BUSIN 


[SS OPPORTUNITIES 


MARYLAND COMMUNITY 
NEEDS MANUFACTURER 


interested in expanding. Our community has available: 


1. 10-acre factory site along railroad. 


2. Financial aid to reliable concerns employing 10 people or 200. 
3. Sufficient labor for almost any industry. 
4. A-1 freight service by trucks via Federal route and Pa. Turnpike. 


Contact: 
Mayor and Council, Hancock, Maryland. Phones: Orchard 8-6252 and 8-6820. 
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BUSINESS OPPORTUNITIES 


FOR SALE—INVENTION, Patented ad- 
justable automobile trunk lid lash holder 
designed to keep trunk lid taut when 
transporting emergency overloads and 
large loads that prevent the closing of 
the trunk. Consists of rubber and metal. 
Fits all cars. Every car owner a pros- 
* pect. Interested principal write Box 1023, 
c/o Automotive News, Detroit 7. 

— AUCTION SCHOOLS 

BE AN AUCTIONEER—World’s largest 
school, Internationally recognized di- 
ploma, Free catalog, Reisch Auction Col- 
lege, Mason City 77, Iowa. 

“OFFICE EQUIPMENT FOR SALE 
— PURCHASE 














INVENTORY CONTROL 
FILE with attached desk, handles 37,000 
items. Detroit, VInewood 3-7200, Calvin. 
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CARS FOR SALE 


CARS FOR SALE: 1956 Lincoln Mark II, 
black, driven approximately 2,000 miles. 
This car has been in garage since pur- 
chased and like new in every way, T. D. 
Taylor, 803 Gervais, Columbia, 8, C. 
Telephone ALpine 2-4391, 





1960 VOLKSWAGENS 


Late Serial numbers—2-doors, Sunroofs 
% Americanized 
All Colors—i to 100 
Available immediately from stock 
Midwest. 


in the 


JERRY LEEDS MOTORS 


Evansville, Ind. GR 6-6900 








— 


CARS FOR SALE 








New York 
ESsex 1-2880 


277 Clinton Ave. 


VOLKSWAGENS 


1960 


IMMEDIATE DELIVERY 
FOR BEST PRICES CALL: 


Wire, write, phone 


U. N. COMMERCIAL CORP. 






New Orleans 
JAckson 5-8881, Room 430 







Newark, New Jersey 





clean used cars! 
you need ’em— 


HERTZ 


has ’em! 


All in top shape, clean and sharp — real bell ringers! 
Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 


You name it, we’ve got it—in fast-selling colors — 
equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


1958 and ’59 models are now available at Hertz offices 


across the country. 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


or 
contact Mr. I. E. Spatig, Hertz Car Leasing Division, 
125 N. Wabash, Chicago 4, IIl., Tel. DE 2-0420 


1960 
VOLKSWAGEN 


SEDANS AND SUNROOFS 


$1399 











FULL PRICE DELIVERED 
Any East or Gulf Coast port add $50 for West Coast 


deliveries. 


EQUIPPED AS FOLLOWS 

Leatherette interior .. . tool kits . . . mile speedometers 

- - » ASI windshields, heaters and defrosters ... turn 
signals ... bumper rails . . . outside mirrors. 


Wired for Sealed Beam Headlights. 


ALSO 
| COMMERCIALS—GHIAS—CONVERTIBLES | 


WRITE, PHONE OR WIRE 


CIRCLE DISCOUNT CORPORATION 


2401 Pennsylvania Avenue N. W. 


WASHINGTON, D. C. 


FEderal 7-3900 


U. S. A. AGENTS FOR 


RUDI-ARONS International Agencies GMBH 
HAMBURG, GERMANY 





CARS FOR SALE 


VOLKSWAGENS 
1960 - 1959 


Sedans-Sunroofs-Ghias 


IMMEDIATE DELIVERY 


MERCEDES 


YORK IMPORTS, 
INC. 


29-11 35th Avenue 
Long Island City 6, N. Y. 
EMpire 1-1690 


1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 











« 
TOD-O-CAR, INC. 


On Hand at Two Locations: 

1415 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 





Buy Your 


MERCEDES 


in New York 


All Models from 1955 
to 1959 in Stock! 


Let us put you on our mailing list! 
FOREIGN AUTO 
WHOLESALERS, INC. 


Bronx, N. Y. 





CARS WANTED 





WE BUY USED 


RENAULTS 


Top Market Prices Paid 


Contact: 


R. S. HENRY 
New Brighton, Pa. 
Tilden 3-6580 





CADILLAC LIMOUSINES—NEED CLEAN 
’56, °57 and ’58s. Franz Ridgway, BEl- 
mont 4-6611, 2836 N.E. Sandy, Portland 
12, Oregon, 


1960 


CADILLACS 
WANTED 


Large leasing company requires 


additional 1960 Cadillacs for de- 
livery in Dec., Jan., Feb., March. 
Must be billed directly from Cadil- 
lac dealer to leasing company. Will 
guarantee these cars will be leased 
not sold. All replies confidential. 
Box AN392, 125 W. 41 St., 
New York 36, N. Y. 





PARTS FOR SALE 

LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 

LLOYD PARTS: Large stock available. 
Immediate shipment, J, C, Lewis Motor 
Co., Savannah, Georgia. 

LLOYD PARTS—complete stock, Prompt 
shipment. Importers and distributors for 

yd cars and trucks, Greene County 
Motors, Catskill, New York, Phone: 2000. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 





PARTS FOR SALE 


ONE 
SOURCE 
FOR 
FOREIGN 
AUTO 
PARTS 


Replacement parts for over 40 


makes carried in stock. Only 
Southwest parts house exclu- 
sively servicing your foreign 
parts needs. Ask for a free 
catalog. 


OVERNIGHT SERVICE 
TO ANYWHERE 


SOUTHWEST 


IMPORTED 
AUTO PARTS 


1812 Texas * Houston 3, Texas 


BERKELEY PARTS: Largest selection of 
Berkeley parts — immediate delivery. 
Write or wire: Lee Circle, Inc., 1063 
Boston Post Road, Milford, Connecticut. 


ACCESSORIES FOR SALE 








NEW STATION WAGON SEATS irre 
200 Ford and 100 Plymouth—full length 
ont and rear (removed from new two- 
wagons). Beautifully uphol- 
FIT 1955 to 1959 MODELS. 
seats removed from Ford 
(Tilt type) which CAN BE USED 
FOR REPLACEMENTS ON TRUCKS — ANY 
YEAR MODEL. Priced at fraction of | 
cost——$7.00 per full seat (front and rear 
and $5.00 single tilt seat. Will sell in small 
or large quantities, rts ad extra. CON- 
FIELD MOTORS, 52 1 New York. 
BOwling Green 9-4050. 


TRUCKS WANTED 
WANTED—LATE MODEL HOLMES 650 
wrecker. State price and condition, in- 
clude picture. Mitchell Body Shop, 209 
E. 1ist., Mitchell, South Dakota. J. W. 
Lalley. 
SHOP EQUIPMENT FOR SALE 
FOR SALE: 16 steel parts bins—excellent 
condition—7’x3’x1’. Original price $125— 
Priced for quick sale at $60. Reply: 
Kroegel’s Garage, Crestline, O. OV 
3-2164. 


SHOP EQUIPMENT WANTED 


SHOP EQUIPMENT WANTED: Brake 
drum lathe, State make and price. Beach 





Auto Service, P. O, Box 4052, Columbia, 
8, C. 
IDEAS 


SEE YOURSELF AS OTHERS SEE YOU. 
Unusual idea invaluable to dealers. Mail 
letterhead for details. Edward Fiske Co., 
2 Depot Plaza, White Plains, N. Y. 
(Salesmen wanted.) 


MISCELLANEOUS 


WANTED 


INFORMATION LEADING TO THE WHERE- 
ABOUTS OF AUTOMOBILE SALESMAN 
VARIOUSLY KNOWN AS LOUIS CAMPBELL 
OR MALCOLM CAMPBELL, PLEASE WRITE 
OR CALL COLLECT: 


NAPPA FORD, INC. 
655 Newark Ave. Elizabeth, N. J. 
EL 4-8030 














BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS' SPECIAL (F.O.B. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Sa eon Hook-U 
DEALERS’ SPECIAL (F.O. real Net) 


.85 Fed. a Included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depi’s 
“Leaders in the Industry 


Since 


VOLKSWAGEN 
SHOP MANUAL 





Printed in English—tLimited supply. Send 


$15.00 check or money order to: I. C. E., 
Ltd., 69 Pelham Rd., New Rochelle, N. Y. 


(No C.O.D.) 





EMBOSSED BUSINESS CARDS, $3.95 per 
1,000. Free delivery anywhere in U. 8, A 


Samples available. 
tive News, Detroit 7. 


The “ORIGINAL YELLOW” 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
AL 
WITH THE UNIVERS $5] 45 


“WRIST ACTION” 
Incldg. BRAKE HOOK-UP 
4 Point $ 00 
Hook-Up 45 


TowKinG 
TRAIL- KING $37.50 


Ait Foreign ond Fits 2" Ball 


ALL oe and 
American Cars 
CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2.0700 AN 3-8888 Nites: BA 1717 


40 So. Clinton St., Chic 


SEE PAGE 16 
for the nation's 
TOP AUTO AUCTIONS 


Box 981, c/o Automo- 











Cee eee tere ee eee eee eeeereeeesese 


Car Dealer [) 


Jobber [] insurance [] 


c----- - - - - - - - ---:-: Se ee 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 


Sete eee eee eee eseeeeeseeeeeseeseseee 


eee eeeeeeese 


Make of Car.........2+++ osecccccecs 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


See eee eee eee eee eee eee eeeeeese 


See eee eee eeeeeeseeeeeeeeseseeeeeee 


ee eeeweeeseeeees 


TRADE CONNECTION: 
Truck Dealer [] 


Manufacturer [] 
Supplier [1] 


Financial [1] 


ee Mocceseecesscveseese 


12-21-59 
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